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5 JUMPS AHEAD...1F vou 


CARRY THE WEBSTER LINE 


lea COMPLETE LINE 


There are carbon papers, typewriter rib- 
bons, duplicating carbon papers and 
accessories to meet every office need. You 
can please every customer — and never 
Ll L/ miss a sale. 





2.4 SALES EDGE 

Micrometric Carbon Paper, with its num- 

bered scale, gives you an exclusive item 
FE with five extra sales points to get the 
ry | edge on competition, to assure steady 

| oF 4} repeat business. It sells at no extra cost 

Ll ‘+ in three quality brands. 








3.FAMOUS BRAND NAMES 


For 55 years, the names MultiKopy and 
r Star have stood for top quality in business 


| offices throughout the country. They are 
still buy-words that make your selling 
easier. 


4 FASTER DELIVERY 


Webster's factory warehouses are located 
in key cities from coast to coast to insure 
the fastest possible delivery — a major 
advantage in these days of transportation 
difficulties. 





3.A CONSISTENT SALES PROGRAM 
In good times and bad, in war and peace, 
Webster has backed up its dealers with 


protected territories, with merchandising 





and sales assistance and with steady, 
KL! reliable national advertising. 


a ; S | & R C 0. 13 Amherst Street, Cambridge 42, Mass. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{INo person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


Office Appliances 


(Teo the Whrld's Principal Market Places) 
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by Evan Johnson. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Inc. 

Acme Bulletin & Dircty. 

Acme Visible Records, Inc. 

Adirondack Chair Co. 

Agency Paper Co. 

Aigner, G. J., Co. 

All-Steel-Equip. Co. . 

Allen Calculators inc. 

Allen & Co. 

Allied Carbon & Ribbon Mfg. 
Corp. 

Almac Plastics, Inc. 

Amberg File & Index Co. 


Amer. Carbon Paper Mfg. Co. 


Amer. Dictating Machine Co. 
Amer. Hair & Felt Co. 
American Map Co., Inc. 
Amer. Passbook Co. 

Ames Supply Co.. 
Anderson_Hickey Co., Inc. 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Autocopy, Inc. 

Autmtce. 


B 


Bainbridge Kimpton & Haupt, 


Inc. 
Bankers Box Co. 
Barkley, C. L., & Co. 
Bassick Company 
Beach Publishing Co. 
Beck Duplicator Corp., The 
Bolens Products Co. 
Boorum & Pease Co. 
Bright Chair Co. 
British Staty. Exporter 
Brown, Arthur, & Bro. 
Browne-Morse Co. 


Buckeye Ribbon & Carbon Co. 


Business Efficiency Aids 


Cardinell Corp. 

Carter’s Ink Co., The 
Century Associated Prod. Co. 
Clarotype Co., The 

Codo Mfg. Corp. 

Cole Steel Sales Co. 
Collier-Keyworth Co. 
Colonial Co., The 


Columbia Rib. & Car. Mfg. Co. 
Columbia Steel Equipment Co. 
Commonwealth Publishing Co. 
Consolidated Stamp Mfg. Co... 


Continental Ink Co. 
Cook, The H. C., Co. 
Copy King Corp. of America 


Corp. 


Pencil Sharpener Co. 


..155 


63 
157 


96 
151 
47 
134 
141 


..168 


176 

62 
137 

51 
112 
152 
170 


120 
1€0 
178 


through the journal. 


Copy Papers, Inc. jal aa 
Corona Typewriter 31 
Corry-Jamestown Mfg. Corp.....123 


oe Ny Ey | SCA) 178 
Cram, The George F., Co. 160 
Cramer Posture Chair Co. 142 
C-Thru Ruler Co. 70 
D EF 
Darnell Corp., Ltd. 132 
Dawn Mfg. Corp., Ltd. Bee 
Dayton Stencil Works 177 
Dennison Mfg. Co. wena 
Domore Chair Co. 69 
Downey, C. L., Co. 157 
Eaton Paper Corp. 153 
Eclipse Moulded Products Co.....113 
Ehrlich Upholstery Works..........177 
Eraser Co., The 165 
Eureka Specialty Prtg. Co. 151 
Eversharp, Incorporated 49 
Faber, A. W., Inc. 109 
Fair Furniture Co. 143 
Federal Fibre Corp........... 166 
Feldco Loose Leaf Corp. 135 
Friden Calculating Machine Co. 97 
Fulton Specialty Co...... 162 
Ga i 
Galef, J. L., & Son 176 
General Fireproofing Co. 36. 37 
Globe-Wernicke Co., The 54, 55 
Graff, Geo. B., Co. 153 
Gregory Fount-O-Ink Co. 66 
Guide System & Supply Co. 60 
Gunlocke, W. H., Chair Co. 119 
Gunn Furniture Company 61 
Hall-Welter Co. 170 
Hanson Scale Co. 150 
Harding, Milo, Co. 175 
Harter Corporation 116 


Herring-Hall-Marvin Safe Co...121 
Heyer Corporation, The 183 
Higgins Ink Co., Inc. 171 
High Point Bndg. & Chair Co... 80 
Imperial Desk Co. 


Imperial Mfg. Co. oe 91 
Imperial Methods Co. 161 
Indiana Desk Co. 110 
Industrial Tape Corp. 101 
Ink Specialties Co., Inc. 165 


Int’] Bronze Tablet Co., Inc. 150 
Invincible Metal Furniture Co... 73 


J&L 
Jasper Chair Co.. ; ‘ 163 
Jasper Desk Co., The.......... 98 
Jasper Office Furniture Co. 144 
Jasper Seating Co........... ....161 





Kahn, David, Inc. , — 

Keep Prices Down ..180 

Lawson, The F. H., Co............. 99 

Leopold Co. ........... eicak tga a 

Little, A. P., Inc. = 164 
M 

Mailers’ Service & Equip. Co.....172 

Majestic Loose Leaf, Inc...........177 

Manifold Supplies Co... 

Markilo Co. ‘ 

Markwell Mfg. Co. 

Mashek, Frank, Co. 

Meier, Joshua, Company............ 103 

Meilicke Systems, Ince......... a 

Meilink Steel Safe Co. 

Metal Office Furniture Co......... 65 

Meyer & Wenthe, Ine................ 161 

Michigan Desk Co. ee 

Mittag & Volger, Ince................. 76 

_ ky Ri EE 177 


Monroe Calc. Machine C i icsiacsices 89 


IR Wile | Wg ER cenceseSbceccoseenesbons 102 
Mutschler Bros. Co.... sosathietaa 169 
(ae > ee ae ear 72 
N O 

National Blank Book Co...........173 
National Desk Co., Inc............... 114 
New England Woodworking 

RIOi sce wicsaneite ee 
New Indiana Chair Co... saeuapaenen 146 
Niagara Duplicator Co...............104 
Norta Distributing Co................. 165 


Northern States Envelope Co...138 
Office Furniture Wholesale Dis- 
tributors ieee eae Aves eke 151 
Office Specialty Mfg. Co. hci 164 
Old Town Rib. & Car. Co......... 53 
Oxford Filing Supply Co.........177 


PQ 


Pacific Asiatic Factors, Ltd..... 95 
Pacific Cb. & Ribbon Mfg. Co...133 


Parker Pen Co., The.................. 87 
Peerless Imperial Co., Inc......... 91 
Peerless Steel Equip. Co...........174 
Perma-Bilt Equipment Co.......172 
Phillips Process Co., Ince..... ..150 
Post, The Frederick, Co... 105 
Precise Developments Co. Pat | 
Pronto File Corp. : w--e---1 48 
Quality Park Envelope Co.. 106 
R 
Red Feather Products, Ltd....... 57 
Regal Typewriter Co. vvcarek OZ 
Remington Rand, Inc.... Bee | 
Reuben Company oe ... 84 





They do, however, offer their services in resolving any disagreements which result from relations established 






Reyburn Mfg. Co., Ince............... 178 
Rite-Line Sales Co., Ine.............132 
Rite-Rite Mfg. Co.......................173 
Rivet-O Mfg. Co................. 172 
Roberts Number Mach, Co....... 166 
Roberts, Weldon, Rubber Co.....179 
Rochester Wire-O eel Co...176 
Rockwell-Barnes Co. ..................167 
Ross-Gould Company ................ 171 
Royal Metal Mfg. Co., The........182 











Royal Typewriter Co 
Ss 

Sengbusch Self Cl. Inkst’d Co...174 
Service Products Co................... 161 
Shalleross Co., The...... ....169 
Shaw-Walker Co. ‘ 45 
Sheaffer, W. A., Pen Co. .... 43 
Sheppard, C. E., SR a 156 
ae CR yee 107 
Sinclair & Valentine Co............. 156 
Smead Mfg. Co., Inc., The....85, 86 
Smith, L. C. & Corona Type- 

SS Lh ey 
Southworth Company kasi snad 126 
Speed Key Mfg. Co....................- 173 
Speed-O Print Corp...............67, 68 
Speed Products Co..................... 59 
eee: A: Tos, Bin sicesceckecccscccone 176 
Starkey Paper & Supply Co.....177 
Stewart, R. A., & Co. mone 





Storms, H. M.. Co... hawaii 
Sturgis Posture Chair Co........... 82 





Sun Rubber Co., The.. .189 
Superior Type Co... 176 
System Service Company. 176 
7U YY 
Technygraph Co., The.. a 


Underwood Corporation............ 
Re NO eee ee E Back Cover 


United Autographic Reg. Co..... 92 


U. S. Bronze Sign Co................. 176 
U. S. Typewr. Rib. Mfg. Co.....181 
WRN I, So banctrcsiscec cisterns 149 
Van Dyke Industries........... ....180 
Victor Adding Machine Co....... 81 
Victor Safe & Equip. Co........... 147 
Vogel-Peterson Co. ....................-.164 
wy 


Wabash Filing Supplies, Inc.....125 
Warshaw Mfg. Co. 

Webster, F. S., Co. 

Wells Office Furn. Co. a 
Wilson Jones Co...................00.- . 15 
Wood Office Furn. Institute...... 78 
Woodstock Typewriter Co...136, 156 
Write, Inc. ... noses hee 
Yawman and Erbe Mfg. Co. 127 








_WANTS AND LOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


OFFICE MACHINES MECHANIC desires new connection. Experienced on type- 
writers, dictating and other types of office equipment. Excellent record as 
service manager Sales experience. Address H-104, care Office Appliances, 
Chicago 6 


AN ACCOMPLISHED 


TYPEWRITER & ADDING MECHANIC, 


with good to ex- 


cellent knowledge of office equipment and machines in general desires position. 
Detailed information on request as to ability 


Salary to start $7 


and qualifications Write 


5.00 per week. 
H-103, 


care Office Appliances, 


Chicago 6. 


SALESMEN WANTED 


SALES REPRESENTATIVE wanted to call upon dealers in Ohio, 
of systems work whether it be filing, 


West Virginia. Some knowledge 
leaf or visible records preferred. 
to make substantial bonus. 
Appliances, Chicago 6 


TWO OUTSIDE 
selling organization. 
Have agency for many 
particulars as to experience, 
pliances, Chicago 6. 


SALESMEN by 


Established 
leading lines of office furniture and visible. 
also reference. 


Kentucky and 
loose 


Salary and expense basis plus opportunity 


Send complete information to W-237 


, care Office 


a commercial stationer who is expanding his 
many 


states area. 
Give full 
eare Office Ap- 


years in the central 


Address W-230, 


AAA-1 MANUFACTURER of most 
and spirit duplicating materials, 
carbon papers, etc., 
men who are workers. 
tunity for able representatives. 


complete, 
printed forms and supplies, 
has territory openings for steady, reliable type of sales- 
New exclusive products have created an unusual oppor- 
Permanent employment. 


of hektograph 


fine quality line 
inked ribbons, 


Excellent earnings 


on commission basis with guaranteed drawing account and expenses paid. Full 


credit on all business in assigned territory. 
Brooklyn 17, N. Y¥ 


Inc., 750 Pacific Street, 


EXCELLENT OPPORTUNITY 


man. 


Prefer Shaw-Walker experience. 
Address W-235, care Office Appliances, Chicago 6. 


Old Town Ribbon & Carbon Co., 


open for experienced filing system and furniture 
State age, salary desired and references. 


WANTED——Experienced retail stationery, office machines and equipment sales- 


man. Excellent opportunity 


References exchanged. 


COMPANY SPECIALIZING 


systems, filing supplies and equipment, 
Drawing account against commission. 
care Office Appliances, 


New York office. 
experience. Box 
York 17, N. Y 


W-241, 


WANTS AND FOR SALE, Continued page 5 


OFFICE APPLIANCES, 


Address W-229, 


in southwestern city with good postwar future. 


care Office Appliances, Citleage 6. 


in producing precision printed forms for business 


has openings for several salesmen in 
Give full details of 


100 East 42nd St., New 
(opposite ) 
August, 1945 





WANTS AND FOR SALE, Continued from page 4 (opposite) 








EXECUTIVES WANTED 





STATIONERY STORE MANAGER WANTED—Capable, experienced store man- 
ager wanted by long established stationer and office outfiitter in mid-west city. 
Good salary. All replies confidential. This represents an opportunity for the 
future for a man well versed in the routines of office supply store management. 
Give full details of your experience in your first letter. Address W-233, care 
Office Appliances, Chicago 6. 


WANTED FACTORY REPRESENTATIVE 

BY NATIONALLY KNOWN mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; be able 
to conduct sales meetings; evaluate markets; open up new dealerships. The 
position is full time and permanent. Western Pennsylvania and New York State 
—and Virginia, North Carolina and Maryland territories open. Give complete 
background and details of experience. ll letters shall be kept confidential. 
Write W-236, care Office Appliances, Chicago 6. 


“STATIONERY STORE MANAGER wanted in Tucson, Arizona. Salesmen wanted 
in Phoenix and Tucson, write the H. M. Clark Office Supply Company, 123 
North 2nd Avenue, Phoenix, Arizona.”’ 

DISTRICT SALES MANAGER to open branch offices in several eastern cities, 
engaging, training and directing salesmen. Must have thorough knowledge of 
business systems and methods. Unusual postwar opportunity to develop with 
rapidly growing organization. Give full details of experience. Box W-240, 
care Offices Appliances, 100 East 42nd St., New York 17, N. Y. 











ae = MECHANICS AND REPAIRMEN WANTED 
WANTED—Good office machine mechanic for Eastern Pennsylvania city. Must 


be experienced on all makes of typewriters. Good salary and overtime. Ex- 
cellent working conditions. Apply W-234, care Office Appliances, Chicago 6. 


VICTOR ADDING MACHINE CO. has several openings for good adding machine 
mechanics in California and other West Coast territories. Good wages, over- 
time, ideal working conditions. Permanent positions. Applications confiden- 
tial. For further information write K. Vasen, Western Regional Manager, Victor 
Adding Machine Co., 720 South Flower St., Los Angeles 14, Calif. 





A DIRECTOR OF SERVICE IS NEEDED by oldest and largest office machine 
dealer operating several branches in far western territory. Have factory agen- 
cies for all leading types of new office machines, also merchandising all types 
of used office machines and new office furniture. This is an opportunity of a 
lifetime for a man of good balanced judgment, capable of absorbing and dispens- 
ing complete mechanical information on all service needs and instructing and 
developing new mechanics, capable of organizing for post war business, particu- 
larly the art of selling service. Liberal salary in line with responsibilities to 
man fully qualified. State fully your experience and general qualifications. 
Enclose recent photo. All applications strictly confidential. Address W-225, 
care Office Appliances, Chicago 6 

WANTED—Reliable, experienced typewriter and adding machine mechanic. 
$50.00 per week plus bonus. Excellent climate. Permanent position with 
established firm. Patterson Office Equipment Co., Cortez, Colorado. 
WANTED—Adding Machine Mechanic wanted by Dealer in an Ohio city of 20,- 
000 population. Ideal place to live. Write W-227, care Office Appliances, 
Chicago 6. 

WANTED—A1l TYPEWRITER and adding machine mechanic. Southern Cali- 
fornia. Permanent position for reliable and thoroughly experienced repair 
man. Good pay. Give full particulars in reply. Address W-224, care Office 
Appliances, Chicago 6. 

SAN FRANCISCO DEALER wants expert mechanic on al! styles of Burroughs 
machines with the ability to learn to repair other makes. Salary $300 per 
month plus annual bonus. Address W-238, care Office Appliances, Chicago 6. 


MECHANIC FOR NIAGARA Duplicators, typewriters and adding machines. Ideal 
working conditions, highest income, permanent. Correspondence invited, con- 
fidential. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Mich. 
WANTED—Married man as salesman and repairman for Remington-Rand sales 
agency in Alaska. Permanent work with a future; some traveling. Give full par- 
ticulars in first letter. Lange’s, East Anchorage, Alaska. 

WANTED—Typewriter and Adding Machine Mechanic; we are established 45 
years, have Royal Agency. Offer good salary. MacTaggart-Hoffman Co., Port 
Huron, Michigan. 

EXPERIENCED TYPEWRITER AND ADDI G MACHINE Mechanic, good salary, 
pleasant working conditions in a modern shop. Flake Typewriter Co., 45 2nd 
St., Yuma, Arizona. | 

TYPEWRITER MECHANIC—All makes preferred. Manufacturers Agency. Good, 
permanent place for the right man. Standard Typewriter Co., Danville, Illinois. 
TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Permanent. Ad- 
dress W-243, care Office Appliances, Chicago 6. 


a DESIGNER WANTED 

DESIGNER Sheet Metal Products—Post war opportunity offered by New York 
firm to individual having sheet metal experience in designing and developing 
office equipment. Box W-231, care Office Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 

AGENT WANTS LINE of office equipment. Now selling typewriter supplies in 
California to government and corporations. Address H-101, care Office Appli- 
ances, Chicago 6. 
EXPERIENCED SALESMAN with established following selling stationery to job- 
bers, chain, department, drug, gift, stationery stores in California, desires addi- 
tional line. Commission basis. Address H-107, care Office Appliances, Chicago 6. 
SALES REPRESENTATIVE selling line of filing supplies in Southwest is open for 
non-competing line to be sold to commercial stationers. Well known in the 
territory. Excellent sales record. Top references from present employer and 
customers. Address H-106, care Office Appliances, Chicago 6. 

Mr. Manufacturer, if you want your product distributed nationally write R. D. 
Bacon, 5418 Blackstone Ave., Chicago 15 


EXPORT REPRESENTATIVES AVAILABLE 
EXECUTIVE WITH EXCELLENT CONNECTIONS in Central America, Mexico and 
the West Indies, expecting to leave on or about October 1st for Mexico, Guate- 
mala, Honduras, El Salvador, Nicaragua, Costa Rica, Panama, Cuba, Jamaica, 
Dominican Republic and Puerto Rico, desires to take additional stationery, office 
machines, equipment, parts and supply lines and steel furniture and files which 
can be shipped knocked down. Manufacturers interested address your communi- 
cations to H-108, care Office Appliances, Chicago 6. 


HOLLAND REPRESENTATION AVAILABLE—Office Appliances, Stationery, Draw- 
ing Materials: Netherland Manufacturers’ Agent with A-1 introduction to all 
Dutch jobbers in the above goods, desires to undertake the sole agency for 
Holland of a few leading American manufacturers. Write H-105, care Office 
Appliances, Chicago 6. 





PORT REPRESENTATIVES WANTED 
IF YOU ARE AN EXPERIENCED VISIBLE SYSTEMS MAN, and can speak Spanish, 
there is a wonderful opportunity for you here. We have obtained exclusive 
franchise for nationally known U. S. Mfr., and want capable man to head up our 
visible systems division. Substantial salary plus commission. We are a well 
established progressive organization, with branch offices, covering every phase 
of the office equipment industry. Write fully and enclose snapshot. Your reply 
ag Rag Fe confidential and answered promptly. B. Graffman, 67 Bis., Mexico, 

. F., Mexico. 


a. "WANTED TO BUY FACTORY 
WANT TO BUY FACTORY equipped complete for production of inked Ribbons and 
Carbon Paper. Send full details to W-232, care Office Appliances, Chicago 6. 


1945 


OFFICE APPLIANCES, August, 


WANTED TO BUY RETAIL BUSINESS . 


WILL PAY CASH for office supply store in South. With or without print shop. 
Prompt action, confidential. Address W-228, care Office Appliances, Chicago 6 


RETAIL BUSINESS FOR SALE 


FOR SALE—GIFT, STATIONERY, OFFICE and SCHOOL SUPPLY and printshop 
combination (might divide). Only exclusive store and shop, city of 6,500. 
Well equipped, up-to-date in every respect. Not a cheap proposition; we've 
made money here for 27 years. Haven't time to write a lot of letters; if you're 
interested and have around $20,000 cash, see L. J. Bissey, Loveland, Colo. 


FOR SALE, ATTRACTIVE TYPEWRITER and adding machine business in South- 
ern California. Fully equipped shop, room for four mechanics, two compressors, 
three parts cabinets. Good opportunity for experienced machine man. Address 
W-226, care Office Appliances, Chicago 6 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. Re- 
paired at standard prices but now require 90 to 150 days’ time. We especially 
feature ‘‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, 
MOORE, etc., but can repair all other makes. We feature Gold Pen Points and 
Repairing. Mail all makes to ONE place for better service. ASK ABOUT NEW 
WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and Repair Co. (Est. 1904), 
38 So. State St., Chicago 8. 

FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and 
other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 


GUARANTEED FOUNTAIN PEN REPAIRING 

SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL REPAIRS 
TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE BEEN RE- 
PAIRED BY CUR FACTORY TRAINED EXPERTS FOR DEALERS THROUGHOUT 
THE COUNTRY. FULLY AUTHORIZED BY ALL LEADING MANUFACTURERS 
INCLUDING PARKER, SHEAFFER, EVERSHARP AND WATERMAN. PROMPT 
SERVICE. WRITE TODAY FOR PRICE-LIST, DEALER DISCOUNTS AND FREE 
REPAIR ENVELOPES. 

KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 


BUSINESS OPPORTUNITIES 


CLOSE-OUT hand envelope sealers, seals 50 a minute. Sell below cost, approxi- 
mately 50 dozen. Each brand new, individually boxed, list price $4.00 each. 
Write for circular, details. Millenco, 43 Journal Bldg., Boston 8, Mass. 


TRADE SCHOOLS 


TYPEWRITING REPAIRING—Original, simplified Home Study Course. Students 
operating own repair shop. Weber Typewriter Mechanics School, Box 269, 
Osborn, Ohio. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 637 
South Dearborn St., Room 306, Chicago 5 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 


Burroughs, Moon 


Monroe Calculators, Typewriters and all office machines bought and sold. 

Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines. Comptom- 
Dorrell-Markel, 93 S. Lith, 


eters, all makes calculators bought and sold. 
Minneapolis, Minn. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and we 
will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York 7, N. Y. 

BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, rebuild. 
Comprehensive service for dealers. Adding and Bookkeeping Machine Service 
Co., 1307 Grand, Kansas City 6, Missouri. 

ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bidg., Mil- 
waukee 3, Wis. 

QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, com- 
plete. Inquiries solicited on all types of other machines. American Business 
Machines, 135 Grand St., New York 13, N. Y. 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating Ma- 
chine Co., 235 Fifth Ave., New York 3, N. Y. 

Thousands of recon- 


KARDEX, ACME, all makes used visible filing equipment, ‘ 
ditioned cabinets, panels, books, always on hand. Special service and prices to 
Chas. S. Nathan, Inc., 548 


dealers for purchase or sale. Get our quotations. 
Broadway, New York 12, N. Y. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
7-9 Waverly Place, New York 3, N. Y 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York 13, N. 


ACME (Insite) 
Quantity of McCaskey Production Panels. 
Grand St., New York 13, N. Y 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and Internationa] Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Eighth St., St. Louis 1, Mo. 


8 x 5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Commercial Card System Co., 135 


WANTED 

INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x65 aize, 
complete with card holders. We are also interested in extra 8” International 
card holders in any quantity. Advise what you have available. E. H. Heineman, 
Box 552, St. Louis 1, Mo. 


WANTED: Late Model L. C. Smith-Elliott Addressing Stencil Cutting Typewriter; 
Power Elliott Addresser; Model 66 Power Multigraph; Offset Plate Making 
Equipment. Give complete description and best cash price. S. M. Futch, 228 E. 
Forsyth St., Jacksonville 2, Fla. 


“COMPTOMETERS” for Sale. Also “B’ Addressograph Frames. Adding Machine 
Sales & Service Co., 1100 Prospect Ave., Cleveland, Ohio. 


Trading Corp., 7 Waverly Place, New York 3, N. Y. 


MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
413 West State, Milwaukee. 


WANTED TO BUY Surplus equipment of all types. Ready buyer. ‘Columbia 
Y 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 




















obligation. 
Adding Machine Parts Calculating Machines Cushions & Pads, Chair Erasers 
Ames Supply Co 62 Allen Calculators, Inc 63 Century Assoc Products Co 160 Eraser Co.. The 165 
: . Friden Calculating Machine Co 97 Fair Furniture Co. 143 Faber, A. W., Inc 109 
Adding Machine Rolls & Paper - Monroe Cale. Machine Co 89 Sun Rubber Co., The 139 Roberts, Weldon, Rubber Co 179 
Rockwell-Rarnes Co 167 Victor Adding Machine Co 81 , 
. Machi Cuspidors Expense Books 
Adding Machines Calculating Machines, Used Lawson, The F. H., 99 Beach Publishing Co 176 
Allen Calculators, Inc 63 Mailers’ Service & Equip. Co 172 
Friden Caleulating Machine ( 97 ss anne P Dating Stamps Eyelets & Eyelet Fasteners 
Monroe Calc. Machine Co x9 Carbon Papers Consolidated Stamp Mfg. Co 173 Rivet-O Mfg. Co 172 
Remington Rand, In« 74 (See Ribbons and Carbons Fulton Specialty ( 162 Fi " 
. : 7m ’ r ile Boxes, Fibre Fasteners 
, » Coron pe Meyer & Wenthe, Inc 1 ’ ; 
—_—. os C., & ¢ a Tys 31 Card Index Boxes and Trays red ufo - ' St Bankers Box Co 88 
Underwood Corporation 3ack Cover All-Steel Equip “0 = 155 Stewart, R. A., & Co 175 Barkley . C. L., « Co * 154 
Victor Addir Siete CN 81 Amberg File & Index Co 173 Superior Type Co 175 Globe-Wernicke Co., The 4, 55 
a: ene smeonese ’ Art Metal Construction Co 51 ‘ Guide System & Supply Co 60 
Adding Machines, Rebuilt & Used Art Steel Sales Corp 112 Desk Calendars Oxford Filing Supply Co 177 
Mailers’ Service & Equip. Co 172 Cole Steel Sales Co 140 Almac Plastics, Inc 151 Pronto File Corp 148 
Columbia Steel E ent 77 i 
Adhesives eee lead ge alga 193 Desk Lamps File Boxes, Metal 
See Inks, Adhesives, etc General Fireproofir e Co ; an 27 Century Assoc. Products Co 160 Art Metal Construction Co 51 
: : + sr yy athens suing naga aoe we Dawn Mfg. Co 170 Art Steel Sales Corp 112 
Arch and Clip Board Files Globe-Wernicke Co., The a, OD Van Dyke Industries 130 Cole Steel Sales Co 140 
Globe-Wernicke Co., The 54, 55 Guide System and Supply Co 60 : : ; Corry-Jamestown Mfg. Corp 123 
Rockwell-Barnes Co 167 Imperial Methods Co 161 Desk Pads & Tops Globe-Wernicke Co., The 54 55 
Service Products Co 161 Invincible Metal Furn. Co 73 Aigner, G. J., Co 159 Peerless tee! Equip Co 174 
Shaw-Walker Co 45 Metal Office Furniture Co 65 Almac Plastios, Inc 151 Pronto File Corp 148 
Yawman and Erbe Mfg. Co 127 New England Woodworking Co. 128 Fair Furniture Co 143 Remington Rand, Inc 
Peerless Steel Equip. Co 174 Office Furn. Whole Distr 151 Rockwell - Bs . 6 167 
Ash Trays and Stands Pronto File Corp 148 Sun Rubber Co., The 139 Nae Walker Co. pen 
Century Assoc. Products Co 160 Rockwell-Barnes Co 167 Wilson Jones Co 75 api han a Co. . ; ; 7 
Fair Furniture Co 3 Sins ‘. id 4 ’ , Victor Safe & Equip. Co 147 
irnitur 14: Shaw-Walker Co 45 
Secachiitcins Wells Office Furniture Co np OS 151 Filing Cabinets, Insulated 
Wood Office Furniture Institute 78 Yawman and Erbe Mfg. Co 127 + mae winat <0 Ink Co 86 ae oo h Co ‘. 
: - ; : - Shaw-Walker Co 5 
Atlases, Geographical Cash Boxes Sengbusch Self Cl. Inks'd Co 174 mae S: . E « - 
Cram, George F., Co 160 Art Steel Sales Corp 112 Sheaffer, W. A., Pen Co a F et apy : . 
‘ (ple Steel Sales Co 140 iling Cabinets, Metal 
Autographic Registers General Fireproofing Co 36, 37 si | chy r ¢ 159 All-Steel-Equip. Co 155 
United Autographic Register Co 92 : Aigne Be, Won 0. 5S ; rson-Hickey C 37 
; sa Casters, Caster Bearings, Slides Art Metal Construction Co 51 eg ek ge ne Ai ac = 
Bank Supplies ; 4 Bassick Co 90 Art Steel Sales Corp 112 Art Steel Sales Corp 112 
Downey, C. L., Co 157 Darnell Corp 132 Corry-Jamestown Mfg. Corp 123 1 Nie ge retet sage NK : 9 
E aktas Seats 4 113 Browne-Morse Co 120 
Bankers Note Cases Celluloid Envelopes oe a7 Cole Steel Sales Co 140 
Art Steel Sales Corp 112 (See Envelopes, Celluloid) General Fireproofing Co ‘ ~ Columbia Steel Equipment ‘0 77 
General Fireproofing (o 36, 37 4 7 Globe-W — Co., The 4, 61 Corry-Jamestown Mfg. Corp 123 
Glove-Wernicke Co., The 54, 55 ~~ orene " tt tote eg Gs a General Fireproofing Co 36, 37 
Victor Safe & Equi cr assic 0. 9 ceriese , t. : Globe-W icke C The 5 5A 
ey ee oe said Bolens Products Co 158 Service Products Co 161 ee at ay ord “Teg 4, 73 
Binders, Catalogues and Periodical Collier-Keyworth Co 117 Shaw-Walker Co 45 Metal Office Furniture Co 85 
Acco Products, Inc 118 : Yawman and Erbe Mfg. Co 127 Peerless Steel Equip. Co 174 
Amberg File & Index Co 173 Chair Mats nial 2 ~ 5 adam y 
National Blank Bork “o 173 Office Furniture Wholesale Dist 151 Desk Work Distributors Shaw-Walker Co. ..... 45 
Sheppard, The C. E.. Co 156 Office Specialty Mfg. Co 164 Art Steel Sales Corp 112 Victor Safe & Equip Co.. 147 
Wilson Jones Co 75 Service Products Co 161 Globe-Wernicke Co., The 54, 55 Yawman and Erbe Mfg. Co 127 
. = : Victor Safe & Equip. Co 147 Fili : 
: - L qe ng Cabinets, Wood 
Binders, Permanent Storage Chairs, Folding Wilson Jones Co 5 . “wom : ‘ 
Boorum & Pease Co ae 29 Adirondack Chair Co. 164 reepedeees 5 Art Metal Construction Co 1 
Sheppard, The C. E. Co 156 Royal Metal Mfg. Co 182 Desks Art Steel Sales Corp 112 
Smead Mfg. Co P 85, 86 ; Art Metal Construction Co 51 Bainbridge, Kimpton & Haupt 4 
Wilson Tones Co * 7c Chairs, Office . Art Steel Sales Corp 112 Browne- Morse Co. ; 
Re mK Bright Chair Co . Browne-Morse Co 120 Business Efficiency Aids 
Binders, Spring Back Cramer Posture Chair Co Columbia Steel Equipment Co 77 General Fireproofing C6 
fajestic Loose Leaf, Inc 177 oe oy Eaves Co = Corry-Jamestown Mfg. Corp 123 iene. Sree Co., The 
\ Ehrlich Upholstery fi) General Fireproofing Co. 36, 37 mperial Methods Co. 
oy juct Cc 161 > 4 ‘ eg = 36, 37 Globe-Wernicke Co., The Indiana Desk Co 
aeailgoes a ° iunlocke, The W. H., Chair Co,...119 Gunn Furniture Company Michigan Desk Co 
Harter Corporation 116 rig > ’ 79 New England Woodworking C 128 
Biank Books - : : Imperial Desk Co 7§ Ne onglé ( ng Co 
High Point Bending & Chair Co... 80 ang > . ) Peerless Steel Equi Cc }74 
Boorum & Pease Co , ; é + Indiana Desk Co 11¢ eerless Steel Equip 0 f 
Colonial Co "The 1 Jasper Chair Co.. 163 Invincible Metal Furn. Co 73 Perma-Bilt Equipment Co. 172 
Eureka Specialty Prtg. Co 151 Jasper Seating Co 161 Jasper Desk Co 98 Rockwell-Barnes Co 187 
National Blank Book Co 173 Metal Office Furniture Co 65 Jasper Office Furniture Co 144 Shaw- Walker Co. . 45 
Rockwell-Barnes Co 187 Michigan Desk Co... 124 Leopold Company, The 83 Victor Safe & Equip. Co 14 
Wilson Jones Co 75 New Indiana Chair Co 146 Metal Office Furniture Co 65 Wells Office Furniture Co 111 
‘ ee Mfg Co i Michigan Desk Co 124 Yawman and Erbe Mfg. Co 127 
Blue Print Papers Sew = Ware LO 40 Myrtle Desk Co 72 ii ; 
Post, The Fredk., Co 105 Sikes Co., The ~107 National Desk Co., Inc 114 «Filing Supplies 
Sturgis Posture Chair Co 82 Peerless Steel Equip. Co 174 Acco Products, Inc 118 
Bive Print and Plan File Cabinets Wells Office Furniture Co 111 Royal Metal Mfg. Co 182 Aigner, G. J., €o on 159 
All-Steel-Equip. Co 155 Chairs (Pestere) Shaw-Walker Co 45 Amberg File and Index Co 173 
Anderson-Hickey Co ‘ Brie osture) - Victor Safe & Equip. Co 147 Art Metal Construction Co 5] 
Art Mets vases ea = -- sright Chair Co 150 ; yan &.... : Barkley, C. L., & Co 154 
r fetal Construction Co. 51 Cre > . 9 Wells Office Furniture Co 111 . 
Art Steel Sales Corp 112 acne oe, hair Co. 142 Ticmin anl-eibe wife. Ge 127 pancntgg Racin Co. , 120 
Browne-Morse Co. 120 Jomore Chair Co . 69 — ' = Corry-Jamestown Mfg. Corp. 123 
: . . ms General Fireproofing Co 36, 37 : : General Fireproofing Co 36, 37 
Cole Steel Sales Co . bn e - . > See Memo Books if g 36, di 
C Sachets Steel Mone emcee Co 1” Gunloc ke, The W. H. Chair Co 119 Diaries (Sec femo Book Globe-Wernicke Co., The 54, 55 
Corry-Jamestown Mfg orp 122 Harter Corporation 116 Dictating Machines, Used Guide System & Supply Co 60 
General Fireproofing ‘o 36. 37 High Point Bending & Chair Co... 80 Amer. Dictating Machine Co 134 Imperial Methods Co. 161 
Ginhe, Warniele , a" Jasper Chair Co 163 Metal Office Furniture Co. 65 
tlobe-Wernicke ¢ The *  Mantian «Cs es Drafti Inst tae t = 5 mg ~ . - 
Invisible Metal urn. Co : Jasper Seating Co 161 rafting Instruments quipment Northern States Envelope Co 138 
Peerless Steel Equip. Co 174 Shaw Walker Co 45 Brown, Arthur & Bro 132 Oxford Filing Supply Co 177 
Pronto File Corp 148 Sikes Co., The 107 Cardinell Corp 161 Pronto File Corp 14@ 
Shaw-Walker Co 4h a hg ll cad os a Post, The Frederick Co 105 er ag ee Co — 
man dE , 97 LAS ce # ture (% — : ockwell-Barnes Co. 67 
Yawman and Erbe Mfg. Co 127 Chairs. Tablet A Duplicating Machines and Supplies Shaw-Walker Co 5 
hairs, Table rm Autocopy, Inc 152 eins ’ . = ee 
Bond Boxes ronnie , - . DY. - Smead Mfg. Co., The 85, 86 
Art Steel Sales Corp 112 —— aS an ao Bainbridge, Kimpton & Haupt 94 Victor Safe & Equip. Co 147 
General Fireproofiing Co 36, 37 New indiana eCh i Co 146 Beck Duplicator Corp., The . 179 Wabash Filing Supplies, Inc.. 125 
Globe-Wernicke Co.. The 54. 65 ané a Columbia Rib. & Carb. Mfg. Co 41 Warshaw Mfg. Co 181 
Check Book Covers & Passbooks Copy Papers, Inc. 100 Yawman ahd ‘Erbe Mfg. Co 127 
Book Cases Amer. Passbook Co 176 Harding, Milo, Co 175 Fi Pad 
All-Steel-Equip. Co 155 Heyer Corp., The 183 inger Pads 
Art Metal Construction Co 51 Check Protectors & Writers Ink Specialties Co., In 165 Speed Products Co. 59 
Browne-Morse Co 120 Hall-Welter Co 170 Manifold Supplies Co 35 Sun Rubber Co., The 139 
Corry-Jamestown Mfg. Cor 93 Mittag & Volger, Inc 76 sa0 Fili . san) 
General Fireproofing Co. . 36, 37 oe — 177 Niagara Duplicator Co 104 Felders (See Filing Supplies 
Globe-Wernicke C The 54 BB eg gee Rag oan 151 Old Town Ribbon & Carbon Co 53 Fountain Pens, Mfrs. 
Gunn Furniture Company 61 2 ; Red Feather Products, Ltd 57 Eversharp, Incorporated . 49 
Michigan Desk Co 124 Clip Boards Shallcross Co., The 169 Kahn, David, Ine. 93 
New England Woodworking Co 128 (See Arch and Clip Board Files) Sinclair & Valentine Co 156 Parker Pen Co., The..... .. 87 
Peerless Steel Equip. ¢ 174 Smith, L. C., & Corona Type Sheaffer, W. A., Pen Co 43 
Shaw-Walker (x 45 Coat & Hat Racks writers 31 ‘ 
Wabash Filing Supplies, Inc 125 Vogel-Peterson Co 164 Speed-O-Print Corp 67, 68 —. a F.. ¢c 180 
Yawman and Erbe Mfg. Co 127 : Starkey Paper & Supply Co 177 ram, 1 George » Co 
Coin Bags, Trays & Wrappers Technygraph, The 160 Gummed Cloth Rings 
Bookkeeping Machines Art Steel Sales Cory 112 Victor Safe & Equip. Co 147 Dennison Mfg. Co 168 
nderwood Corporatior Back Cover Downey, C. L., Ce 157 Dustieating Machines, Weed Graff, Geo. B., Co 153 
te yt N Co. 78 
Box Letter Files Coin Changers Mailers’ Service & Equip. Co 172 sd a oe 44. 
Amber File & Index ¢ 173 Galef, J. L., & Sor 176 ie Sage : 
Art Steel Sales Cor; 112 Envelopes Gummed Tape & Sealing Machines 
Cole Steel Sales Co 140 Copyholders Globe-Wernicke C The 54, 55 Dennison Mfg. Co. 168 
Globe-Wernicke ¢ The 54. 55 Acco Products, Int 118 Northern States Envelopes Co... 138 Industrial Tape Corp 101 
Rockwell-Barnes Co 167 Dawn Mfg. Corp., The 170 Quality Park Envelope Co 106 Rexsburn Mfg. Co 178 
Rite-Line Sales Co rhe 132 Smead Mfg. Co., Inc., The 85, 86 
. . ; : * oe Honor Rolls 
ief pper C s Office Furniture rt) son Jones Co f . as 
a ne eee 191 Wells Office Furnt ; 111 Wilson Jones ‘ ~ Acme Bulletin & Directory Corp.....172 
‘ ne , ; ‘| Bronze Tablet Co., Inc 150 
Reuben Company 84 Costumers Envelopes, Celluloid Int'l I - : oy 
Caleulat D Fair Furniture Ce 143 Aigner, G. J., Co 159 U. S. Bronze Sign Co 176 
“alculating Devices Globe-Wernicke Co The 54, 55 Markilo Co 177 Index Card Signals 
Colonial C¢ The 173 Peerless Steel Equip. ¢ 174 Meier, Joshua Company 103 Cook, H. C., Co 165 
Eureka Specialty Prig. Cc 151 Shaw-Walker Co 5 Graff, Geo. B., Co. 153 
Meilicke Systems. Ine 172 Vogel-Peterson Co 164 Eradicators, Ink Victor Safe & Equip. Co. 147 
Victor Safe & Equipment Co 147 Wells Office Furniture Co 111 Carter's Ink Co., The 169 (Continued on page 7) 
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THE CLASSIFICATIONS 
(Continued from page 6) 


index Tabs 
Aigner, G. J., Co. 159 
Amberg File and Index Co. 173 
Barkley, C. L, & C : 154 
Globe- Wernicke Co., The . 54-55 
Guide System & Supply Co. . 60 
= Sg eee PB 
Rayburn Mfg. Co., Inc. 178 
Shaw-Waller Co... 45 
Sheppard, The C. E., Co. 156 
Speed Products Co.. 59 
Victor Safe & Equip. Co. 147 
Ink Powder, “ee 
Spencer, A. Co 176 
Inks, Drawing 
Higgins Ink Co., Inc 171 
Inks (Writing), patneee, Ete. 
Carter's Ink Co.. : 169 
Dennison Mfg. Co. ee cooee 68 
Higgins Ink Co., Inc.. 171 
Ink Specialties Co., The ...165 
Parker Pen Co., The 7 
Rivet-O Mfg. Co........ 172 
Stewart. R. A.. & Co. 175 
Inkstands 
Sengbusch Self Cl. Inkst'd Co.. 174 


Labels 
Dennison Mfg. Co. 168 
Eureka Specialty Ptg. Co. 151 
Imperial Methods Co. , 161 
Oxford Filing Supply Co ane 
Reyburn Mfg. Co., Inc. 178 
Smead Mfg. Co..... 85, 86 
Warshaw Mfg. Co. 181 
Ladders, et iS oe & Vault 
Cotterman, I. D. 173 
Leads for Mechanical pony 
Eversharp, Incorporated .. : 49 
Faber, A. RES ‘ 109 
Kahn, David, Ince.......... SadasbccsMion 93 
Rite-Rite Mfg. Co... ai 173 
Sheaffer, W. A.. Pen Co.. . 43 


Leather Goods 
Mashek, Frank, Co.. 131 











Reuben Company . 84 
Leather oe Furatiere 
Bright Chair Co............ 150 
Ehrlich Upholstery Works. 177 
Gunlocke, e W. H., Chair Co...119 
Jasper Chair "Ce. .... 163 
New Indiana Chair Co... 146 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co... 155 
Art Metal Construction Co 51 
Art Steel Sales Corp. 112 
Corry-Jamestown Mfg. Corp 123 
General Fireproofling Co. ’ 6, 37 
Globe-Wernicke Co., The . 54-55 
Peerless Steel Equip. Co. 174 
Shaw-Walker Co. Shea a 
Yawman and Erbe Mfg. Co. 127 
Lockers and Storage Cabinets 
All-Steel-Equip. Co... 155 
Anderson Hickey Co........ 137 
Art Metal Construction Co. 51 
Art Steel Sales Corp.. 112 
Browne-Morse Co. .. 120 
Corry-Jamestown Mfg. “Corp. 123 
General Fireproofiing Co...............36, 37 
Globe-Wernicke Co., The . 54-55 
Invincible Metal Furniture Co. 73 
New England Woodworking Co. 128 
Shaw-Walker Co. . 45 
Yawman and Erbe Mfg. Co. 127 
Loose Leaf Books & Systems 
Amberg File & Index Co. 173 
Boorum & Pease Co. ee 
Feldco Loose Leaf Co.. 135 
Majestic Loose Leaf Inc. 177 
National Blank Book Co. 173 
Sheppard, The C. E., Co. 156 


Wilson Jones Co. 


Loose Leaf Metals and _ 
Sheppard, The C. E., C 156 
Wilson Jones Co. 75 


Loose Leaf Sheet — Celluloid 


Aigner, G. J., C 159 
Markilo Co 177 
Meier, Joshua, Company 103 
Wilson Jones Co. : 75 
Mail Distributors 
Globe-Wernicke Co., The 54-55 
Victor Safe & Equip. Co. 147 
Map Tacks 
Graff, Geo. B., Co...... 153 
Maps 
American Map Co., Inc. 168 
Cram, The George F., Co. 160 
Matched Office Suites 
Art Metal Construction Co 51 
General Fireproofiing Co.. 36, 37 
Globe-Wernicke Co., The 54-55 
Leopold Co 83 
Royal Metal Mfg. Co. . 182 
Shaw-Walker Co. siceinos ae 
Memorandum Books 
Boorum & Pease Co.... 39 
National Blank Book Co. a 173 
Rockwell-Barnes Co. ....... . 167 
Wilson-Jones Co, .........e-.c:00. Me 
Mending Tape 
Dennison Mfg. Co. a 168 
Reyburn Mfg. Co., Inc. ae 178 
Warshaw Mfg. Co. 181 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 177 
Meyer & Wenthe, Inc 151 
Moisteners 
Mohler, A. 177 
Rivet-O Mfg. Co. .. Seas 172 
Sengbusch Self Cl. Inkst’d Co 174 


Numbering Machines 
Roberts Numbering Mach. Co 166 
Office Partitions and Railings 


Globe-Wernicke Co., The ..............54-55 


OFFICE APPLIANCES, 


Office Printing Outfits 


Fulton Specialty Co. 163 
Oll, Office Machine 

System Service Co 176 
Pads, Figuring 

Boorum & Pease Co 39 

National Blank Book Co. 173 

Rockwell-Barnes Co 167 

Wilson Jones Co ina oe 
Paper 


Agency Paper Co 7 
Eaton Paper Corp. 15 
Rockwell-Barnes Co. 16 
Southworth Co 12 


Paper Clamps 


Acco Products, Inc 118 
Autmte. Pencil Sharpener Co 170 
Cook, H. C., Co 165 


Graff, Geo. B., Co 153 

Vail Manufacturing Co 149 
Paper Clips 

Vail Manufacturing Co 149 
Paper Fastening Machines 

Autmte. Pencil Sharpener Co 170 

Markwell Mfg. Co. 108 

Speed Products Co 59 

Victor Safe & Equip. Co. 147 
Paper Fastening Stickers 

Feldco Loose Leaf Corp. -135 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 

Autmtc. Pencil Sharpener Co 170 
Pencils, Mechanical 

Kahn, David, Inc 93 

Parker Pen Co., The aiepinninnbanageel 8 

‘ 


Rite-Rite 


Sheaffer, W. A., Pen Co 


Pencils, Wood Cased Lead 
Faber, A. W., Inc. 109 
Pens, Steel 


Sengbusch Self Cl 
Photo Reproducing Equipment 


Copy King Corp. of Amer. 122 


Pins and Pin Containers 


Vail Mfg. Co. 149 


Piaten Renewing Material 


System Service Co 176 


Postal Scales 
Hanson Scale Company 15 


Presentation Covers 


Amberg File and Index Co 1 
Oxford Filing Supply Co 177 
Smead Mfg. Co 85, 86 


Price & Sign Markers 


Fulton Specialty Co 16 
Stewart. R. A., & Co 17? 
Superior Type Co 17 
Publishers 
British Staty. Exporter 181 
Punches 
Acco Products, Inc 11 
Boorum & Pease Co., The 3 
Globe-Wernicke Co., The 54-5 
National Blank Book Co 17 
‘ 


Wilson Jones Co. 
Representatives Available 


Pacific Asiatic Factors Ltd 95 


Ribbons and Carbons 


Allen & Co 157 
Allied Carbon & Ribbon Mfg. Co... 96 
Amer. Carbon Paper Mfg. Co 47 
Ames Supply Co : 62 
Beck Duplicator Corp., The 179 
Buckeye Rib. & Carbon Co. 160 
Carter’s Ink Co., The 169 


Codo Mfg. 


Columbia R. & C. Mfg. Co 4l 
Copy Papers, Inc 100 
Little, A. P., Inc 164 
Manifold Supplies Co. 35 
Mittag & Volger, Inc. 76 
Old Town Rib. & Carb. Co 53 
Pacific Car. & Rib. Mfg. Co. 133 
Peerless Imperial Co. 91 
Phillips Process Co 150 
Regal Typewriter Co 163 


Mfg. Co. ; 1 
48 


Inkst'd Co 174 


Corp. 64 


Remington Rand, Inc 
Royal Typewriter Co., Ine 
Shallcross Co., The 
Storms, H. M., Co 
Underwood Corporation 

U. S. Typewriter Ribbon Mfg 
Webster, F. 8., Co. 

Write, Inc. 


Rubber bands 
Faber, A. W., Inc 


Rubber Stamps 

Meyer & Wenthe, Inc 
Stewart, R. A., & Co 
Superior Type Co 
Rubber Type 

Fulton Specialty Co 
Stewart, R. A., & Co 
Superior Type Co 
Rulers’ Transparent 
C-Thru Ruler Co 


Safes 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furniture Co 
Meilink Steel Safe Co 
Remington Rand, Inc 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Yawman and Erbe Mfg. Co 


Scrapbooks 
Globe-Wernicke Co., 
Wilson Jones Co 


Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Shaw-Walker Co. 
Wabash Filing Supplies, Inc 


Shelving 
All-Steel-Equip. Co 
Art Metal Construction Co 
srowne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Shaw-Walker Co 

Signs, Changeable Letter 
Acme Bulletin & Dir 


Slide Rules 
C-Thru Ruler Co. 
Post, The Frederick, Co 
Smoking Stands, Office 
Century Assoc. Products Co 


Stamp Pads 
Carter's Ink Co., The 
Fulton Specialty Co. 
Meyer & Wenthe, Inc 
Phillips Process Co 
Rivet-O Mfg. Co. 
Rockwell-Barnes Co 
Stewart, R. A., & Co 
Superior Type Co. 

Stands for Office Machines 
All-Steel-Equip. Co 
Anderson-Hickey Co 
Art Steel Sales Corp 
Fair Furniture Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Harter Corporation 
Peerless Steel Equip. Co 
Sturgis Posture Chair Co. 
Wells Office Furniture Co 

Staples and Stapling Machines 
Markwell Mfg. Co. 

Speed Products Corp 
Vail Manufacturing Co 

Stencils, Brass 
Dayton Stencil Works 

Stenographers’ Note Books 
National Blank Book Co 
Rockwell-Barnes Co. 

Stools 
Harter Corporation 
Wells Office Furniture Co 

Storage and Transfer Cases 
All-Steel-Equip. Co. 
Amberg File & Index Co 
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pares advertising copy, 


|THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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Shaw-Walker Co. 45 
Victor Safe & Equip. Co 147 
Wells Office Furniture Co 111 
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Remington Rand, Ine 
Tags 

nites Mfg. Co 168 

Reyburn Mfg. Co., Inc 178 
Tax Reeord Books & Systems 

Commonwealth Publishing Co......... 176 
Telephone Accessories 

Victor Safe & Equip. Co. 147 
Telephone Stands 

Art Metal Construction Co 51 

Art Steel Sales Corp. 112 

General Fireproofing Co. 36, 37 

tlobe-Wernicke Co., The... 54, 55 

Peerless Steel Equip. Co.. 174 

Shaw-Walker Co. 45 

Yawman and Erbe Mfg. Co.. 127 
Thumb Tacks 

Graff. Geo. B., Co 153 
Ticket Holders 

Aigner, G. J., Co 159 

Vail Manufacturing Co. 149 
Trimming Boards 

Precise Developments Co 157 
Tying Bands & Devices 

Rochester Wire-O-Binding Co 176 
Type, Typewriter 

Ames Supply Co 62 
Typewriter Cleaning Material 

Bainbridge, Kimpton & wanna Inc. 94 

Cardinell Corp. 161 

Clarotype Co. 156 

Mittag & Volger, Ine. 76 

Norta Distributing Co. 165 

Red Feather Products, Ltd. 57 

Regal Typewriter Co. 163 

Rivet-O Mfg. Co 172 

System Service Co. 176 

Webster, F. 8., Co 2 
Typewriter Cushion Keys 

Peerless Imperial Co. 91 

Speed Key Mfg. €o 173 

Speed Products Co #9 
Typewriter Cushion Knobs and Bases 

Amer. Hair & Felt Co. 141 

Ames Supply Co 62 

Peerless-Imperial Co. 91 

Sun Rubber Co., The 139 
Typewriter Parts and Tools 

Ames Supply Co. 62 
Typewriter Tables 

(See Stands for Office Machines) 
Typewriters, Mfrs. of 

Remington Rand Ine. ................-...00 74 

Royal Typewriter Co. . 33 

Smith, L. C., & Corona Type- 

writers 31 


Underwood Corporation 
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Lawson, The F. H., Co. 99 
Peerless Steel Equip. Co. 174 
Shaw-Walker Co = 45 

Wholesale Stationery 
Bainbridge, Kimpton & Haupt, 
Ine. 94 











PATENTS 





Copies of patents shown here can be obtained y 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice . - 
money orders or certified check. Stamps and naka 2.378.492 

personal checks not accepted. 








2,378,472. Caleulating Machine. Howard M. Dustin, , Ss BC 
Berkeley, tGalit assignor to Marchant Calculating Ma- ok eo Ea —— 
chine Co., corporation of California. Application May ; cif ‘ te 
13, 1941, Serial No. 393,207. Granted June 19, 1945 ital / Fo a . 4 amy) 

2,378,492. Vault or Safe. James W. Mallonee, Jop- Oy, i ! La Tie HORS St | gy ns | ER (hee pom 
lin, Mo., assignor of one-third to Mattie E. McKee, ATED Lge Lt] by — ge 
Joplin, Mo., and one-third to Emma C. Drake, Lake | 6 me 2 , = 
Worth, Fla. Application October 14, 1943, Serial No. ee - on ai.” 2378913 
506,247. Granted June 19, 1945. ica 

2,378,520. Driving Mechanism for Returning the 
Roller of Typewriters. Ivan Gustaf Henry von Kraemer, 4 Sacchi 
Stockholm, Sweden. Application August 31, 1943, , 

Serial No. 500,612. Granted June 19, 1945. ay \| 

2,378,52 Typewriter Calculating Machine. Robert U- =H: ~b 
Anschutz and Ernst Hugo Kammel, Zella-Mehlis, Thur a gk LJ = Ce 
ingia, Germany; vested in the ‘Alien Property Cus- Fa ns “4 
todian. Application ef 31, 1940, Serial No. 338,272. Sie 
Granted June 19, 1945 | 

2,378,560. Selecting Mechanism for Calculating Ma- § 
chines. Karl Berthold Wilhelm Kiel, Glashutte, Ger- er 
many; vested in the Alien Property Custodian. Appli- = 4 
cation September 4, 1940, Serial No. 355,383. Granted , fs C ft 
June 19, 1945 neal & " z ~ 

2,378,828. Coin Counting Machine. Arnold R. Buch- i > 
holz and Walter A. Barganz, Watertown, Wis., as- iil 237940 2.379.449 2,379,588 2.999,004 
signors to Brandt Automatic Cashier Company, Walter ws 
town, Wis., a corporation of Wisconsin. Application 
January 28, 1941, Serial No. 376,392. Granted June = 24 
19, 1945. ae q 

2,378,841. Summary Attachment for Typewriters. ones 
Victor J. Ferguson, Saskatoon, Saskatchewan, Canada. > 
Application November 6, 1944, Serial No. 562,061. 
Granted June 19, 1945. 

2,378,902. Typewriting Calculating Machine. Robert 
Anschutz, Zella-Mehlis, Germany; vested in the Alien ‘ =" 
Property Custodian. Application April 30, 1941, Serial Se 
391,202. Granted June 26, 1945. 

2,378,973. Peneil. Morris Borsodi, New York, N. Y. 


“# 














Application January 19, 1944, Serial No. 519,079. ee” 
Granted June 26, 1945. . ace 
2,379,169. Multiplying Machine. Ernest Charles Mc- aaeiiel 2.379 436 


Clure, Wahroonga, New South Wales, Australia, as 
signor to Powers Accounting Machines Limited, London, 
England, a company of Great Britain. Application 


June 26, 1939, Serial No. 281,180. Granted June 26, * % 
1945. qt ape * 

2,379,421. Fountain Pen. Lioyd A. Brooke, Wash- : eitienlt gah. 
ington, D. C. Application December 18, 1942, Serial ‘ Ve Pe 4 
No. 469,484. Granted July 3, 1945. t > a“ 


2,379,449. Multiplying Machine. Thomas 0. Mehan, 
Park Ridge, and Hunter E. Hooe, Chicago, IIl., as- 
signors to Victor Adding Machine Co., Chicago, IIl., 
a corporation of Illinois. Application July 31, 1941, 
Serial No. 404,934. Granted July 3, 194 

2,379,588. Memo Base for Pen-Ink Units. Bert M 
Morris, Los Angeles, Calif. Application April 26, 
1944, Serial No. 532,863. Granted July 3, 1945. 

2,379,624. Finger Guard. John B. Chisnell, Bar- f mm 
berton, Ohio, assignor to The Sun Rubber Company, 





2.379.941 












Barberton, Ohio, a corporation of Ohio. Application | "| 
May 10, 1944, Serial No. 534,863. Granted July 3, - my ah 
1945 5 264 (Ag 
2,379,791. Drafting Instrument. Gregory S. Dol P oA aD 
gorudov, Detroit, Michigan. Application April 9, 1943 a OF a adn , 
Serial No. 482,432. Granted July 3, 1945. : 4 6a in 

2,379,836. Time System. Alfred L. Sprecker, Free eto “oh j taf aA 
port, N. Y., assignor to International Business Ma 5 i iy Aye 


chines Corporation, New York, N. Y., corporation z 
of New York. Application March 16, i943, Serial No 2.380.318 
479,345. Granted July 3, 

2,379,843. Typewriting Machine. Richard von Rep 
pert, Rochester, N. Y., assignor to International Busi 
ness Machines Corporation, New York, N. Y., a cor 
poration of New York Application April 20, 1943 
Serial No. 483,749. Granted July 3, 1945. 

2,379,862 Justifying Typewriter. Vannevar Bush 
Fast Jaffrey, N. H., assignor to Research Corporation 
New York. N. Y., a corporation of New York. Appli 
cation July 31, 1942, Serial No. 453,090 Granted 
July 10, 1945 

2,379,877. Caleulating Machine. Edwin F. Britten 
Jr.. Short Hills. N. J., assignor to Monroe Calculating 
Machine Co., Orange, N. J., a corporation of Delaware 
Application November 13, 1941, Serial No. 418,984 
Granted July 10, 1945 

2.379.941 Printing Machine. Charles Walker, Syra 
cuse, N. Y., and Williard H. Wade, Washington 

C,. assignor to L. C. Smith & Corona Typewriters, 
Inc., Syracuse, N. Y., a corporation of New York 
A pplication May 20, 1943, Serial No. 487,686. Granted 
July 10, 1945 

380,195. Safety Paper and Ink Therefor. Burcess 
w. Smith, Rochester, N. Y., assignor to The Todd 





s4an63) 










141.710 














Company, Inec., Rochester, N. Y., a corporation of New = 
York. Application May 19, 1942, Serial No. 443,647 4 BF F poeerea 
Granted July 10, 1945 =" r—" = aid 
2,380,257 Cash Register. Walter J. Pasinski 141,786 141.933 eenane 
Howell, Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan 
Application February 12, 1940, Serial No. 318,501 of Maine. Application November 27, 1944, Serial No. Drug Company, a corporation of Delaware. Applica- 
Granted July 10, 1945 116.574. Granted June 26, 1945 tion May 3, 1945, Serial No. 119,382. Granted July 
2.380.258. Gash Register. Walter J. Pasinski 141,691. Design for a Drawing Scale. Verlin C. 3, 1945 
Howell, Mich., assignor to Burroughs Adding Machine Miller, Marion, Ind. Application October 24, 1944, 141,776. Design for a Disk Diectating Machine. 
Company, Detroit, Mich., a corporation of Michigan Serial No. 115,949. Granted June 26, 1945. Charles W. Dann, Orange, and Louis Z. LaForest, 
Divided and this application December 30, 1943, Serial 141,710. Design for a Calculator. Erie S. Guttman, Parsippany—Troy Hills Township, Morris County, 
No. 516.154. Granted July 10. 1945 Huntington, W. Va., assignor to Albert S. Polan, N. J., assignors to Thomas A. Edison, Incorporated, 
2,380,318. Interest Caleulator. Quentin M. Kline, E. G. Polan, L. M. Polan, partnership doing business West Orange, N. J., a corporation of New Jersey. 
Dearborn, Mich. Application August 14, 1943, Serial as Zenith Optical Co., Huntington, W. Va. Applica- plication February 20, 1945, Serial No. 118,063 
No. 498.607. Granted July 10, 1945 tion August 12, 1944, Serial No. 114,863. Granted Granted July_3, 1945. 
2,380,331 Printing Machine. Commodore D. Ryan June 26, 1945 141,786. Design for a Costumer. Frederick a 
and Edward P. Drake, Los Angeles, Calif., assignors 141,731. Design for an Envelope Blank. Vera Bock, Paden, United States Army, Collingwood, N. 
to Commercial Controls Corporation, a corporation of New York, N. Y., assignor to United States Envelope plication April 18, 1945, Serial No. 119,078. Granted 
Delaware. Application Lecember 11, 1940, Serial No Company, Springfield, Mass., a corporation of Maine July 3, 1945. 
369,570. Granted July 10, 1945 Application November 27, 1944, Serial No. 116,575 141,833. Design for a Fountain Brush or the Like. 
Granted July 8, 1945 Walton C. Marsh, maiieritie, he to Marsh 
141,732. Design for an Envelope Blank. Vera Bock, Stencil Machine Company, Belleville a corpora- 
DESIGN PATENTS New York, NY. assignor to United States Envelope tion of Ilinots, Application April 2, 1945, Serial No. 
141,630. Design for a Pencil. Wilson K. Chapman, Company, Springfield, Mass., a corporation of Maine. 118,821. Granted July 
Washington, D. C. Application November 10 Prod. Application December 21, 1944, Serial No. 117,017. 141,858. Design for a_ Mechanical Pencil. Martin 
Serial No. 116,258. Granted June 19, 1945 Granted July 3, 1945. UUman, New_York, LN. Y., assignor to 4 Wal- 
141,631. Design for a Pencil. Wilson K. Chapman, 141,747. Design for a Nib Seetion for a Fountain dinger, New York, N. Y. Application April 14, 1945, 
Washington, D. C. Application November 10, 1944, Pen or Similar Article. Arthur Winter, Weehawken, Serial No. 118,996. Granted July 10, 1945. 
Serlal No. 116.259. Granted June 19, 1945. N. J. Application April 4, 1945, Serial No. 118,852. 141.859. Design for a Fountain Pen. Martin Ull- 
141,674 Design for an Air-Mail Envelope. Vera Granted July 3, 1945. man, New York, N. Y., assignor to M. J. Waldinger, 
Bock, New York, N. Y., assignor to United States 141,761. Design for a Card Display Cabinet. Ralph New York, N. Y. Application April 14, 1945, Serial 
Envelope Company, Springfield, Mass., a corporation J. Gelinas, Cohasset, Mass., assignor to United-Rerall No. 118,997. Granted July 10, 1945. 
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BUSINESS OPPORTUNITIES 


Brazilian Firm Desires to Extend American Lines._Kartro Limitada, Sao 
Paulo, Brazil, a firm engaged in the distribution of office supplies and 
novelties since 1939, is seeking to establish contact with manufacturers of 
office supply and equipment lines in the United States for the purpose of 
obtaining exclusive franchises in the following lines: staplers, adding 
machines (portable), duplicators and supplies, fountain pens, lead pencils, 
mechanical pencils, pencil sharpeners, photo copy apparatus, ribbons and 
carbons, daters and numberers, office novelties, typewriters (portable), 
stencils, check protectors and checkwriting machines. 

The Kartro organization is represented by more than 50 travelers in all 
25 states of Brazil and has about 20 local representatives in the capital 
of the State of Sao Paulo. A branch, Kartro, Ltd., is maintained at Rio 
de Janeiro, and another, Kartro, S. R. L., at 140-25 de Mayo, Buenos 
Aires; Kartro firms also existed in most of the important European 
countries before the war, the principal branches being located in London 
and Stockholm. 


Melbourne Australia, Firm Seeks Agencies—The Typewriter Repairs and 
Supplies Company, Pty, Ltd., of 330 William Street, Melbourne, Australia, 
wants to make agency arrangements for the distribution of American- 
manufactured office machines. Outside of the Burroughs Company and 
the Australian agents for the Remington bookkeeping machines, this firm 
claims to be the largest house in Melbourne dealing in sales and service 
of bookkeeping machines. Before the war they had several sub-agencies 
for new office machines and, inasmuch as their undertaking has gradually 
expanded, they feel that the time has arrived to seek direct agencies 
for similar kinds of merchandise. 


Holland Company Wants Fountain Pen, Other Agencies—The G. C. T. 
Van Dorp & Company, Ltd., Prinsegracht 83, The Hague, Holland, an 
important wholesale house in the Netherlands with an extensive sales 
organization, is seeking sole representation in Holland for manufac 
turers of a leading fountain pen, portable typewriters and other office 
appliances. Sole representation for Holland could be extended to the 
Netherlands East Indies after liberation of that territory inasmuch as 
G. C. T. Van Dorp & Company, Ltd., has branches at Semarang, 
Soerabaia, Bandoeng and Malang. 


Agencies for U. S. Products Desired by Montreal Firm—H. H. Pitcher 
Sales Company, 5362 MacDonald Avenue, Montreal, Que., handling office 
appliances, toys and specialties, wants to act as distributors, selling 
agents or commission agents for American-made goods. Anything which 
can be used in an office is sought. 


Palestine Importer Wants U. S. Connections—Arthur Luss, P.O. Box 
1279, Haifa, Palestine, importer of office machines, wants agencies or 
representations for Palestine and eventually the northern districts of the 
territory. He seeks contacts with United States firms manufacturing type- 
writers, duplicators, calculators and other office machines and equipment, 
as well as stationery items. 





Agencies sought by Oslo, Norway, Firm—Haakon Van Deurs, Post Office 
Box 995, Oslo, Norway, is searching for agencies in office machines, 
fountain pens, automatic and patent pencils and stencils. He wants 
manufacturers to contact him regarding such agencies. 

South African Firm Desires Agencies for U. S. Products—The Indo- 
African Trade Agency, 125 Grey Street, Durban, Natal, South Africa, 
desires to represent American manufacturers and exporters of office 
appliances and stationery in South Africa and its neighboring territories. 

Oe 





Agencies Sought by North Carolina Firm.—The Dixie Mail Service, King, 
N. C., seeks distributor agency for small adding machines and any new 
make post-war typewriters, or those now being made and not having a 
distributor in that territory of North Carolina. 


Trade Catalogs Wanted by E-Bee Business Systems Company.—Manu- 
facturers’ catalogs on office furniture and equipment and all stationery 
items are wanted by E-Bee Business Systems Company, Box 154, 
Belleville, Ill. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


Commercial Controls Corporation, Rochester, N. Y.—Annual report to 
stockholders for the year of 1944 reveals djvidends were declared at the 
rate of $2.00 per share on the cumulative preferred stock, totaling 
$21,000. Dividends on the Class A stock were declared at the rate of 
$2.00 per share semi-annually, totaling $66,409.90. The balance of 
earnings after dividends, less the $150,000 addition to the reserve for 
reconversion and rehabilitation, amounted to $152,705.63, which was the 
net increase in earned surplus. 


Lanston Monotype Machine Company, Philadelphia, Pa.—Operations 
report and balance sheet of Lanston Monotype Machine Company for the 
fiscal year ended February 28 reveals net earnings for the fiscal year 
amounted to $290,:40.12 ($5.74 per share), after provision of $566,700.00 
for Federal and state income taxes and undetermined renegotiation 
refund, and an additional reserve of $100,000.00 for contingencies. Divi- 
dends paid for the year totaled $177,465.60. Total reserve for contin- 
gencies, including $100,000.00 set aside from operations for the current 
year and unused reserves set up in prior years, is $388,276.86. The 
purpose of these reserves is to cover costs of reconversion to commercial 
manufacture through the period required for acquiring raw materials, 
machining parts and assembling machines for delivery to customers. The 
Monotype Corporation, Limited, of England paid for its fiscal year from 
earnings dividends amounting to 10 per cent on the outstanding common 
stock. The English Company has no bond issue or preferred stock. 





Marchant Calculating Machine Company, Oakland, Calif.—The regular 
quarterly dividend of 3714 cents a share on common, to holders of record June 
30, was paid on July 15 by Merchant Calculating Machine Company. 





NEW TRADE LITERATURE 


Almac Plastics, Inc., New York, N. Y., has just published a catalog 
sheet showing the most complete line of Lucite-Plexiglas items available. 
Copies may be had by writing Almac Plastics, Inc., 322 East 23rd Street, 





New York, N. Y 
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BEGIN NOW TO BREAK HABITS FORMED IN 
WARTIME. The all-too-common wartime habits of in- 
difference and discourtesy should be corrected NOW, 
says Vernon Varney in his timely discourse on page 15. 
He adds—and this is worth plenty of thought—that the 
average salesman has forgotten how to sell, and would 
do well to get back in the groove before the return of 
the buyer’s market. Not the least important part of his 
article is a list of six important good will-building sug- 
gestions. 


USE INGENUITY TO MEET CUSTOMER’S FILE 
PROBLEMS. If you are looking for new ideas on 
building up your filing equipment business, you’ll profit 
by reading Bert Merrill’s description of how the Gundel- 
finger & Myers organization of Fresno, Calif., have han- 
dled this phase of their business operations. What they 
have accomplished can be duplicated by any aggressive 
stationer. You'll find this valuable feature on page 22. 


INTENSIVE SALES TRAINING BUILDS PROFIT 
AND PRESTIGE. On page 11 appears another of those 
trenchant articles by Victor Vetromile, this time on the 
value of intensive sales training for the stationer. He 
outlines three important basic development factors, em- 
phasizing that even a “green” selling crew, following 
proper intensive training, can deliver. You'll also be 
interested in reading his analysis of the six general types 
of buyers and of the principal “merchandising diseases” 
that create the greatest number of customer fatalities. 


REMOVE THE MYSTERY—AND SELL VISIBLE 
RECORDS. Do you know all the answers on visible 
record containers, the housing of the modern visible 
system? You will—after reading the concise discussion 
of the advantages of each type, outlined by Rudy Janov- 
sky of the Wilson Jones Co., Chicago, on page 18. It’s 
the type of information that well deserves a place in 
your permanent files. 


GO AFTER THE SEPTEMBER SCHOOL TRADE. 
Interested in boosting your school supply volume? W. B. 
Stoddard, in an intensely practical article on page 20, 
tells how stationers in the downtown Los Angeles area 
handle the problem. Virtually all of these ideas can 
be easily adapted to YOUR business. 


SMALL FIRM NEEDS “DIFFERENT” ADVER- 
TISING APPROACH. If you’re interested in effective, 
but low cost, advertising for your business, you'll find 
the answer on page 16, where Fred Cumbus tells how 
Business Controls, Inc., of New Orleans, did the job. 


WATCH FOR THE BIG THIRTY-SIXTH ANNUAL 
OFFICE FURNITURE SECTION IN SEPTEMBER. 
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FOR SERVICE RENDERED... 


Can you recognize this insigne? Worn in 
the lapel of the coat, it is not the badge of 
a social organization, a sports club or a col- 


lege fraternity. 


It represents hours of tedious training, of 
separation from loved ones, of moments when 
a whistling shell, a sniper’s bullet or a shat- 
tered fuselage could have wrought another 
gold star. It was forged in foxholes, cast in 


the mold of the wearer's devotion to his flag. 


Some have given their life blood, their 
arms, their legs, the most productive years 


of their life for the privilege of wearing it. 


Learn to recognize this insigne. It is the 
Honorable Service Emblem awarded to vet- 


erans of World War II. 
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The Trade Journal of the Office Equipment Industry 


Intensive Sales Training Builds 
Profit and Prestige 


HATEVER may have been 

the influences that originally 
attracted him, the typical cus- 
tomer in the stationery business 
returns to his favorite supplier 
again and again. He knows he will 
receive standard-value goods and 
will be waited upon in the spirit 
of genuine interest to see that he 
receives the supplies or sundries 
that are best suited to his require- 
ments. It is, in a few words, be- 
cause the selling policy of the sta- 
tioner has convinced the buyer 
that the stationer has a real in- 
terest in him. 

This satisfying and constructive 
situation doesn’t just happen by 
chance. It is the result of planned 
procedure in customer relations— 
the result of careful and constant 
training of sales personnel, not 
merely in how to sell something, 
but in how to serve and please the 
buyer so that the stationer will be 
able to retain his following 
through the years with increasing 
value in good will and monetary 
profit. 

No merchant would employ a 
truck-driver who had no proof of 
his ability and legal qualifications 
to operate the machine. Yet a 
merchant will sometimes hire a 
so-called “salesman” to wait upon 
retail buyers with little evidence 
of the man’s probable adaptability, 
except that he makes an accept- 
able impression and “sells” the 
merchant on his good intentions 
and interest in the business. 
While there is not, of course, any 
legal qualification for selling goods 
in a retail outlet, there should be 
some minimum specifications for 
eligibility to such employment, 
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over and above honesty and clean 
appearance. 

It is a significant truth that 
many stationers employing only a 
half-dozen men on the floor ac- 
tually make more real profit than 
others employing ten. There can 
be only one logical explanation of 
this situation—the application of 
more care or ability in employee 
selection and training. 


Employees Are Trustees to Success 


Employees, having the profound 
influence that they undeniably do 
have on a retail outlet’s reputa- 
tion, may well be regarded as trus- 
tees of the stationer’s success. 
For if employees are the No. 1 
problem of retail management, it 
is equally true that, according to 
ability and performance, they can 
be the No. 1 tool in establishing 
a profit-producing, prestige-build- 
ing personalized sales service. 

You can accept it as a tested 
principle of retailing that the abil- 
ity of sales personnel may be 
measured by the ability of the sta- 
tioner to engender and sustain 
enthusiastic interest among the 
personnel in the store, its policies 
and all its merchandise. To sell 
efficiently, the sales personnel 
needs to believe implicitly in the 
ideals of the management and 
that the goods which they are 
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employed to sell represent the 
maximum in honest current value 
to the buyers. 

Although I have heard the pes- 
simistic opinion that it is unrea- 
sonable to expect clerks to achieve 
the same efficiency and maintain 
the same day-in and day-out in- 
terest as the proprietor, this 
negative notion can be refuted by 
hundreds of observations in sta- 
tionery stores in which intensive 
training, under the inspirational 
guidance of the stationer, has de- 
veloped salesmen who could not 
do a better selling and customer- 
relations job if they owned the 
establishment. 

The attainment of this ideal in 
store service does not involve a 
long time nor unreasonable effort 
if the right method is used. If the 
salesman really belongs in the 
stationery domain by aptitude and 
temperament, he will learn quickly. 


Three Basic Development Factors 


The three basic factors involved 
in this personal development of 
each salesman are: sense of re- 
sponsibility, initiative, according 
to demonstrated intelligence and 
ability; and incentive, according 
to production. The salesman who 
knows that he has a permanent 
position with assurance of oppor- 
tunity for growth according to his 
ability is the fellow who will prove 
most creative and productive on 
his own initiative once he has been 
indoctrinated in the ideals and 
policies of the business and has 
acquired complete familiarity with 
the mill run of the stock. 

In every large store, though the 
typical customer comes in for some 
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one or two items, recurrently pur- 
chased, he exhibits a natural ten- 
dency to look around. That is ex- 
actly what the progressive sta- 
tioner seeks to make customers 
do when he sets up an array of 
display units on the Salesfloor 
and goes to the trouble of chang- 
ing them several times a week to 
keep the merchandising scenery of 
the store alive and interesting. 

Such a customer shouldn’t be 
taken in hand immediately in an 
undisguised effort to induce him 
to buy something. Instead, his re- 
actions to displays should be 
watched for reasonably-evident 
buying interest in things that 
have attracted more than super- 
ficial interest. 

“Thad no intention of buying that 
when I came in this morning,” has 
often been the concluding custom- 
er comment in some transaction 
that netted an appreciable profit. 
The mere fact that the customer’s 
curiosity paved the way to the 
sale does not make the sale any 
the less valuable to the stationer. 
A trained salesman knows, almost 
infallibly, when a customer con- 
templating a display is going to 
make a purchase. He doesn’t in- 
tervene too soon. He just watches 
out of the corner of his eye. The 
customer handles the goods or ap- 
pliance. He wouldn’t go that far 
if he had no buying interest. He 
needs, at this stage of curiosity, 
only that subtly-offered informa- 
tion about the goods or appliance 
that will warm contemplative de- 
sire into buying decision. Then 
the sale is made and, in these cir- 
cumstances, no one has usurped 
that buyer’s initiative or personal 
choice with regard to what was 
bought. 


Inefficiency Pays No Dividends 


Inefficient salesmen, indifferent 
as well as uninformed, mean in- 
efficient merchandising. The fur- 
niture trade may not, perhaps, 
be analogous to stationery mer- 
chandising, yet in that trade in 
which the unit of sale is usually 
comparatively large, a test was 
made in Utica, N. Y., several years 
ago to demonstrate the selling 
power of detailed knowledge of 
merchandise. To make the test 
more convincing, 18 inexperienced 
persons were employed. Not one 
had ever sold a piece of furniture 
before, although some of the 18 
had worked in retail stores. 

Most of them did not know the 
difference between mohair and 
tapestry and some did not even 
know quartered oak from mahog- 
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any. After a selling talk that im- 
bued them with the necessary in- 
terest and selling-point informa- 
tion, this “green” selling crew went 
on the floor and sold 50 per cent 
of the merchandise disposed of 
during a ten-day sale. They man- 
aged to sell furniture to more 
than 70 per cent of prospects 
whose first reaction to the sales 
approach was “just looking.” 

There certainly must be a mer- 
chandising lesson in this. I believe 
it bears out the opinion of mer- 
chandising and trade-promotion 
consultants that deficiency in 
training to Sell is responsible for 
90 per cent or more of all instances 
in which a person coming into 
a retail establishment leaves with- 
out buying something. The aver- 
age person who enters a store of 
any classification does so either to 
fill an imminent need or to become 
acquainted with some appliance 
or commodity which he knows he 
will soon need. 

Sincere interest in pleasing the 
customer and a painstaking and 
friendly manner in giving com- 
plete information to that cus- 
tomer who says he is “just look- 
ing” at this or that, together with 
understanding of human nature 
and arrestive displays of pedigreed 
merchandise, will sell goods to at 
least 90 out of every 100 of the 
store’s daily customers. 


The Time to Close a Sale 


It is always well to bear in mind 
that those historic words “just 
looking” are often a fleeting de- 
vice of non-committal employed 
by even the most liberal buyer 
while appraising the immediacy 
of his need, especially when more 
than a few dollars are involved. 
When the appliance or sundry 
seems to have strong attraction 
for such a looker—so strong that 
he handles it, examines it at every 
angle, and studies its construction 
and operation—his sales questions 
will soon follow and the sale can 
likely be closed then and there by 
the well-trained salesman. He will 
know how to do it without the 
slightest violation of the personal 
initiative and selection of the cus- 
tomer. 

That sales picture is the basis 
for the saying that “merchandise 
once in a customer’s hands is al- 
ready half-sold.” The “feel” of 
the article—the possession im- 
pulse—is likely to cause him to 
buy it so long as it is something 
he needs in his business and it 
appears to be worth the money. 

In the training of sales person- 


nel, the “cocksure” clerk should 
be “cured” of that tendency. He 
is the fellow who has the habit 
of saying, “We are just out of 
that watermark, but here is a 
brand of bond paper that is just 
as good.” Possibly it will prove 
just as good, but again it may 
seem less desirable to the buyer. 
The clerk should not be so posi- 
tive, remembering always that, 
even if the one article is fully 
equal to the other in the trade’s 
recognition of values, the cus- 
tomer may not be able to appreci- 
ate the fact. 

In such circumstances, the well- 
trained salesman always leaves a 
loop-hole in courteous deference 
to the buyer’s long-established 
brand preference. He will say, “I 
believe you will find this paper 
fully as desirable as the other,” 
and he will lean on the customer’s 
judgment a bit by adding, “Sup- 
pose that you try a box, then give 
me your opinion of its quality.” 
It never pays to be too dogmatic 
and assertive when making a sug- 
gestion or recommendation con- 
trary to the customer’s expressed 
preference. Trained stationery 
sales personnel never treat any 
buyer as a lame-brain because 
they know that doing so is the 
surest way to damage store repu- 
tation and good will. 

The unreformed “cocksure” 
salesman may tell some bustling 
business man: “Oh sure, we’ll have 
the goods at your place at nine 
o'clock tomorrow morning.’ The 
unexpected happens and the de- 
livery is late, much to the undis- 
guised wrath of the customer. 
Clerks should be instructed to al- 
low a reasonable margin for per- 
formance of all such promises and 
te think twice before promising 
once when any special service is 
involved. Salesmen should always 
check carefully on the assurance 
of being able to execute such spe- 
cial promises so as not to disap- 
point a good customer unneces- 
sarily by doing things in a hap- 
hazard manner. 


Six General Types of Buyers 


Salesmen should be trained in- 
tensively in understanding and 
recognition of buyer types. Six 
general types of customers have 
been classified from retailing ex- 
perience, and the measure of a 
salesman’s success is his ability to 
please them all, so far as human- 
ly possible. 

First, there is the good-natured 
customer. He smiles at your ef- 
forts and may banter with you 
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while you work. The trained sales- 
man smiles with this type of buyer 
even when doing so means laugh- 
ing at his own expense. It helps 
sales. 

Second, there is the doubting 
customer—the one who questions 
and doubts everything. Facts and 
figures and demonstrations of use 
are necessary to appease the mind 
cof this skeptic. 

Third, there is the disputative 
customer—one of the hardest nuts 
to crack. The salesman often has 
no way of telling by word of mouth 
whether he has succeeded in 
arousing interest. The trained 
salesman watches the eye of this 
type and allows him to make his 
own buying decision to a greater 
degree than with the passive type. 

Fourth, there is the technical 
customer—usually a professional 
man. No trained salesman will 
say “guess” or “think” when mak- 
ing his sales canvass to this type. 
The salesman must be sure that 
he knows when dealing with this 
type, but when he proves that he 
“knows his stuff” he is sure to win 
an appreciative reaction. 

Fifth, there is the price-ob- 
sessed customer—the person who 
buys price first and the goods af- 
terwards. This type is easily 
handled by asking him to recall 
some particular purchase where 
price seemed alluring but the qual- 
ity proved false. Call attention— 
courteously, of course—to the old 
proverb which says, “The true test 
of value is what one receives for 
his money—not merely the price 
paid.” 

Sixth, there is the comparative 
customer whose maxim seems to 
be, “Compare article after article. 
Look inside and outside for flaws.” 
The trained salesman, when he 
meets the comparative prospect, 


works with the same tool. Trained 
in the value of his store’s mer- 
chandise, he is ready at all times 
to compare them, point for point, 
with any competitive merchandise 
that the customer may refer to, 
and to prove, in the event that 
an appliance under consideration 
by such a customer seems to cost 
a little more, the points of su- 
periority that justify the price. 

It has been aptly said that 
through the years some stores in 
every line of trade become full of 
dead customers—haunted by the 
ghosts of customers who came 
once, twice, or thrice, but never 
again. It is important to keep 
customers alive, happy and satis- 
fied. Their friendship for the sta- 
tioner’s business is the thing that 
brings in the money that pays the 
personnel. 

Among the outstanding fatal 
“merchandising diseases’ which 
cause customer fatalities, the most 
devastating are: 

ARGUMENT—Putting a _ cus- 
tomer in the wrong in matters of 
complaint—that is, sending him 
away without the sense of having 
had a fair and courteous adjust- 
ment. The clerk who seems ad- 
dicted to incorrigible argument 
should take up law or politics, or 
become a taxi-driver. 

CLEVERNESS AND SMART- 
NESS—Getting a “rise” out of a 
customer and having a laugh at 
his expense. Cutomers should al- 
ways be treated as friends, with 
full appreciation of the fact that 
they came to your store instead of 
going to the store of some com- 
petitor. 

EXAGGERATION— It kills thou- 
sands of customers who naturally 
resent the discovery that their in- 
telligence has been trifled with. 
When an appliance is worth the 
price asked, there is no need to 


exaggerate in its sales presenta- 
tion. Inexperienced salespersons 
should be prohibited from making 
recommendations about the use 
or adaptability or work-capacity 
of any technical appliance, and 
no salesperson should ever be per- 
mitted to utter any guarantee 
about anything without the ex- 
press permission and endorsement 
of the stationer or his right-hand 
manager. 

SOURNESS—tThis “disease” 
creeps in rather insidiously and is 
usually fatal to the customer. No 
one likes to be waited upon by a 
Jeremiah or a boor. Optimistic 
affability costs not a cent but is 
priceless in the salesman-and- 
customer relationship. 

Even today, in some stores, one 
witnesses the trade-killing blight 
of lack of adequate knowledge of 
the goods. This can be remedied 
by requiring salesmen to read 
carefully the descriptive and in- 
structive advertising booklets and 
folders that most representative 
specialty manufacturers in the 
stationery trade publish about 
their wares; by encouraging any 
employee’s habit of seeking fuller 
information about what he is 
called upon to sell; by having rep- 
resentatives of wholesale and job- 
bing houses talk with the sales 
personnel about the selling points 
of the lines which they represent, 
and especially, by inviting the 
sales personnel of the store to 
participate with the stationer in 
listening to the sales canvasses of 
important traveling men when 
they come to the store to interest 
the stationer in their products. 

The recognition which the sta- 
tioner thus accords his sales staff 
in the presence of manufacturers’ 
representatives is certain to be a 
powerful tonic to their pride and 
ambition to produce. 





WACS LEARN ABOUT STEN- 
CILS—Directed by Second Lt. 
Helen A. Lee (right) of Rath- 
drum, Ida., students in the Army 
Clerks’ section at First WAC 
Training Center, Fort Des 
Moines, Iowa, are taught the 
technique of stencil cutting. Stu- 
dents in the eight-week course 
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training women for many 
clerical and administrative jobs 
with the Army include (left to 
right) Pvt. Ann M. Woodruff, 
South Charleston, W. Va.; Pvt. 
Lula Spaulding, Columbus, 
Ohio; and Pvt. Mary Ellen 
Dakin, Los Angeles, Calif. 
(Official U. S. Army Photo) 
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A Servicemans Thoughts on His 


Post-War Joh 


By W. W. DENSFORD 


Chief Specialist (Q) 
United States Navy 


WO QUESTIONS uppermost in 

G.I. Joe’s mind at the present 
time are (1) How soon will it be 
over?, and (2) What will I do after 
the war? The answer to the first 
query is dependent upon many 
factors beyond a G.I.’s control, but 
an intelligent response to the sec- 
ond question would be to start 
making plans for post-war before 
being mustered out. 

Prior to entering the service I 
was associated with my father in 
the office equipment business. Be- 
cause my desire to return to that 
kind of business after the war is 
considered unusual by some people 
I felt impelled to definitize my 
ideas by putting them in writing. 

After four years of more or less 
transient life with long hours of 
restricted operation every service- 
man has had ample time to look 
toward the future, and the desire 
to get as far away from regimen- 
tation as possible is almost uni- 
versal. Security for the future be- 
ing the guiding principle, it can 
be expected that individual desires 
will vary throughout many fields— 
such as a home, a farm, or a small 
business—but the foundation is 
the same: it’s something he can 
call his own. 

Naturally, each man is more or 
less dependent on the Government 
and private industries for his 
initial start. This factor is a terri- 
fic morale booster, because it ap- 
pears that both agencies are co- 
operating to the extreme to give 
the returning veteran every con- 
ceivable advantage. 


G.I. Bill of Rights May Help 


The G. I. Bill of Rights is worthy 
of discussion, and I am presenting 
some strong possibilities as to how 
the rights are going to be utilized. 
A large percentage of veterans will 
resume interrupted educations. 
Men who had previously worked 
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as mechanics or factory tech- 
nicians will readily see advantages 
in the factory-training provision 
of the bill. Some men will elect 
to proceed into business alone, and 
others will combine their resources 
in order to function as a corpora- 
tion. In examples of the latter in- 
stance, chain stores may be ex- 
pected to show up over the entire 
country, operated by ex-service- 
men and financed by the G. I. Bill 
of Rights. 

The writer has definite plans of 
proceeding as a member of a fam- 
ily enterprise and expects to take 
full advantage of the benefits of- 
fered to war veterans. Although 
many men will be returning to 
civilian life with a relatively large 
amount of cash compared with 
pre-service finances, it cannot be 
assumed that they will be any the 
more easy to sell; therefore, the 
man having been associated with 
them in service possibly will have 
an advantage over the non- 
veteran. 

My five brothers and I, all in 
the service, have always looked 
forward to a family corporation 
under the name of J. W. Densford 
& Sons. Now we believe that the 
opportune time is rapidly ap- 
proaching, and our plans shall 
come to life in the form of a busi- 
ness operated and financed by the 
family. Tentative plans call for 
“Dad” to serve as the senior officer, 
and the younger members can 
profitably take guidance from his 
43 years of experience in this field. 
Our corporation nucleus is already 
functioning and with a few alter- 
ations here and there we expect 
to be able to get under way as 
soon as the war is over and we 
return home. We do not all expect 
to be actively engaged in the oper- 
ation of the business, but we will 
all share some part financially. 


Background Helps Post-War Plans 


My background, I believe, will 
help me in the post-war future I 
have mapped out. Before the war, 
I sold and serviced typewriters, 
thereby financing two years of col- 
lege. I am a constant reader of 
OFFICE APPLIANCES, which keeps me 
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in touch with changes in the field. 
I also keep in close personal con- 
tact with the local establishments 
in Honolulu. It is felt that the 
advantages offered war veterans 
far outweighs the disadvantages 
of having been separated from the 
office equipment business during 
the war. Therefore, I am confident 
of a successful future. 

I am financially interested with 
my father now and we have a go- 
ing business in Oklahoma. If the 
G.I. Bill of Rights means what it 
says and if we need additional 
capital I should be able to get it. 
I hear grumbling about red tape, 
exacting conditions and general 
frustration, but I should be able to 
borrow under the bill if we want 
to open a branch or extend our 
investment. Since I quit the busi- 
ness to go to war my personal 
qualifications may suffice, but I can 
have no assurance until an appli- 
cation is made. 

Whether that is done or not, I 
expect to devote my best efforts 
to the further development of our 
business with what capital we now 
have and what I have saved while 
in the service. I am going to work 
at it. I expect to join the Cham- 
ber of Commerce and some service 
club. I expect to become a part of 
the community in deed and in fact, 
and I will work on committee as- 
signments, go to church, obey the 
laws, raise a family and make a 
living for that family. I will want 
to hunt, fish, play golf and maybe 
a little poker. I have a wife anda 
baby boy whom I have never seen 
(the boy, I mean). The boy is 
now nearly two years old but we 
are going to have a lot of fun 
when I do get home and he finds 
out who I am. 


Sees Capital, Labor Adjustment 


I am no little concerned about 
labor conditions but I have faith 
enough in our United States to be- 
lieve we will correct that condition 
and get back to a proper adjust- 
ment between capital and labor. 
I want no part of socialism, com- 
munism or any other ism. I want 
capital to pay high wages so we 
have a high plane of living condi- 
tions, but I want labor to do a 
day’s work for a day’s pay. 

With my father and brothers I 
expect to work hard, give service 
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worth the money charged and do 
business in a businesslike man- 
ner. I shall claim no special con- 
sideration because I have been to 
war for more than three years. I 
was not drafted but I did not want 
to go. I felt it my duty to go and 


I enlisted before the draft. I am 
glad I did so. When we get the 
Japs whipped, as we will, and if I 
am fortunate enough to get back 
home in good health and in one 
piece, I will have had an exper- 
ience of inestimable value. I shall 


Formed in Wartime 


By VERNON VARNEY 


ID YOU EVER discover that 

you had been in the habit of 
putting your right shoe on first— 
and then try to form the habit of 
putting the left one on before the 
right? 

Simple little thing. But try it! 
It will take constant effort morn- 
ing after morning. Forget the 
whole thing for a while; then see 
which shoe goes on first. The right 
one! 

But if all your old habits of 
sleeping and dressing were 
changed, if night after night you 
slept with your clothes on, if ene- 
my bombs forced you from your 
bed on the run, you’d doubtless 
find the shoe that was nearest was 
the first one on. 

Well, office appliance salesmen 
these last few years have been 
blasted out of their old habits of 
salesmanship. Selling has been too 
easy. No single customer has been 
all-important. Thus, courtesy, 
consideration, desire to please 
well-formed habits in pre-war 
days when every customer 
counted, when every sale was 
something to work hard for, when 
good will had to be constantly es- 
tablished between customer and 
company —have, in too many 
cases, dropped out of existence. 

Instead, the habit of “anything 
goes” has been formed. Right foot. 
Left foot. It doesn’t matter. If 
the salesman feels in a courteous, 
considerate mood, okay. But if he 
doesn’t, he lets fly, and says things 
that in normal times he never 
would think of saying—or, think- 
ing of them, he’d never let them 
pass his larynx. 

For he has merely taken orders 
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for so long that he has almost 
forgotten how to Sell. Once every 
prospect was a challenge. The 
really good salesman worked his 
brain overtime considering ap- 
proaches and arguments that 
would result in a sale, a new name 
added to his customer list. 

In too many stores today com- 
plaints aren’t given the consider- 
ation they should have. The atti- 
tude is, “If you don’t like to trade 
with us, go somewhere else.” That 
attitude is very effective today in 
sending customers elsewhere. To- 
day, it doesn’t especially matter; 
but there’s a day coming when the 
office appliance dealer who has let 
his salesmen adopt the “to heck 
with the complaining customer’”’ 
attitude will wish mightily that 
he had gone more than half-way 
to set things right with the com- 
plainant, and thus built good will 
for the store. 


Decreased Competition 


For a long time competition has 
decreased, rather than increased. 
Nearly every locality has known 
some office appliance store to go 
out of business, or be so handi- 
capped by loss of help or limited 
delivery service that it hasn’t been 
competition worthy of the name. 
But there'll be a change. Many a 
former employee or son of an em- 
ployee who has been driving a 
jeep in some foreign country has 
been dreaming of an office appli- 
ance store of his own, and will 
take advantage of his G.I. rights 
to obtain the necessary loan to 
Start him in business. And re- 
member, these men are young; 
they’ve seen many things they 
want to forget, and they’re going 
to be mighty happy to get back 
into the U.S.A., bringing with 
them a heap of enthusiasm for a 
little business of their own. 
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feel that I have had a part in 
holding our country on an even 
keel and in seeing that she is 
headed in the direction we all 
want to go. I will then continue 
to work at the job of keeping it 
that way in private life. 


Begin Now to Break Hahits 


It’s time to think of things like 
that. It’s time to cater to the cus- 
tomers you have, time to plan for 
a better, more modern store, with 
services that will assure old custo- 
mers wanting to stay with you 
while new ones are being made. 

“Now is the ideal time to build 
good will,” remarked the head of 
a large organization recently, add- 
ing, “because courtesy is so con- 
spicuous.” 

Is it conspicuous in your store? 

The Ohio State Restaurant 
Association recently sent to its 
members the following “customer 
facts”: 

“1. A customer of yours is not 
dependent upon you; you are de- 
pendent upon him. 

2. A customer is not interrup- 
tion of your work; he is the pur- 
pose of it. You are not doing him 
a favor by serving him; he is do- 
ing you a favor by giving you the 
opportunity to do so. 

3. A customer is not a rank out- 
sider to your business; he is part 
of it. 

4. A customer is not a cold 
statistic; he is a flesh-and-blood 
human being with feelings and 
emotions like your own, with bias 
and prejudices, even though he 
may have a deficiency of certain 
vitamins which you think impor- 
tant. 

5. A customer is not someone to 
antagonize or match wits with. 
Nobody ever won an argument 
with a customer, even though he 
may have started it. 

6. A customer is a person who 
brings you his wants. It is your 
job to handle them profitably for 
him as well as for yourself. 

A customer never forgets—and 
his good will is one of your most 
valuable assets. 

Begin now to cast off any bad 
habits brought about by the war, 
and begin to form new habits 
that will take you happily through 
the period of adjustment to peace- 
time conditions and into a happy 
era beyond. 
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Small Firm Needs “itterent’ 
Advertising Approach 


By FRED CUMBUS 


MALL STATIONERS should not 
attempt to compete with large 
dealers in advertising, but can, 
with a little thought and ingenu- 
ity, evolve their own methods of 
promotion adaptable to their pe- 
culiar needs. 

This course was decided as the 
best for a comparative newcomer 
to the New Orleans field. He 
chose a unique approach to the 
advertising problem and has seen 
it blossom into substantial returns 
in business increases. 

This man has obtained some 40 
new accounts monthly at a cost of 
approximately $1.25 each, all of 
which resulted in sales of at least 
$10 each. 

This promotion also has helped 
this stationer to achieve an in- 
ventory turnover of four times 
during the year. 

The usual promotion idea did 
not spring full-born from the sta- 
tioner’s brain, but was the result 
of much thought and careful ex- 
perimentation. It is based princi- 
ally on the bump of curiosity that 
most of the human family are 
supposed to have. 


Robert Linstrom Finds a Way 


The New Orleans concern is 
Business Controls, Inc., of which 
Robert Lindstrom, formerly a 
traveling representative in east- 
ern areas for the Addressograph 
organization, a representative of 
Remington Rand in New Eng- 
land for two years and representa- 
tive of the same concern in New 
Orleans for two years before he 
organized his own business in 1933. 

Of course, the single promotion 
idea has not been solely respons- 
ible for Lindstrom’s business in- 
creases. He has other sound ideas 
and policies which he believes are 
necessary for his or any other 
business. 

But the special promotion idea 
has created more attention for 
Lindstrom, he believes, than any 
other method he could have used 
and has been carried at a nominal 
cost. 
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The promotion is a small ad- 
vertisement, usually a column 
wide and two to three inches deep 
written in the personal appeal 
manner and in breezy style along 
the line of “Percival: Come Home 
at Once. All is Forgiven,” followed 
by “But stop by Business Con- 
trols, Inc., and get one of those 
stapling machines,” usually with 
some apt reference to a special 
feature of the device. 

Lindstrom writes the ads him- 
self and realizes that he may be 
able to do this where other sta- 
tioners might not be able to, but 
he believes every man can solve 
his own problems in his own in- 
dividual way. 

He was uncertain himself about 
what he wanted to do, but by a 
little experimentation he _ dis- 
covered what he believes is the 
key to his advertising problem. 

He tried a two-column ad in an 
afternoon paper of somewhat gen- 
eral type, but found it did not 
provide the appeal which he 
wanted. 

“T realized that buying a suffi- 





PERSONAL 


ABIGAIL: Drink to me only 
with thine eyes—There’s no 
twelve o’clock curfew on that! 
And darling — Please don’t 
spend our evening hours tell- 
ing me what a wonderful 
Purchase Record system your 
boss just bought from Busi- 
ness Controls, Inc., at 728 
Poydras Street (RAymond 
3086). 

Yes, I know that they have 
nearly everything for the 
office, from Manifold Order 
Books to Duplicators that re- 
quire No Ink—No Gelatin— 
No Stencils. 

But dearest—Can they cook? 
Can they thrill me like the 
very sight of you? That’s 
what I want to talk about. 





Quentin 
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ciently large newspaper adver- 
tisement to attract attention 
would force me to confine my pro- 
motion to a possible once-a-month 
appeal and I wanted to keep my 
business before the public con- 
stantly,” says Lindstrom. 


Realized Personal Column Appeal 


“Like everybody else, or just 
about everybody, I had often read 
the personal column in the classi- 
fied advertisements and believed 
I saw in them the germ of a good 
idea. But I did not want to ad- 
vertise in the classified section. 

“So I talked to a friend of mine, 
a newspaper advertising man and 
he also thought it a good idea 
if I could work it out. I prepared 
a few suggestions for these. 

“IT began with a two-inch space 
with reading matter headed ‘Per- 
sonal’ and extending to the top 
and bottom of the space. This 
caused some comment, but I 
thought it had greater possibili- 
ties. I had the word ‘personal’ set 
in bold capitals and bought suf- 
ficient additional space to allow 
for plenty of white space above 
and below the reading matter. 

“TI then increased the copy to 
two insertions each week in the 
New Orleans States, an afternoon 
paper. I found it drawing so well 
that I have now included it in 
both New Orleans’ afternoon 
papers and believe I am getting 
better results than I could for an 
equal amount of money spent in 
any other way.” 

That the personal ads attract 
attention is borne out by the fact 
that rarely a day passes but at 
least three people who call at 
Business Controls store do not 
mention having read one or more 
of the ads. 


Results Prove Best Yardstick 


“T tried these small ads by the 
yardstick of whether or not they 
got results and found very de- 
finitely that they did,” Lindstrom 
said. 

“People read them. One man 
called me one day and went into 
a lengthy discussion of how 
terrible he thought they were, cit- 
ing the little human interest story 
or incident that was included in 
three or four of them. The fact 
that they had made such an im- 
pression on him that he remem- 
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bered them so well satisfied me 
that they did attract attention. 

Lindstrom believes his best ad 
was that published June 12, 1944, 
which read: 

Doris: I love you—I love you— 
I love you. You can keep all our 
worldly goods and material things. 
BUT I will fight through every 
court in the land with every legal 
strategy, my right to keep the 
Stapling machine that I bought 
from Business Controls, Inc., at 
728 Poydras street, New Orleans, 
one of the largest distributors of 
stapling and tacking machines in 
the South. Please advise your at- 
torneys accordingly. Charles. 

A good example of the manner 
in which he may use the name of 
a popular book or other matter 
currently in the news is shown in 
a recent one, which read: 

Kenneth: Trees are one of na- 
ture’s finest accomplishments. Kil- 
mer wrote a poem about them. 
I think one grows in Brooklyn and 
every dog in my neighborhood ad- 
mires one in front of my house. 

“And trees have been known to 
stand in one place for over a 
hundred years and then suddenly 
jump in front of an automobile. 
That’s what the boss did with joy 
when I bought him a new stapling 
machine for his desk. Sure, I 
bought it from Business Controls, 
Inc., at 728 Poydras street (Ray- 
mond 3086). Because they’re the 
largest distributors of Tackers 
and staplers in the South, besides 
the thousand other things they 
sell for the office. Beulah. 

As finally evolved by Lindstrom 
his ads stand out becouse of pro- 
minent black borders, they are 
headed by a PERSONAL notice 
that looks authentic and always 
signed by an individual name, us- 
ually a girl. 


Letters Prove Ads Are Read 


Lindstrom receives dozens of let- 
ters commenting on the type of 
advertisement and sometimes he 
uses a name which happens to 
be that of a real individual who 
reads it. He usually is able to 
disclaim any personality implica- 
tion. 

Courteous and efficient treat- 
ment of all calls, whether by tele- 
phone or in person, especially 
avoiding shuttling a caller from 
one department or individual to 
another and selling the caller 
those few additional items which 
was not in his or her mind when 
he or she first called are some of 
the other reasons Lindstrom gives 
for his success. 
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He believes that an underpaid 
clerk is the poorest investment 
that a business can make and 
follows up this idea with what he 














ROBERT LINDSTROM 


and his employes consider com- 
pensation sufficient to keep them 
together in the business. 

A case-hardened clerk, dissatis- 
fied with his income and not car- 
ing especially whether a sale is 
large or small is, Lindstrom be- 
lieves, a detriment to a_ busi- 
ness and might just as well not be 
employed. 

As a result, from the minute a 


telephone call is received or a 
prospective customer enters the 
store of Business Controls, Inc., 
he or she not only receives con- 
stant and efficient attention, but is 
given suggestions for office short- 
cuts. Possibly lower-priced goods 
may even be suggested by the 
clerk if this is found possible. 

Lindstrom endeavors to obtain 
the best help possible and his sales 
staff is coached on methods of 
being helpful to the customer and 
in becoming familiar with most 
approved office practices and ma- 
terials. 

These helpful policies helped 
Lindstrom to do a 1944 business 
of approximately $100,000 on a 
$24,000 inventory. 

This was possible when office 
equipment stock was hard to get. 

Lindstrom believes a_ position 
near the radio program column 
or near the comic strips of a news- 
paper are best for the type of 
advertising he is now using. He 
said he made tests of results of 
insertions near these and in other 
positions in daily newspapers and 
finds that this position is possibly 
twice as valuable as others in pro- 
ducing results. 
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FROM LAW TO THE FOUNTAIN PEN BUSI- 
NESS—George C. Holt, general sales manager of 
the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, outstandingly successful as a business man 
in this industry, was educated for law. As a youth 
in Chicago he attended the John Marshall High 
School and completed his formal education at 
Northwestern University. Later he received a 
L.L.B. degree from the Chicago Law School. He joined the Sheaffer 
staff in 1922 as general purchasing agent. His enthusiastic interest 
in sales work soon resulted in appointment as sales auditor and 
then assistant sales manager. About a year ago he took over general 
management of all Sheaffer sales activities. A believer in trade 
associations, George Holt was one of the heavily contributing mem- 
bers of the National Stationers Association “Troupers” who traveled 
around the country attending regional meetings before the ODT 
ban on conventions. His skill as a presiding officer and as a speaker 
always equipped with facts stood him in good stead while journey- 
ing with the Troupe. This year he is vice-chairman of the Manu- 
facturers Division of NSA. In addition to being a gentleman farmer 
(he makes his home on a farm near the little town of Wever, be- 
tween Fort Madison and Burlington, Iowa) George is an athlete of 
no mean ability. While with the Army as a second lieutenant of 
infantry in World War I, he proved himself an expert in boxing. 
For some years he was a track man for the Chicago Athletic Asso- 
ciation. He also found time to play football and still follows the 
game every fall from the grandstands. In Fort Madison George is an 
Elk and a Rotarian as well as holding memberships in the Masonic 
Lodge and the Consistory. In Chicago he is a member of the 
Union League Club. 
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Hemove The Mystery—and 
Sell Visihle Records 


An Appeal to Dealers to Stop Fearing the Uifficulties 
of Merchandising Visible Record Systems 


By RUDY JANOVSKY 


Wilson Jones Co. 
Chicago, IIl. 


HE PERIOD ahead provides a 
| yenelictewr opportunity for the 
stationer who will profit by the 
lessons learned by war industries 
in the matter of recordkeeping. 
These manufacturers of war and 
defense equipment have found 
that records housed the visible 
way produce the necessary facts 
at a time when they are needed 
most, and with less effort and 
personnel. 

The reconversion to civilian 
goods production is increasing 
daily and the personnel, as well 
as the management, of these in- 
dustries will want the proven visi- 
ble records. The stationer who 
makes plans now will reap the 
harvest. 

Recordkeeping in the visible 
manner, of course, is not new. The 
principle has been in use many 
years. It is simple and easy to 
use and operate, yet there are a 
good many stationers and their 
sales managers who say, “Visible 
is too complicated; my men can’t 
sell it. It cannot be sold by the 
man or woman selling the thou- 
sand and one other items we carry 
in stock. It takes a specialty man 
and we do not have their type of 
people.” 

This is a misunderstanding. You 
do not have to be a magician to 
demonstrate and sell this type of 
equipment, as some people would 
lead us to believe. 


What Is This Visible Record 
Mystery? 


There are only three types of 
visible record devices which are 
accepted and widely used by the 


18 


general public. The three are card 
cabinet, multiple ring book, and 
prong binder. Now, let us take 
them one by one and find out how 
each operates: 

Card cabinets have small cards 
mounted in flat metal drawers 
and in such a manner that they 
overlap, enough of each card 
being exposed to show the item, 
or name. 

Multiple ring binders have over- 
lapping sheets which are held by 
semi-circular rings fitted together 
to form complete circles. 

Prong binder equipment uses 
prongs instead of rings. The 
prongs project from both sides of 
the cover, but do not meet to form 
circles. 

These three types of devices, of 
course, are not the visible record 
systems. They are only the con- 
tainers which house the systems. 
They act the same as the conven- 
tional ring binder or post binder 
which is sold every day. 

Up to this point we find no com- 
plications, for we have talked only 
about containers for loose leaf 
sheets or cards and how they are 
housed or stored. 

I do not know who invented the 
principle of visual method of 
reading a number of sheets or 
cards at one time. The best an- 
swer, or what I call the first visi- 
ble index, is the way we hold a 
hand of cards when we relax and 
play our favorite game of poker, 
bridge or pinochle, and expose a 
portion of each card for identifi- 
cation. 

So it is in the visible method of 
recordkeeping. The cards or sheets 
are shingled or nestled, one on top 
of another, with a portion of each 
sheet or card exposed for identi- 
fication. 


Exposed Margin Is What Counts 


The principle of visible records 
revolves around the exposed mar- 
gin. The body of the form can 
be and, in most cases, is the same 
form as housed the conventional 
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post binder or ring binder. The 
information that you place and 
gain from the exposed margin 
makes this method important. 
The more concentrated the infor- 
mation placed on the margin, the 
more valuable the record becomes. 

This exposed margin or portion 
of each sheet, when properly in- 
dexed, gives us the advantage of 
visible record over the blind rec- 
ord, namely: speediest location of 
any desired account, saving of 
posting time, fastest sheet change 
and additions, important informa- 
tion available at a glance, signals 
for vital facts made possible with 
colored celluloid or paper tabs and 
written notations, smaller sheets 
or cards, and concentration of 
records under a few index tabs or 
drawers. 

From the foregoing it is appar- 
ent what visible records really 
mean—the visible exposed margin. 
There is nothing complicated or 
mysterious, for the same form is 
used; it is merely reduced in size 
and housed in another way. 


Prong, Ring and Cabinet Types 


Up to now we have discussed 
the types of visible record meth- 
ods. It will help if we know a 
little more about the containers. 
In the past few years, outstand- 
ing progress has been made in the 
construction and mechanical 
make-up of prong type contain- 
ers. Let us make a sheet com- 
parison of all types: 

The card cabinet affords visi- 
bility and record protection. It 
lends itself to the use of heavier 
cards. 

The multiple ring book fur- 
nishes a flat writing surface and 
is recommended for small instal- 
lations involving a few hundred 
records, or when it is advisable to 
have the installation in small, 
separate units. 

The prong binder provides speed 
in both posting and reference. 
The visibility of the exposed mar- 
gins brings before the eyes as 
many as 40 sheets at one time and 
under one tab. It houses from 
300 to 2,000 sheets in a single unit 
—20,000 records within arm’s 
length. It produces results at a 
low cost per record and at a sav- 
ing of space. Posting time is 
saved, as the unit is compact, 
portable and easy to handle. 

The one handicap inherent in 
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the prong type has been its failure 
to provide a flat writing surface 
for posting. This has been over- 
come in the development of a flat- 
lying back and the mechanical de- 
velopment combines the desirable 
features of all three types of visi- 
ble containers. It opens perfectly 
flat, allowing a flat writing sur- 
face in any position. The flat 
opening also eliminates roll of 


Animal blue 


Field 


Prepared Expressly for 
Office Appliances by 
The National Association 
of Glue Manufacturers 


ERSATILE and well - known 
V ome tool is the glue bottle. 
The opaque, amber liquid in that 
bottle is partly a product of animal 
glue that has a history that can 
be matched by few other nroducts 
in length of time. Tablets more 
than 3,000 years old show that the 
secret of boiling animal hides and 
bones to obtain a strong glue was 
known then. Ancient woodwork- 
ers learned these secrets well, for 
we have today chairs which were 
joined together for the Pharaohs 
of Egypt and still are in good con- 
dition. 

Desks, tables, filing cabinets, 
chairs, hat racks and other wood- 
en items contributing to the 
beauty of the modern office—all 
owe their long life and serviceabil- 
ity to animal glue used in their 
construction. Wartime shortages 
and restrictions in general placed 
greater demand on existing equip- 
ment. Little known is the remark- 
able strength of glue-held joints. 
Glue can stand a tension of about 
5,000 to 10,000 pounds per square 
inch. Literally, it would take ele- 
phants to pull glued joints apart. 
Wood will stand only about one- 
half as much pressure and gen- 
erally the wood will give first when 
this type of equipment is broken. 

In 1808, at the time when animal 
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back when posting. It has im- 
proved shaped prongs, which pro- 
tect sheets from binding, and is 
equipped with a built-in auto- 
matic shift for insertion of new 
sheets and removal of old ones 
without manually disturbing the 
series or bank. The binder has a 
two-position positive lock which 
prevents the spilling of sheets. 
Now, the visible mystery has 


been exposed. The bugaboo does 
not exist. Can the visible system 
be sold by the stationer? I'll say 
it can. Just a little common 
sense is needed, the same as in 
the sale of any post or ledger 
binder. Remember, the ring visi- 
ble binder, the card cabinet or the 
prong visible binder are only con- 
tainers; what really counts is the 
exposed margin. 


in (tice Equipment 


zlue joined other infant American 
industries, England’s printers 
made a discovery which made pos- 
sible the development of modern- 
cay machine printing. They 
found that glue mixed with glyc- 
erine made an _ ideal printing 
roller. Most essential part of the 
art of printing is the roller which 
carries ink to the type so that the 
latter can make the printed im- 
pression. A good roller makes for 
clean and regular print, attrac- 
tive and easily read. Up to that 
time, the first cylinder printing 
press was being doomed to failure 
because no. satisfactory inking 
device could be found. The roller 
gave the green light to printing 
progress and made possible the 
Gaily stream of books, papers, 
magazines, advertising material, 
and printed forms of all types that 
pass from desk to desk. 


Glue Provides Paper “Sizing” 


Companion to the use of animal 
glue for printing rollers is its use 
on writing and printing papers. 
Here it is used as a “sizing” on 
all types of paper such as blue- 
print, onion skin and _ writing 
paper. Paper is usually a form of 
wood and absorbs water. In or- 
der to make paper resistant to 
water and ink, rag content, bond, 
ledger and special papers de- 
signed to be used with ink are 
sized or coated with a glue solu- 
tion. This surfacing eliminates 
surface fuzz and makes erasure 
possible. 

Where permanent records are 
desirable as in the case of pho- 
tography, blueprints, and bank 
notes, bonds and offset lithog- 
raphy, the coating is of great 
value for it increases the strength 
of the paper, gives it greater fold- 
ing and bursting endurance. 

“Folding money,’ the _ dollar 
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bills, provides perhaps the most 
popular example of folding en- 
durance. Passed many times from 
hand to hand, repeatedly folded, 
creased and rumpled, this piece 
of paper survives the ordeal by 
virtue of the sizing it receives 
with animal glue. 

Duplicating compounds, pencils 
coloring dyes, gummed paper and 
cloth, boxes, bindings on law, ref- 
erence, ledger and loose leaf jour- 
nals—even the office walls and 
doors require processing with ani- 
mal glue. A sizeable proportion 
of the approximately 150,000,000 
pounds of animal glue produced 
annually goes into the making of 
products which eventually find 
their way into the business office. 


Here’s Where Glue Comes From 


Regardless of popular belief re- 
garding old Dobbin “going to the 
glue factory,” the modern glue 
plant is a highly technical organ- 
ization. The glue is actually made 
from collagen which is found in 
bones and pieces of hides that 
come from packing houses and 
leather tanneries. Actually, ani- 
mal hoofs and horns do not yield 
glue as they contain no collagen. 
Just as in the “cracking” of pe- 
troleum, the raw materials are 
cooked at constantly increasing 
temperatures, and at each in- 
crease of heat, a different grade 
of liquid glue comes off which 
through testing and research is 
adapted for various uses. 

The various uses are so numer- 
ous that it has been said that 
“Animal glue serves you from the 
day you are born and placed in a 
cradle until you are laid to rest in 
a casket.” It even goes further! 
A sandblast mat made with ani- 
mal glue is used to carve the de- 
sign, name and other details on 
the tombstone. 
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Go After the September School 


Trade 


By W. B. STODDARD 


T PAYS WELL to go after the 
| school trade in September, for 
the dealer who gets the good will 
of grade and high school students 
has a clientele from whom he will 
draw business for many years. A 
single merchant can do much to 
get this business, but when an en- 
tire city gets together to put over 
school supplies idea, everyone is 
bound to profit. 

“Back to School Week,” August 
21-28, was put over in a big way 
last year by the Downtown Busi- 
ness Men’s Association of Los An- 
geles, Calif. All of the leading 
stores participated, all arranged 
special displays of school mer- 
chandise, and all ran big ads 
captioned “Back to School.” To 
arouse interest among the young- 
er students an essay contest was 
instituted, “open to every Victory- 
minded boy or girl from 5 to 18.” 
The essay was on the very timely 
subject, “What Can I Do to Aid 
the War Effort?” Big posters, dis- 
played in all the windows, went on 
to say, “All you have to do is to 
write an essay of 100 words or 
less on the above subject. For ex- 
ample, collecting scrap and grease, 
Victory gardens, helping to har- 
vest crops, buying War Stamps, 
and so forth.” For the best essay 
nine awards were made—eight $25 
War Bonds and a grand prize of a 
$50 War Bond. Entry blanks were 
given out at booths in all the 
stores, someone being in charge of 
each to give all the necessary in- 
formation regarding the contest. 


Typical Student Selected 


Another interesting feature of 
the campaign was the picking of 
the typical American school boy 
and girl, these being selected by a 
popular vote conducted through 
the newspapers. When the selec- 
tions were made the youngsters 
had their photos taken for the 
newspapers and were then taken 
on a tour of the stores, where 
they selected what they most 
wanted for school supplies, clothes 
and sport goods. The winners of 
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TO ATTRACT THAT SCHOOL BUSINESS—An effective way to increase business 
among students of schools, soon to begin their fall terms, is by displays such as these 
featuring supplies which are part and parcel of a student's desk. Corona typewriters 
displayed are for rent at the present time and may be available later. The top 
display is at the Acme Typewriter Company, Los Angeles, and the bottom one at 

Duncan Vail, also Los Angeles. 


the contest read their essays at 
Victory House in Pershing Square, 
and there publicly received the 
awards. To round out the pro- 
gram there were songs by several 
school glee clubs and music by the 
school orchestras. To appeal to 
older high school and college stu- 
dents a photographic contest was 
arranged for a certain Saturday 
afternoon. Photographers roamed 
the various stores and took pic- 
tures of smartly attired co-eds 
shopping therein. From the scores 
of photos thus taken four were 
selected as finalists, the judges be- 
ing well-known stylists. These 
four appeared on a special pro- 
gram at Victory House on Satur- 
day afternoon, the winner receiv- 
ing a $50 bond and the three 
runners-up, a $25 bond each. 

All of the principal stores tied 
in with the campaign and ar- 
ranged catchy window displays 
featuring office equipment, school 
supplies, and sporting goods. 

Eastern Columbia had a series 
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of windows with a large poster, 
“School Ahead. Young Americans 
Prepare for Participation in World 
Affairs.” A boy and a girl (mod- 
els) were shown seated at desks 
in the corner window, operating 
typewriters. Beside the boy was a 
card, “For Future Executives,” 
while by the girl was a similar 
one, “For Coming Feminine Ca- 
reerists.” In racks and on the 
floor was an extensive outlay of 
blank books, loose leaf inserts, 
rulers, compasses, pens, ink and 
pencils. 

The Grimes-Stassforth Station- 
ery Company had two big win- 
dows hung with pennants, “Back 
to School Days.” On the wall were 
two blackboards on which were 
printed, “Reading, ‘’Riting and 
’Rithmetic — Complete Stock of 
School Supplies with Bigger and 
Better Values,” and “Big Stock of 
Fountain Pens and Mechanical 
Pencils; also Fountain Pen Re- 
pairing.” Stationery, pens and 
other school supplies were fea- 
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tured on a three-step fixture. 
The Acme Typewriter Rental 
Company, while unable as yet to 
supply the new Coronas, featured 
them extensively in a window dis- 
play in order to acquaint the pub- 
lic with the fact that they would 
soon be available. Painted on the 
wall was the slogan, “A Corona— 
Your Best School Aid.” Another 
card, showing an exploded fire- 
cracker, said, “The New Coronas 
Are Going Over With A Bang.” 
Autumn flowers and colorful cards 
telling of the merits of the ma- 
chine formed a setting for the dis- 
play of several of the models. 


Supplies Featured as 
“Ammunition” 


The Stationers Corporation ar- 
ranged a window stressing, “Am- 
munition for A Grades.” A win- 
dow divided into two sections 
showed “ammunition” for primary 
and high school pupils. Scratch 
pads, pencils, rulers, chalk and 
drawing materials were shown for 
the little ones, and pen and pencil 
sets, loose leaf fillers and binders, 
erasers, student lamps and all 
kinds of school supplies for the 
elders. Compasses, drafting in- 
struments and typewriter supplies 
for commercial and art students 
were also displayed. 

The Duncan Vail Company had 
a window that paid special atten- 
tion to the art student. On the 
wall were a number of sketches, 
and a card advised, “School Days 
Are Here for the Art Student.” 
The floor was covered with art 
supplies—drawing paper, canvas, 
thumb tacks, brushes, palettes, 
tubes of paint, charcoal, and com- 
plete painting outfits. The firm 
has catalogs of all the leading 
art schools—particularly the com- 
mercial ones—and full informa- 
tion regarding classes’. being 
formed. A card in the window 
invited, “Ask our salespeople for 
catalogs of the leading art schools 
and classes.” 

In connection with the selling 
of school supplies, the advice of 
E. A. Smith, of the Cranston Com- 
pany, is well worth considering. 
Said he, “Most dealers in school 
equipment and supplies close their 
Campaigns too early. Although 
many schools open the first of 
September there are always scores 
of pupils, for some reason or oth- 
er, are unable to start at the be- 
ginning of the term. Then there 
are the rural schools, the majority 
of which open several weeks later 
than those of the city. For that 
reason we begin featuring school 
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offerings late in August, advertis- 
ing them in the papers at the 
same time. These displays, as 
well as special store layouts, are 
continued during the entire 
month of September. Late in the 
month, after the rush for school 
supplies is over, we devote a win- 


dow to books having a school con- 
nection, such as dictionaries, ref- 
erence books, globes and maps to 
help with home work. We consult 
with the teachers in the different 
grades, and feature in our win- 
dows the books, maps and pictures 
that they recommend.” 


“Appearance Maintenance’ Supplies 
Make Excellent Sidelines 


MONG THE MANY “sideline” 

items which stationers may 
add to round out office sales, none 
has been more productive than 
the “office appearance mainten- 
ance shop” currently operating at 
H. S. Crocker Company, Fresno, 
Calif. 

The tiny shop, which is actually 
a package display case set up con- 
veniently in the rear of the store, 
contains 40 useful janitor supply 
items which any office manager 
can use to keep the place of busi- 
ness bright and spotlessly clean 
during this period of personnel 
shortages (when many downtown 
office buildings in almost any city 
undergo far less frequent clean- 
ings simply because there are not 
enough janitors to do the work). 
Suggested to any office manager 
coming into the store to buy sup- 
ply items, it offers a simple means 
of keeping windows clean, chrom- 
ium and other metals gleaming 
bright, and furniture free from oil 
film and dust. 

Merchandise included in the 
display set up by Al Hyde, man- 
ager of the Fresno store, includes 
luster cloths for polishing, spot 
remover, electric motor oil for 
office machines, insecticides for 
lavatories and food-seller offices, 
spot remover, mothproofing chem- 


icals, window cleaners, metal 
polish, floor wax and furniture 
wax, paint cleaner, linoleum 


cleaner, touch-up paints and var- 
nish for wooden and steel furni- 
ture, and sweeping chemicals. All 
are neatly packaged for retail 
sales, and their many uses around 
almost any wartime office are 
readily apparent to any customer. 


Used First in Own Offices 


The Crocker organization added 
these lines largely as the result of 
cleaning up its own offices, accord- 
ing to the management, at a time 
when janitor supplies proved diffi- 
cult to find and store porters 
vanished into the Army and de- 
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fense plants. Its own experience 
has been useful in setting up a 
merchandising plan around which 
all the office cleanup lines are sold. 

First, every customer entering 
the store is asked whether his 
office is being kept up as invitingly 
clean and handsome as it was. 
The answer invariably is no— 
what with janitors in office build- 
ings at a premium, and the regu- 
lation sources of janitor supplies 
being hampered with lack of 
salesmen, delivery facilities and 
the merchandise itself. This, of 
course, invites a walk back to this 
display of appearance-maintain- 
ing items. During the contact 
office salespeople suggest that the 
variety of cleanup items on display 
will solve almost any problem of 
keeping any office clean. 


Employees Can Easily Do Work 


Office managers usually com- 
plain that there is no one avail- 
able for this kind of work—where- 
upon store salespeople quickly 
demonstrate that in using these 
specially-prepared materials only 
a few minutes are required for 
most appearance-maintaining 
jobs, and that the current person- 
nel of the office can take care of it 
themselves—each clerk polishing 
his desk and glass top, book- 
keepers oiling adding machines, 
and so forth. Since many office 
men are bothered constantly by 
accumulation of dust in their 
offices, it is never very difficult to 
“sell” them on the idea. 

All of the items carried in the 
shop are packaged neatly to pre- 
vent spilling or misuse, and for 
the most part are in large enough 
sizes that they will take care of 
any problem for a minimum of 
several months (such as quarts of 
window cleaner, gallons of polish). 
Sales have been so consistently 
satisfactory that, if feasible, the 
inventory will be enlarged for 
more extensive promotion along 
these lines after the war- 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Use Ingenuity to Meet Customers: 


File Prohlems 


By BERT MERRILL 


HE CHIEF responsibility of the 
; eo supply house today is 
holding the good will of future 
customers and helping them to 
meet the problems of bigger busi- 
ness with less filing equipment, 
according to Gundelfinger & 
Myers, Fresno, Calif. 

The Fresno organization, head- 
ed by Herbert Gundelfinger, pres- 
ident, made a real specialty of 
filing equipment sales and promo- 
tion during the several years be- 
fore the war. Now that supplies 
are limited throughout the indus- 
try, the store is still reasonably 
successful in obtaining new sup- 
plies and, even though these may 
fall off altogether, doesn’t propose 
to lose contact with a single cus- 
tomer. 

“Filing equipment has been the 
opening wedge to furniture, office 
supply and machine sales in the 
past,” C. C. Van Valkenburg, head 
salesman for the company, ex- 
plained. “Therefore we’ve been 
bending over backwards to keep 
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up a reputation for designing and 
installing efficient systems for the 
multi-varied types of offices and 
business we Sell to in the San Joa- 
quin valley. It means a lot of 
extra work, but our reward comes 
in the form of real good will and 
enthusiasm which will be valuable 
after the war is over.” 

Before 1943, Gundelfinger & 
Myers featured one of the state’s 
most complete filing equipment 
lines—including steel files, rotary 
card files, rocker types, legal files, 
sectionals, solids, shelving and 
locker types, with tabulating card 
files and personal files backing up 
the list. These went into every 
tvpe of commercial office, as well 
as into business offices of fruit 
orchards and grape vineyards in 
the district. 


A Story of Ups and Downs 


“Our file story has been one of 
ups and downs,” Mr. Van Valken- 
burg indicated. “The worst prob- 
lem has been transfer cases, for 
which we have found the heaviest 
demand. However, we’ve managed 
to get plenty of wood, and to beat 
down considerable resistance to 
it. My experience has been that 
the average buyer takes wooden 
files resignedly, still suffering from 
the delusion that steel gives the 
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better protection. I invariably trot 
out the comparison between a 
steel and a wooden box exposed 
to fire to demonstrate that wood 
is actually safer where high heat 
is considered—and this usually 
gets it sold. 

“We're selling higher - priced 
lines of wood files against the ten- 
dency of some buyers to take 
cheap files for war use, and change 
these over later for utilization as 
transfer cases. Actually we've 
found plenty of market by simply 
watching for instances where cus- 
tomers are using cardboard car- 
tons and such for their records. 
We can always provide a wood file 
which will do a better job, and 
usually manage to put over the 
idea.” 

Both Mr. Gundelfinger and Mr. 
Van Valkenburg find that it pays 
to help a customer swamped with 
business to plan a new or more 
efficient file setup—even if they 
must work late at night to do it. 
“We have to live with our cus- 
tomers,” Mr. Van Valkenburg 
grinned. “In a community of 
Fresno’s size, we'll see our pros- 
pects socially, if not on business, 
and they’re not slow to ask for 
help. Now that our stock is lim- 
ited more or less to rotary card 
files, wooden legal types and letter 
files, we’ve had to do a lot of sub- 
stituting, beginning with the wood 
file itself. 

“T’ve redesigned filing systems 
in a dozen offices, with the idea 
of supplanting them later on 
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when we have full stocks. At one 
office, for example, I found that 
all correspondence, invoices and 
shipping records were kept in a 
battery of uniform steel files now 
inadequate for the traffic flowing 
through them. Here we added 
several wood files of the same 
height as the steel units, shim- 
ming them in with wooden blocks 
to exactly match. We can use two- 
or three-drawer files in this way 
to match up with steel, and paint 
wood to correspond if wished. In 
many cases we have changed over 
an entire system too bulky or an- 
tiquated for the business con- 
cerned, which has meant training 
both the boss and his staff to do 
things differently.” 


Repair Shop Builds Good Will 


One good will builder which 
Gundelfinger & Myers swear by is 
the repair shop set up in the rear 
of the downtown Fresno store. De- 
signed to help out with low stocks, 
this shop maintains and repairs 
wooden files. Much more work was 
expected than actually material- 
ized. However, the shop is kept 
busy replacing panels, handles and 
exterior hardware, and refinishing 
files. When heavy reconstruction 
work is necessary, it is “farmed” 
out to a lumber mill. This policy 
keeps every possible file in service. 
“It helps to make sales when we 
can demonstrate that we can 
make quick repairs,” Mr. Van 
Valkenburg pointed out. 

The lack of transfer cases has 
been a serious problem. Here Gun- 
delfinger & Myers has sold low- 
priced four-drawer wood files as a 
substitute—even helping out a 
Strained customer with packing 
cases or heavy furniture cartons 
which he can use to store records 
until the proper case can be pur- 
chased. Plenty of wood to date 
has been a godsend, and the store 
believes it can replace all these 
with steel later on without taking 
any of the wood models back, all 
firms to date indicating that they 
will have plenty of future use for 
their wood files, even when steel 
is available. 


“That’s the way we’re sticking 
to the good will job,” Mr. Van 
Valkenburg summed up, “giving 
all the help we can. I think the 
office supply industry as a whole 
deserves a lot of commendation 
for keeping prices down, even 
though there is no OPA ceiling af- 
fecting our file lines. We’ve volun- 
tarily kept them down—something 
the customer isn’t likely to for- 
get.” 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 


CONFIDENCE... . COUR. 
AGE ... CO-OPERATION 





ELCOMED from Mid-West 
Printing Company’s J. M. 
Lanigan, Post Office Box 800, 
Tulsa 1, Okla., came this “sum-it- 
up” Business Builder poem. It 
boils down the meat of Louis Vic- 
tor Eytinge’s message in the May 
1945 OFFICE APPLIANCES ... here it 
is first time on the air and we 
know you’ll like it: 
BUSINESS LETTERS 
Your letters are merely some 
words used to say: 
“Please buy from me” or “When 
will you pay?” 
You send them to folks you want 
to contact 
When you can’t “drop in” and 
tell them the fact. 


It’s a “lead pipe” cinch that a 
customer who 
Is human enough to listen to 
you 
Will read your words with an 
unbiased mind, 
If your style’s the warm and 
human kind. 


So keep your words for the better 
part 
A little less brain and a lot more 
heart. 
And remember, before you moisten 
the glue, 
To take out some “me” and put 
in some “you”! 


Thanks a million, Fellow BUSI- 
NESS BUILDER J. M. L. of Tulsa, 
U. S. A. And thanks another mil- 
lion to another Fellow B. B. of 
740 Investment Building, Wash- 
ington 5, D. C.—the one and only 
Charles Potomac Garvin, manag- 
ing editor of The National Sta- 
tioner and general manager of 
The National Stationers Associa- 
tion for his enthusiastic comment 
on page 14 of the May, 1945, Na- 
tional Stationer. His remarks 
about our page, observations 
which are most truly appreciated, 
will lend incentive to us to keep 
right on building the BUSINESS 
BUILDERS that office outfitters 
are sending in with co-operative 
altruistic regularity to the co- 
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ordinator of this page, Box 2153, 
care of: Shaw & Borden Company, 
Spokane 2, Washington. 

* . e . * 7 + +. + +. - 
INCREASE WITH ALL YOUR 
POWER YOUR JU. S. WAR BOND 
PURCHASES AND HOLD THEM 
FOR YOUR UNCLE SAM! 

+ * * - + + + . + 7 . 

Welcomed in this morning's 
mail was a preview copy of 
Globe-Wernicke’s current issue of 
Profit Pointers. Typical of the 
splendid spirit being expressed by 
office-outfitting manufacturers 
everywhere in our nation were the 
two keynote messages by General 
Sales Manager Pfau, and Editor- 
in-Chief Downing. To illustrate, 
permit us to quote verbatim from 
the two respective theme para- 
graphs of these so ably expressed 
PROFIT POINTERS: From Gen- 
eral Sales Manager Pfau’s 
“THANK YOU, MR. DEALER”: 





When V-J Day comes, the 
challenge to help the offices 
of business in the immediate 
years ahead will be great. 
Then we shall count our- 
Selves exceedingly fortunate 
to be in this business. 








—From Editor-in-Chief Downing’s 
“LET’S KEEP OUR FEET ON THE 
GROUND”: 





By all means, let’s recog- 
nize the tremendous possi- 
bilities the future holds. Let’s 
get our sights just as high as 
we can for future sales and 
profits. But let us also do a 
steady job from day to day 
and “KEEP OUR FEET ON 


THE GROUND.” 








From cover to cover, this edi- 
tion of Globe-Wernicke’s Profit 
Pointers was a brilliant inspira- 
tion. 

* * + + + + + aa * * * 
Write regularly, interestingly, and 
CHEERFULLY to the _ splendid 
young men and women in the 
armed servicses of our nation! 
* * * ” * + * + o - oa 

Thanks to each and every con- 
tributor to this page ... in the 
interest of ‘“OFrFICE-EFFICIENCY,” 

RALPH B. ORTEL 


ye 
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Post-War Dreams vs. Today's Doing 


@@ POST-WAR plans can easily be the kind of 
stuff of which dreams are made. There’s a lot of 
reflection these days concerning the pot o’ gold 
which so many people think lies at the end of 
the V-J Day rainbow. Consequently, the coins 
which lie in many a businessman’s backyard are 
going to be neglected while he charts the profits 
which he believes will certainly accrue to him 
when the war in the Facific is ended. 

Are dealers in office machines, appliances fur- 
niture and stationery going to be guilty of scorn- 
ing immediate opportunities in order to dream 
about future business? 

Although he declares he hasn’t found it 
among “our own people”, General Manager 
Charles P. Garvin of the NSA talks of this kind 
of neglect for the present in his Washington 
News Letter of July 14 when he says: 

“It is very hard to get them interested in 
the things that have got to be done whether 
we want to do them or not. It is very easy to 
get them interested in some dreamy stuff that 
floats around in the air and doesn’t seem to 
have any terminus in it, either top or bottom, 
and I’m just wondering if we shouldn’t brush 
off the economic burial list on the basis that 
many a guy is going to meet economic disaster 
by fiddling around with the things that he 
doesn’t know much about and neglecting 
things that he does know something about.” 

The prospect of more sales in the post-war 
era, based both on the potential demand and the 
bigger stocks, untrimmed by priorities, is indeed 
a pleasing one. There is nothing wrong in plan- 
ning to gain a rightful share in such business. 
But the smart businessman today is the one who 
is not neglecting what is now rightfully his. He’s 
the dealer who is continuing his sales meetings, 
continuing his contacts with old friends, preach- 
ing service along with sales, and trimming his 
sails for a profitable voyage. 

The brilliance of the post-war rainbow may 
dim present horizons. For example, the tools of 
the office will again be needed and in many 
cases are needed right now by the doctor, the 
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dentist and other small business or professional 
men returning from the wars. Salesmen must 
service these people again, must call on them 
as they did before, even though the war vet- 
erans’ needs are small. 

Too many companies and their salesmen are 
now getting the habit of passing up the smaller 
cities in favor of the metropolitan centers. They 
are neglecting the “little town” as well as the 
“little fellow” in favor of the “big town” and the 
“big guy.” That’s one way to alienate people 
and not make friends. 

One can dream, sure, but let’s not trade what 
is here now for something that’s not at hand, 
even though it is enveloped with the brilliance 
of that alluring title, “post-war.” 





We are not sent into this world to do anything into 
which we cannot put our hearts. We have certain work 
to do for our bread and that is to be done strenuously ; 
other work to do for our delight and that is to be done 
heartily; neither is to be done by halves or shifts but 
with a will; and what is not worth this effort is not to be 
done at all. —John Ruskin, 


_>_ ees. 


Mailing of Books to Cost More 


Unless — 


@© A BILL being considered by Congress pro- 
poses to set up a system of postal zones which 
will result in substantial increases in the cost of 
mailing books. A number of stationers through- 
out the country handle books of fiction and other 
best sellers. Practically all carry dictionaries, 
some text books and volumes on business sub- 
jects. In consequence, H.R. 3235 is of genuine 
significance to the commercial stationery indus- 
try. Any dealer who includes books in his lines 
should study the pending bill. If he finds that 
its passage would increase his costs, which can- 
not be passed on to the purchaser because of 
price ceilings, he should make immediate con- 
tact with his Congressman to register a strong 
objection. As the bill is now under consideration 
prompt action is necessary. 


THERE 








GERMAN PORTABLE SHOWN AT 
JOPLIN, MO., NOT FOR SALE 

A German-made portable type- 
writer—not for sale—aroused con- 
siderable interest recently in the 
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display window of the Joplin Type- 
writer Company, Joplin, Mo. Frank 
Fogg, Jr., brought the machine 
home to his father as a souvenir 
from Germany. As a B-I7 radio 
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gunner, Technical Sergeant Fogg 
bailed out over Germany with other 
members of the crew and was cap- 
tured. 

Escaping with a buddy from the 
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prison camp, the Joplin soldier 
picked up the Erika-made portable 
while traveling back to the Ameri- 
can lines. Included in the window 
display were German weapons, 
money and officers’ clothing, most 
of these souvenirs having been 
taken from a German colonel! "who 
didn't need them any longer." 

Papa Fogg is proud of his Erika 
portable typewriter—extremely 


proud!—GET 








KITTEN ON THE KEYS—It's the 

touch system too, done in best feline 

style on a Royal typewriter. A cus- 

tomer of Forbes Typewriter Com- 

pany, South Bend, Ind., brought the 

picture to the firm, which in turn sent 
it to OFFICE APPLIANCES. 





AD UNLOCKS TYPING KEYS FOR 
VET TO WRITE A BOOK 


Lowell Bennett of International 
News Service came home from a 
German prison camp to discover 
that "war is hell" at home—he had 
no typewriter with which to grind 
out a book. The following ad was 
inserted in the Newark (N. J.) News: 

WAR CORRESPONDENT, 
returned from German prison 
camp, finds America typewrit- 
erless; appeals to purchase 
good condition standard porta- 
ble with which to return to 
work, 

Bennett had so many offers he 
considered for a time opening a 
second-hand typewriter shop, but 
decided to write a book after all. 
And that's what he's now doing at 
his home at South Orange, N. J. 





LT. BEN SNYDER ill, VET OF 
PACIFIC, SEES A LONG WAR 
AHEAD WITH JAPANESE 


First Lt. Ben Snyder III, son of 
B. M. Snyder, Jr., of the U. S. 
Typewriter Ribbon Manufacturing 
Company, is just back from the 
Palau and Philippine campaigns in 
the Southwest Pacific and he 
doesn't hold with those inveterate 
optimists of the home front who 
can see the end of the Japanese 
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war by autumn or the first of the 
year. 

Veteran of 41 combat missions 
and 352 combat flying hours, Lt. 
Snyder, who was the bombardier 
on the B-24 Liberator bomber 
"Short Run," sees "a long, bitterly- 
contested series of campaigns simi 
lar in intensity of action to the 
costly struggles for lwo Jima and 
Okinawa." Lt. Snyder cites the 
fanatical resistance of the Japanese 
their infinite capacity for trickery 
and their unfaltering devotion to 
their cause. 

When questioned as to the possi- 
bility of mass surrenders such as 
was indicated on a small scale dur- 
ing the closing days of the battle 
for Okinawa, he pointed out that 
in the great majority of cases, the 
men who capitulated were inden 
tured functionaries of the Japanese 
war machine pressed into service 
from the Imperial holdings on For- 
mosa and on the Korean peninsula." 
He continued, ‘Front line Nipponese 
soldiers are rarely taken alive, al- 
though the handful of Japanese 
officers who gave up on Okinawa 
constitute an encouraging sign.’ 

Lt. Snyder, whose heavy bom- 
bardment group hammered enemy 
targets on Yap, Truk, Marcus, Cor- 
regidor, Clark Field and Bataan, 
holds the Air Medal with seven Oak 
Leaf clusters and has been recom- 
mended for the Distinguished Flying 
Cross for leading a successful foray 
against Mabalacat airdrome, north 
ot Manila, last Christmas day. At 
that time, 46 Japanese planes were 
destroyed in the air and numerous 
casualties and damage were _in- 
flicted on the enemy on the ground. 

The flyer reported to Greens- 
boro, N. C., for reassignment. 





CATTLE BARN IS NO PLACE, 
IT SEEMS, FOR CITY SLICKER 


James E. Feeley of Springfield 
Office Supply Company, Spring- 
field, Mass., was in Hampden, Mass., 
over the weekend of June 24 and 
decided to look at some cattle in a 
barn. It was a regrettable decision, 
because Jim, in negotiating an 
eight-inch step into the barn, lost 
his balance and fractured a bone in 
his left leg. The leg will be in a cast 
for about five weeks. 

Off the record, Jim said, "|! assure 
you | was perfectly sober, but came 
to the conclusion that a cattle barn 
is no place for a ‘city slicker’.” 

His associates declare that cer- 
tainly Jim didn't throw the bull this 


time. 
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LETTING GEORGE DO IT IS NO 
IDLE TALE AT MEMPHIS 


If George W. Knox of Memphis, 
Tenn., isn't the busiest man in the 
city he'd like to meet his com- 
petitor. 

Mr. Knox reports at 9 A.M. daily 
as an outdoor salesman for an office 
equipment company. As time per- 
mits during the day, he collects for 
a funeral home. 

At & P.M. he reports to the 
funeral home, where he serves as 
a receptionist until about midnight. 
He then goes to bed at the place, 
but until 8 A.M. answers the tele- 
phone, taking ambulance and death 
calls. 

And that's not all. He is ticket- 
taker at the baseball park. He gets 
off from regular work for afternoon 
games and also works there the one 
night a week he is away from the 
funeral home.—GET. 








STILL ACTIVE AT THE FOURSCORE 
MARK.—Hale and hearty at 80 is 
President Hurlbut W. Smith of L C 
Smith & Corona Typewriters, Inc., 
shown being congratulated on his 
eightieth birthday anniversary by 
Sidney R. Price, joint managing direc- 
tor of L C Smith & Corona Type- 
writers, Ltd., London. The veteran 
typewriter executive is wearing a 
beautiful lei, received via air mail 
from Lt. Norman Saksvig, USNR, now 
stationed at Hilo, Hawaii. Lt. Saksvig 
was a former champion typist. 





MEXICAN SOLDIER PROVES TYP- 
ING CHAMP BUT FINDS OUR 
ENGLISH VERBS PUZZLING 


Sgt. Hector Felipe Jiminez Rubio, 
a Mexican soldier attached to 
Lowry Field at Denver, Colo., won 
the title of ‘typewriter tornado” 
because he types 120 words per 
minute in English, a language he 
can't read. 

He likes his temporary assign- 
ment, but: 

"The English, she has too man 
verbs, and | have had too ole 
the KP,"" he complains—GET 
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NUMUA NEWS 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


How to Get ‘Em and What to Do with Em 


Notes on the 
Collection of 
Antique Typewriters 


By John 
Dannenfelser, Jr. 
Chairman, 

NOMDA Publications 
Committee 


HERE ARE two good reasons for collecting antique 

typewriters. One is that it is a pleasure to collect 
them and to be able to appreciate the fact that we 
don’t have to sell and service the kinds of machines 
that were being made 40 years ago. Another reason 
is the fact that such a collection can be used effec- 
tively in sales promotion. 

A good deal has been written to describe collections, 
but not much has been said about how to get the 
machines in the first place. In that respect this 
article is planned to provide some ideas. 

Very little money need be invested in a collection. 
A few dollars a machine is aplenty. If we get several 
machines of the same make it is often possible to 
trade even or get an additional price for a duplicate 
model, thus securing a machine not represented in a 
local collection. 

Classified ads like the following will stir up local 
interest and get antiques into a store: 

“We will give you an allowance for any kind of a 
typewriter you have, whether it works or not.” 

“We want to buy used typewriters, any make.” 

“Would you like to have your typewriter recondi- 
tioned, or would you like to trade it for a machine 
that workers better?” 

“We'll take your oldest and worst typewriter in 
trade on almost anything.” 


Small Towns Offer Good Hunting Ground 


There are probably more antique machines in the 
country and small towns than in the cities. City 
markets have been actively covered for years, and odd- 
make machines have been junked and destroyed 
as a matter of company policy. In small communities, 
it is often possible to get antique leads by asking 
the local newspaper, school officials, or county officers 
if they know of old typewriters. Not long ago, I 
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saw a Burnett on the mantle of a small town news- 
paper office with a price tag of $8.00 on it. Upon 
inquiry, I found that it belonged to a subscriber who 
had just left it there in hopes that somebody would 
buy it. The subscriber now has a No. 3 Corona and 
we have the Burnett and made a small profit on the 
deal. Linowriters and double keyboard models were 
very common in the old-time newspaper offices and, in 
fact, a few of them are still in use. The user of such 
a machine can almost invariably point out someone 
else in town who owns an odd typewriter. Old-timers 
who insist on double keyboard typewriters, however, 
are among the hardest people to trade out of their 
relics. Sometimes it is possible to trade them a Smith 
Premier No. 4 or a visible writer for a Jewett or 
a Duplex or some even scarcer model. That’s why it 
is a good idea to have one or two such machines 
in working order for immediate trade when such a 
swap becomes possible. Old-time Oliver addicts are 
another hard class to deal with if their machines 
are still working, but sometimes one can swap a 
model 1, 2, 3, or 7 (relatively rare models) for a 
5 or a 9 in working order. 


Something Newer For Something Older 


Most people are willing to trade an antique that 
doesn’t work for almost anything that does work, 
and it is often possible to get a fair price out of an 


THANKFUL FOR 
PROGRESS — 
“There have 
been some 
changes in 76 
years,” muses 
Penny Gray, ste- 
nographer for 
the Oscar W. 
Hedstrom Corpo- 
ration, Chicago, 
as she attempts 
to manipulate 
the “Writing 
Ball” typewriter 
invented by R. H. 
M. J. Hansen of 
Germany and 
patented on June 
23, 1869. This 
machine is 
among those on 
display at the 
Museum of Sci- 
ence and Indus- 
try, Chicago. 
(Acme Photo) 
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old machine that wouldn’t be saleable to anyone 
except a person who has found it impossible to 
continue the use of an even older obsolete typewriter. 
A few extra Oliver 9’s and Rexes on hand for such 
trading often enable a dealer to get a machine he 
really wants badly. 

Here’s another way to locate antiques. In calling 
on a school about typewriters, one can induce the 
management to permit a salesman to make a talk 
to the commercial class about typewriters and their 
care. In the course of such a talk it is very easy 
to ask the class members what kind of typewriters 
they have seen and just where they have seen them. 
A discussion of the history of the typewriter some- 
times brings out valuable information to a relic hunter. 
A surprising number of people will actually give their 
old machines away to get rid of them, and since 
they have no real value, the dealer is doing the 
owner a favor to take such a machine. Sometimes 
we get old typewriters on the condition that “I might 
want it sometime.” In this case, the machine, when 
it is shown, bears the legend, “This machine is the 
property of and is especially loaned 
for this exhibit.” Or, “This machine was used by the 
late Mr. the celebrated lawyer (or 
preacher, doctor, writer, or something) and is shown 
through the courtesy of his grandniece, Mrs. ............ “i 
These special notations tend to heighten public in- 
terest in an exhibit. 

A collection of as few as a dozen machines is worth 
showing and exploiting. But if you once start the 
hobby, you’ll soon go beyond this figure. 


This Adds to Value of the Exhibit 


A little card listing the age, history and special 
features of each machine should be placed on, or in 
front of, a typewriter when an exhibit is being 
held. We've found that rarity and oddity are both 
factors in attracting unusual attention. Touch typists 
are amazed to see three- and seven-row typewriters. 
The use of the inked pad instead of the ribbon is 
another thing which holds unusual interest. The 
Williams and ihe early Blickensderfer appear parti- 
cularly fascinating. It’s a good idea to exhibit the 
portables and the standard machines in separate 
groups for explaining machine development, and the 
portable collection will probably not be as large. A 
good portable collection might well include the Stand- 
ard Folding typewriter, the Blickensderfer, the Folding 
Fox, the National (or Portex), the three-row basket- 
shift Noiseless, the portable Hammond, Rochester, 
Gourland and other unusual machines extending 
over a period of some 50 years. 


An exhibit can be used effectively when commercial 
classes are invited to special private machine show- 
ings. Such an exhibit should include a talk on type- 
writer history, machine development and the im- 
portant improvements in current machines. An oc- 
casion of this kind is an excellent opportunity to 
interest students in the purchase of new or used 
typewriters. Window displays of antique typewriters, 
pictures and free publicity in local newspapers at- 
tract remarkable attention from the public and tend 
to make people think about buying machines for their 
own use. But an exhibit should not be steadily avail- 
able for public inspection. Periodic showings with 
special invitations to schools, business groups or local 
organizations present better sales opportunities than 
simply having a group of machines in the same 
place for public inspection. Such a policy would, in 
my opinion, risk the possibility of the public getting 
the idea that the machines were for sale and that 
they represented the kind of stock that the store 
normally offered. 

If you want specific information and suggestions 
not offered in this article or if you have ideas of 
your own or criticism to present, please write your 
NOMDA publications committee. 
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TO FURTHER THE NATIONAL OFFICE MACHINE DEALERS 
ASSOCIATION'S DESIRE TO MAINTAIN HIGH ETHICAL STANDARDS 
IN ALL BUSINESS RELATIONSHIPS, | PLEDGE MY EVERY EFFORT TO: 


1 Offer my customers quality, intrinsic value, and service Every trans- 
action must be profitable both to the customer and myself 


2 Extend the same courtesies and consideration to my suppliers that 
| would like to receive from my customers 


3. Do everything equitably ond impartially to promote satisfied, effi- 
cient and contented employees. Encourage ond promote employee 
education in my business and offer advancement solely on merit. 
Readily discuss all questions of mutual interest, provide good work- 
ing conditions, and pay fair woges for work performed 


4. Maintain cordial, friendly and helpful relationships with my fellow 
dealers and by example lead to higher ideals of business conduct, 
more satisfactory service to the public, thereby reflecting honor on 
the entire industry 


5 Interest myself in the civic welfore of my community and to actively 
support its civic and commercial associations. 





6. Inform myself on all lows relating to our busi and co-operat 
with their enforcement. | shall also interest myself in proposed legis- 
lation offecting our industry to see that justice and fairness prevail 
and that the best interest and welfare of the industry is safeguarded. 


These Principles of Business Conduct have been adopted by 











NOMDA Code of Ethics 


By W. J. GARRISON 


Chairman, 
Ethics and Standards Committee 


HE CODE OF ETHICS adopted by the National 
Office Machine Dealers’ Association (see reproduc- 
tion above) is intended to standardize business practice 
in the office machine industry on a high ethical plane. 
Such written standards do much to raise the stand- 
ing of our industry in the business world. They serve 
as a gauge for the consuming public to judge our atti- 
tude toward correct business practices and: do much 
to gain good will, confidence, and favorable considera- 
tion. 

This written code serves those who lack facility of 
expression in telling their employees and the public 
their standards of business practices. 

Competition is obviously unfair when a man who 
follows the rules is forced to compete with one who 
does not. Under these rules, sales should be made on 
the basis of (1) service, which is a reputation for the 
conduct of business in a prompt and efficient manner; 
(2) quality, which accords the public an honest prod- 
uct truthfully represented; and (3) honor, which is 
a reputation for fair and honorable business dealings. 

Unfair practices are damaging to honest business 
and a nation at war. Cut-throat competition creates 
disunity in the ranks of business men and undermines 
co-operative effort. A code effectively enforced will 
encourage fair competitive practices. It serves as an 
educational force in clarifying for members the con- 
fused thinking that so often surrounds the definition 
of fair and unfair practices. This code, honestly ad- 
hered to, will promote mutual confidence and trust 
between competitors, employer and employee, buyer 
and seller, business and its customers. 
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NEW ENVELOPE OFFERED FOR TAX FORMS 

Consolidated Business Systems, Inc., New York, N. Y., 
is offering a new special open face (window) envelope 
for their “Redifixt W-2” withholding tax forms. The 
new envelope, the company claims, permits the mail- 
ing of these forms without burdening the payroll or 
mailing department with the task of addressing them. 
Prices are quoted for quantities of from 100 to 10,000. 
They can be had with or without the glassine patch, 
and with or without name and address in upper left- 


hand corner. 
2 


OFFER “SILENT SENTRY” TYPEWRITER BASE 


Claiming distinct advantages, Business Machine 
Products, Inc., New York, is offering the “Silent 
Sentry” typewriter base to accommodate any standard 
typewriter. 

The use of the base permits the typewriter to be 
fastened to any wood or steel desk securely, yet to 
be removed in split seconds simply by lifting the 





“SILENT SENTRY” TYPEWRITER BASE 


machine off the desk. Additionally, since the base has 
a special cut-out center, it is possible for typewriter 
servicemen to make repairs without the time-con- 
suming task of first unscrewing the machine from 
its position and then screwing it into place again. 
The “Silent Sentry” base also serves to silence the 
typewriter and to eliminate the transmission of sound 
from the desk through the feet of the machine. 
Heavy hair-felt pads underline the base at the point 


where the typewriter’s feet rest. 
Oo i @ 


OFFER POWDERED INK FOR OVERSEAS USE 

A new product offered by A. C. Spencer Company, 
Riverside, Calif., is powdered writing ink, especially 
designed for overseas servicemen or women or travel- 
ers. It is prepared for use simply by mixing with 
water. The ink, which is packaged for mailing in a 
letter, retails at $.25 a package. 
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WELLS MAKES NEW STEEL WASTE BASKET 
Introduction of a new steel waste basket is an- 
nounced by Wells Office Furniture Company, 725 South 
LaSalle Street, Chicago. In olive green finish only, 
the basket is square in shape and stands 14 inches 





WELLS NEW STEEL WASTE BASKET 


high. Top measurement is 12 inches square, tapering 
to ten inches square at the bottom. The baskets, 
made to retail at $3.00, are packed six to a carton 
with shipping weight of 25 pounds. 
a oo 
RIVET-O INTRODUCES “NEW” STAMP PAD 

Rivet-O Manufacturing Company, Orange, Mass., 
has introduced a unique design in a stamp pad. Called 
the “Speed-Mo Signet” stamp pad, it fits snugly be- 
tween the fingers of one hand, leaving both hands 





- “SPEED-MO SIGNET” STAMP PAD 


free. Designed for the use of checkers and inspectors, 
it is made of special sponge rubber with a 1%-inch 
diameter inking surface. The pad is in a plastic case 
with spring steel grip holders to fit the user’s fingers. 
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NEW MACHINE SOLVES COPYING PROBLEMS 


CopvKing Corporation of America announces a new 
development in the form of a low-priced photo-copy- 
ing machine for use in office and factory. No dark 
room, camera or film are required. CopyKing offers a 
simple method of duplicating letters, documents and 





COPY KING COPYING MACHINE 


other valuable paper work, copying actual size up to 
10 x 14 inches. The material may be black or colored, 
flat or in a book or magazine, printed on one side or 
on both sides. The sales office of CopyKing Corpora- 
tion of America is located at 15 East 40th Street, New 
York 16, N. Y. 


TO INTRODUCE NEW LOOSE LEAF BINDING 


General Binding Corporation, Chicago, makers of 
mechanical bindings, announce that they will soon 
introduce an entirely new binding to be known as the 
“General” loose leaf binding. Advantages over con- 
ventional loose leaf devices are claimed. Cercla and 
Cerlox mechanical bindings, made by General, are 
now available without priorities. 








NEW PAPER PUNCH—Diebold, Inc., Canton, Ohio, has placed 

on a market a new paper punch with adjustable paper guide. 

The punch utilizes a base of laminated, tempered and pressed 
wood for greater durability and rigidity. 


eg 


OZALID PRINTMASTER PROVIDES QUICK COPIES 


The new Ozalid Printmaster, manufactured by Oza- 
lid Products division of General Aniline & Film Cor- 
poration, Johnson City, N. Y., makes possible speeds 
double those of previous machines, claim its makers. 


Reproduction on paper, cloth, foil or film, at speeds 
up to 30 lineal feet a minute, are said to be possible 
for architectural and engineering drawings, letters, 
photographs, and advertising layouts. Since the mate- 
rials are sensitized with an azo dye and are dry-de- 
veloped in ammonia vapor right in the machine, prints 
require no washing, fixing, drying or other processing, 
and can be used immediately. The azo dyes used in 
the process produce grainless, positive prints directly 
from positive material fed into the machine. Colors 
are black, blue, red or sepia on a white background. 
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ALMAC PLASTICS, INC., OFFERS NEW PRODUCTS 

Plexiglas is used by Almac Plastics, Inc., New York, 
N. Y., as the basic material for many new products 
offered to the office appliances trade. Advertising 
folders have been prepared listing desk and writing 
sets, perpetual calendars, bookends and memo pad 
bases. 





AGAIN AVAILABLE 











PORTABLE STANDS GO ON MARKET SOON 


Two models of portable stands for business machines 
made by Tiffany Stand Division of Allied Metal Prod- 
ucts Manufacturing Company with general offices at 
4454 Easton Avenue, St. Louis, Mo., will be available 
for delivery on August 15. A third model will appear 
about September 1. 

The stands to be ready August 15 include Model S 
standard model and Model SS, which has the same 
specifications as Model S with the exception that it 
does not have retractable casters. The Model S, 26 
inches high, has Tiffany patented retractable casters 
and adjustable head which is variable from 634 x 734 
inches to 1534 x 1534 inches. There is one drop leaf, 
1414 x 18 inches, on the left side and provision is made 
for an additional drop leaf on right side at two heights. 
The Model SL for later delivery is built to accommo- 
date the larger electrically-operated fanfold-type ma- 
chines. This model has drop leaves, retractable casters 
and head adjustable to 15 x 19 inches. 

RE SE Si 
BECK RESUMES CIVILIAN USE PRODUCTION 


After manufacturing duplicating machines and sup- 
plies for Army and Navy needs during the past several 
years, the Beck Duplicator Corporation, 18 West 18th 
Street, New York, N. Y., announces that production for 
civilian use has been resumed. New brochure and 
price lists on the products are available. 

—_——o— - o-——___— 


HARTER SCHEDULES STEEL CHAIR DELIVERIES 

Harter Corporation, Sturgis, Mich., is now featuring 
three of the first steel chairs which will be built as 
soon as restrictions are lifted. The company is now 
accepting orders and scheduling deliveries for these 





CHAIRS OF TOMORROW—The Office Supply and Equip- 
ment Co., South Bend, Ind., made this display of the steel 
chairs, both posture and the conventional type, which Harter 
Corp., Sturgis, Mich., will manufacture during the first post- 
war months. A poster in the windew tells that these chairs 
are not for sale today but that as soon as restrictions are 
lifted the South Bend firm will carry the complete line shown. 


chairs. A chair for executives and two posture chairs 
are listed. “Because our early production will be lim- 
ited by shortages of manpower and materials, orders 
for these steel chairs should be sent immediately,” 
says Harter Corporation. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


Looking to post-war trade, the British stationery in- 
dustry, under the auspices of the Stationers’ Associa- 
tion of Great Britain and Ireland, has appointed a 
committee to investigate and make recommendations. 
This group has published a very excellent report 
showing a clarity of thought and an insight into pos- 
sible future conditions. 

Making up the committee are W. Tudor Davies, B.A., 
chairman, assisted by H. E. Bonney, Cooper, Dennison 
& Walkden, Ltd.; C. H. Shelton Cox, Percy Jones 
(Twinlock), Ltd.; E. W. Dancaster, John Dickinson & 
Co.. Ltd.; S. Lloyd Kay, Banks of Cheltenham. Ltd.; 
J. W. Hamilton-Jones, Eversharp, Ltd.; and Walter 
Mudie, Mudie & Sons, Ltd. Acting as secretary for the 
group is Robert W. Holt, general secretary, The Sta- 
tioners’ Association of Great Britain and Ireland. 


The committee’s terms of reference were “to in- 
vestigate and make recommendations for the economic 
planning of production and distribution in the sta- 
tionery trade, so that when the war ends it may be on 
a surer foundation, to be of greater service to the 
community.” Chairman Davies is a barrister who is a 
specialist in the reorganization of trade associations. 


The information contained in the report has been 
obtained from all sections of the trade and covers the 
stationery business, both before and during the war. 
Part III deals with “Post-war Trading Policy,” broken 
down into the headings of: Relations With the Gov- 
ernment, Relations With Ourselves, Relations With 
Other Associations, and Relations With Employees. 

Part IV defines the “Principles of Distribution in 
This Country” as being (a) as wide as possible a choice 
to the consumer; (b) the question of equitable price; 
(c) the necessity for efficient service. Functions of the 
manufacturer, the wholesaler and the retailer are out- 
lined and those of the latter are divided into two main 
classes: 1. Domestic and social stationers, 2. Com- 
mercial stationers. 

Included in the code of ethics are these principles: 
“It is considered a breach of fair trading practice for 
a member deliberately to imitate another’s product. 
Price cutting is unethical and results in the destruc- 
tion of the good name of the product, the good will 
of the seller’s business and the respect of the buyer. 
It is necessary, therefore, that all merchandise sold 
and all work executed shall be priced so as to yield 
a fair margin of profit.” 


30 


The report makes these interesting statements re- 
garding relations with other associations: 

“In view of the fact that the stationery trade is 
inter-related with allied trades such as printing, book- 
selling, paper making, paper merchanting, office ap- 
pliances and so forth, it is felt that there should be 
the closest possible co-operation between the various 
allied trade organizations. 

“It is apparent from the evidence that the activities 
of the Stationers’ Association and other kindred trade 
organizations mutually impinge upon each other, and 
that there are matters of common interest all of which 
should be considered unitedly instead of individually, 
as at present.” 


Is Promoted by Underwood 


Wilfred George Lansley joined the sales organiza- 
tion staff of Underwood Elliott Fisher, Ltd., in Great 
Britain in 1920. In 1930, he became London manager 
for the accounting and adding machine division, being 
promoted to sales manager for these products in Great 
Britain and Ireland in April, 1937. In April of this 
year, he was appointed managing director of the com- 
pany, succeeding the late E. O. Gilmore. The two men 
were close personal friends. Few persons in the Office 
Appliance industry command the respect accorded 
W. G. Lansley. 


E. Peter Smith Weds Rita Kiddell 


E. Peter Smith, formerly of the Royal Armoured 
Corps, son of Edgar Smith of Blick Office Equipment, 
Ltd., was married on June 16 to Rita Kiddell, W.A.A.F. 
Mr. Smith was graduated from the Royal Military 
College, Sandhurst, as a tankman and is now gradu- 
ating as a salesman. Wife Rita, a slim, titian-haired 
young lady who has done yeoman service on the plot- 
ting table in this war, is the daughter of a flying ace 
of the last war—_SSE 

ee 
DEALER IN SPAIN GETS REMINGTON AGENCY 


The firm of Casa Malondra, 78 Jaime 11, Palma de 
Mallorca, Balearic Islands, Spain, advises OFFICE AP- 
PLIANCES of their appointment as Remington Rand, 
Inc., agent in the Balearic Islands. The importation 

(Turn to page 82, please) 
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rom under their daily mountains of paper work, many a sec- 
retary, and many an executive, has paid conscious or unconscious 
tribute to the wartime efficiency of the Smith-Corona typewriter. 
Its easy “write,” speed in action and freedom from repairs have 


earned it a special place in the affections of its users. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1N Y \ os 
; Groton Plant 


____ ===. SMITH-CORONA <== ___ 
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Desk Set Tax Ruling Cleared; More Wood 
Chairs Promised; Paper Restrictions Eased 


CLARIFY TAXABILITY OF ONYX DESK SETS 


Clarification of rulings on the taxability of onyx 
desk sets has been received from the Treasury De- 
partment, which has reconsidered the classification of 
onyx-marble and held that articles such as book 
ends and ash trays, which are not commonly or 
commercially known as jewelry, are not subject to 
the tax. An exception is listed, however, if they are 
made of, or ornamented, mounted or fitted with preci- 
ous metal or an alloy of such metal. 

A line of desk pens fitted with a gold nib and a good 
thread band, both of which are functional, is held 
to be nontaxable. The receptacles for this line are 
fitted with a three-sixteenths’ inch gold band near 
the open end of the receptacles and are thus func- 
tional in the same manner as the band at the open 
end of the cap of the pocket fountain pen. Bases 
of onyx are not to be considered taxable since the 
washers, name plates, or other ornaments have a 
base metal of brass or bronze and are merely plated 
with gold. Plated ornaments having a brass or bronze 
base do not come under the terminology of the inter- 
pretation received from the Commissioner of Internal 
Revenue, since they are not of precious metal or an 
alloy of such metal. 

i) 


TO STEP UP WOOD OFFICE CHAIR OUTPUT 


Manufacturers of wood office chairs expect to in- 
crease production in the third quarter despite tight- 
ness of materials and labor, according to members of 
the Wood Office Chair IAC, the War Production Board 
reports. Production of swivel irons of the types used 
in wood chairs has increased. Military cutbacks al- 
ready made in the hardwood truck body program are 
expected to free some restricted lumber and to release 
labor in some areas where wood chairs are produced. 
A total of 12,000,000 feet of the restricted species of 
lumber controlled by Direction 6 to L-335 has been 
allocated to the entire wood furniture industry for the 
third quarter. In addition, a quantity of restricted 
lumber reserved from the second quarter is now avail- 
able to manufacturers for use in military and govern- 
ment orders. Requests for its release under Direction 
6 should be made immediately and should include 
details, such as the numbers of the contracts for which 
it will be used. 

Revocation of L-260-2 has been unanimously recom- 
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mended by members of the Wood Furniture and the 
Upholstered Furniture IAC’s, WPB reports. The mem- 
bers also recommended amendment of M-317-a so that 
textiles might be allocated to furniture manufacturers. 


A) 
RELAX PAPER STATIONERY RESTRICTIONS 


Paper stationery may be manufactured in all sizes 
and styles, and commercial type envelopes may have 
mechanical closures in addition to gummed adhesive 
flaps, the War Production Board announced June 29. 

Schedule VII to Order L-120, issued August 30, 1943, 
restricted the use of metal closures on commercial 
envelope flaps already supplied with adhesive seals. 
Schedule VIII to L-120, issued October 23, 1943, re- 
stricted the manufacture of paper stationery to certain 
sizes, styles, weights and packaging. Increased sup- 
plies of steel for dies and mechanical closures now 
make the restrictive provisions unnecessary, WPB 
said, in deleting the two schedules from Order L-120, 
effective June 27, 1945. 

o 


CLARIFY NEW RULINGS ON PAPER USE 


Producers of commercial envelopes and commercial 
and social paper stationery are the only manufactur- 
ers and paper converters affected by recent changes 
in Schedules VII and VIII of Order L-120. The pulp 
and paper order and all other schedules and direc- 
tions in the order remain in effect, the War Produc- 
tion Board emphasized. There have been no changes 
in the maximum weights of paper that may be used 
in the manufacture of these commodities, despite 
rumors to the contrary, WPB said. These clarifying 
statements were made because of apparent confusion 
among some paper manufacturers and converters 
about the status of Order L-120 after Schedules VII 
and VIII were revised on June 27. 


o 
REVOKE CARBON FORM PRODUCTION SCHEDULES 


Continuous and interleaved carbon forms used for 
business purposes will no longer be under automatic 
scheduled production, due to revocation of Table 16 
of M-293, the Printing and Publishing Division of 
the War Production Board reports. WPB points out, 
however, that scheduling for the production of the 
carbon forms can be accomplished whenever neces- 
sary by invoking its usual directive procedures. 
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A. W. Willis, of Atlas Desk & Safe Company, Los 
Angeles, dropped into headquarters for a visit June 
21. He was on a quick buying mission which was to 
take him to Jasper, Ind., Cincinnati, Cleveland, Toledo, 
Grand Rapids, Manitowoc and Green Bay before start- 
ing his return. The employment situation in southern 
California had eased somewhat, he reported, but the 
shortage of merchandise is as acute as ever. The 
demand for furniture continues to be well above 
normal. 


Jess Sutton and Joe Bogan of Woodbury Book Com- 
pany, Danville, Ill., were in Chicago the week of June 
25. Jess visited with the office of this journal by tele- 
phone on the twenty-ninth. Making the trip to buy 
school supplies and other goods, he reported that his 
successful mission was made more pleasant by a brief 
visit with his daughter, formerly a Chicago resident, 
who was preparing to move to Boston. Mr. Sutton 
and Mr. Bogan had lunch with the Great Lakes 
Travelers Club, a regular procedure whenever they 
are in Chicago at noon Friday. 


A. L. Marschall, manufacturers’ representative, of 
New Orleans, made a visit to Office Appliances’ head- 
quarters June 28. In his new capacity as representa- 
tive of several non-competing companies he travels 
most of the South and Southwest. In Kankakee and 
Chicago he called upon Amberg File & Index Company 
and Codo Manufacturing Company. He planned to 
go to New York before returning to his territory. 


Bert Morris, of Bert M. Morris Company, Los Angeles, 
visited with this journal’s office by telephone July 2. 
He was to spend a few days with A. G. Bassett, sales 
representative for most of the eastern half of the 
country, and to see several friends in the industry. 
Afterward he and Mrs. Morris were to continue their 
journey on to New York. 


T. F. Peirce of the Pacific Desk Company, Los An- 
geles, phoned the office of this journal July 3. He 
arrived the preceding day in Chicago, his first stop on 
a trip to take much of the summer. In Chicago, Bur- 
lington, Minneapolis, St. Paul and elsewhere he called 
upon manufacturers whose lines he sells, and upon 
local organizations of Optimist International which 
he served as president for one year, having been 
elected in July, 1943. After completing business affairs 
in the Middle West he planned to push on to Boston 
and up into Maine for his first vacation in five years. 
Born and reared in New England, he will actually 
be staging a homecoming on his vacation. 

Mr. Peirce is a constructive merchandiser. Always 
he has operated on the basis that it costs no more to 
sell a quality product than one not so good. Both 
dealer and customer benefit more from the sale of 
better grade furniture which always satisfies. His 
record proves the soundness of his theory. 


Bob Davis, manufacturers’ representative of Port- 
land, Ore., affixed his signature to the Guest Book 
July 3. On a hurry-up trip, he and Mrs. Davis had 
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made calls in several midwestern cities, after which 
he was ready to return to his territory, his wife 
remaining in Minnestota for a visit with her mother. 
Mr. Davis has been working the entire Denver-west 
area and is well known to nearly all the western 
dealers. 


Hayman Barewin of Barco Office Supply & Equipment 
Company, Kansas City, Mo., was in Chicago on a 
hurry-up mission and took time for a brief visit at 
O. A. headquarters July 6. Like so many others in- 
cluding Chicago in their itinerary, he was on a buying 
mission and reported that he had been fairly success- 
ful in taking care of his requirements. He added that 
his business volume had expanded in line with his best 
expectations. 


Fred Deutsch, Dallas, Tex., signed the Guest Book 
July 9 for the first time in several years, nearly all 
the intervening time having been spent in the United 
States Army. Having received his discharge, he is 
ready to resume his functions as manufacturers’ rep- 
resentative and will travel for C. L. Barkley & Com- 
pany in Texas, Oklahoma, Arkansas and Louisiana. 
Mr. Deutsch’s favorite number is six. He entered the 
service November 6, 1942; landed in England June 6, 
1943; V-Day was June 6, 1944; he left his old outfit 
for another November 6, 1944, and was discharged 
June 6, 1945. Before taking up his old work he planned 
to spend several days visiting among Chicago members 
of the industry. 


C. S. Hoit of Pacific Desk Company, Albuquerque, 
N. Mex., registered in OrriceE APPLIANCES’ Guest Book 
July 11. Long in the furniture business in Illinois 
before relocating in New Mexico, Mr. Hoit was back 
in the Middle West on a buying mission and expected 
to find time to see some relatives before returning to 
Albuquerque. Forty-one years in furniture, Mr. Hoit 
once sold out his household furniture business and 
retired. The urge for greater activity would not permit 
him to stay idle. He re-established himself in office 
furniture and finds business increasing steadily de- 
spite wartime limitations. He recalled that in Albu- 
querque years ago he became well acquainted with a 
young man named Clinton Anderson, now Secretary 
of Agriculture. 


John B. Gray of J. B. Gray & Son, distributor of 
A. P. Little typewriter ribbons and carbon papers 
in Portland, Ore., was a visitor on July 13. Himself 
a business paper editor for 15 years, and for 20 years 
a neighbor of the publisher of this journal, he chose 
Portland as his location and ribbons and carbons as 
the commodities to sell, and established the business 
which is managed by his son. Recently the company 
acquired new quarters in the Davis Building, 420 S. W. 
Third Avenue, Portland 4. Both father and son have 
ideas of expansion, with a possibility of adding related 
lines. 


C. B. Lynham, recently transferred from the War 
Production Board to the Office of Surplus Property, 
Department of Commerce, Washington, D. C., signed 
the Guest Book on July 19. In his new work Mr. Lyn- 
ham is in charge of the distribution of all surplus 
office machines owned by the United States Govern- 
ment. He was in Chicago for several days making a 
survey among dealers and manufacturers concerning 
their ideas on the best methods to use in moving Gov- 
ernment surplus stocks. An experienced office machine 
man, Mr. Lynham expects to make personal contacts 
with the trade throughout the country in order to 
develop a distribution procedure that will be fair to 
all concerned—the taxpayer, the manufacturer, the 
dealer, and the ultimate purchaser. The program is 
now in its formative stage, but Mr. Lynham expresses 
confidence in the announced policy of the Office of 
Surplus Property to distribute surpluses through nor- 
mal trade channels wherever possible. 

1945 


OFFICE APPLIANCES, August, 





mhich 

wife 
ther. 
-west 
stern 


ment 
on a 
it at 
s in- 
lying 
'CeSS- 
that 
; best 


Book 
'y all 
nited 
he is 
rep- 
Com- 
siana. 
i the 
ne 6, 
outfit 
arged 
nned 
nbers 


rque, 
Book 
linois 
back 
ected 
ng to 
Hoit 
and 
ermit 
office 
y de- 
Albu- 
ith a 
etary 


or of 
apers 
mself 
years 
chose 
ns as 
siness 
pany 
S. W. 
have 
lated 


War 
erty, 
igned 
Lyn- 
rplus 
vern- 
ing a 
rning 
Gov- 
chine 
itacts 
er to 
lir to 
, the 
um is 
"esses 
ce of 
nor- 


1945 





2°-COLOR 
NI-MLASTER 


kills 10 
with ONE: stone 








£2 
O, 
SCHED <2 
16.) hy. SPIp 
REQ “4 aisle 
Ne SPEpn ru me \4 Py 
XSi TIOy » ~~ Ke 
E, LOSE LS. 
“Lew SE een 
- Op;,, 
VANT > . ? 2 “ATION, 
Sig; 00 
2 80V m6 Arr, 'RA 
Py Ar> “me 
live “or, 
VERY MATy PL, | ONAL 
R 
EROoy K Lop 
~ / Ty, 
/ C NTR, : 50TH Mie 
= : z “xc 
T'wo colors produced 1 071€ ek 


operation. 


Contrast affords easy reading 
and reduces possibility of 


error. 

aa PANAMA-BEAVER 
Made to your specifications CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
for your particular purpose. MANIFOLD SUPPLIES COMPANY 
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These Goodform Adjustable Aluminum Chairs 


( ca ki the finest line of metal office chairs made in America 
when our factory was converted 100% to war, these six numbers 


will be among the first to be manufactured when chair production is 


| resumed. @ Goodform Adjustable Aluminum Office Chairs provide 


| 


adjustments not only for physical differences in workers but also for 
job differences. Thus these scientifically designed chairs insure comfort, 


guard health and enable workers to do better work and more work. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN 1, OHIO 


Write for our complete chair catalog. 








COMFORT MASTER DeLUXE NO. 3507 COMFORT MASTER NO. 3129 COMFORT MASTER JR. NO. 3257 
Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum 
For the Guiding Heads of Business For Management and Chief Executives For Departmental and Divisional Heads 





GOODFORM NO. 2123 


Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum 
For Office Production Workers For the Secretary and Typist 


GOODFORM NO. 2125 GOODFORM NO. 2121 


Adjustable Office Chair in Aluminum 
For Departmental Assistants 
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COMFORT MASTER 
Adjustable Office Chair 


in Aluminum 
No. 3129 


LIFT YOUR OFFICE TO A Wigher Plane 


IFT your office to a higher plane of efficiency and pro- 
duction with Goodform Aluminum Chairs. Freeing you 
from “‘office fatigue’, they help you do more work and better 
work. @ Goodform adjustable aluminum chairs are scien- 
tifically designed to furnish maximum working comfort. 
The light weight and enduring strength of sparkling alumi- 
num frames, the luxury of deep cushioning and handsome 
upholstery, combine to give you a lifetime of low cost service. 


Write for a Goodform aluminum office chair catalog 
and the location of your nearest G-F dealer or branch. 








THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 





. 





METAL DESKS—GOODFORM ALUMINUM CHAIRS—METAL FILING CABINETS—STEEL SHELVING—FILING SUPPLIES—STORAGE CABINETS 
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MANUFACTURERS SPONSOR CHICAGO MEET, HEAR 
GENERAL MANAGER GARVIN, OTHER NSA HEADS 


Postponement of NSA Convention Announced 


A meeting for the Chicago area under auspices of 
the Manufacturers’ Division, NSA, attracted an attend- 
ance of 115 at the Palmer House, Chicago, on July 11. 
Presence of President R. D. Lotsch and General Man- 
ager Charles P. Garvin, and the opportunity for joint 
discussion of present and post-war trends of the in- 
dustry combined to provide a worthwhile session high- 
lighted with informal talks by leading manufacturers 
and NSA officers. 

Sales management, buying trends, the role of return- 
ing veterans and a possible apprentice plan, stock con- 
trol and turnover, promotion and advertising programs 
were among the topics under earnest discussion, with 
General Manager Garvin steering the committees. 

George Holt of W. A. Sheaffer Pen Company presided 





~ MEETINGS - CONVENTIONS + DINNERS — 






as vice-chairman of the Manufacturers’ Division. Hor- 
ace Van Dorn, Joseph Dixon Crucible Company, vice- 
president in charge of the Manufacturers’ Division, 
contributed many stimulating remarks. 

“Good sales management will have its biggest job 
in the next ten years,” Charlie Garvin told the assem- 
blage as he warned that the tremendous demand for 
war goods will not continue. “Our first job for the 
post-war period is to get back to where we can oper- 
ate as good a business as possible and not feel that 
we are starving to death.” 


Sees Good Outlook For Exports 


Regarding post-war business, Horace Van Dorn de- 
clared that the outlook was good in export selling. 
“We should be able to pick up a lot of that business 
we haven’t been able to touch,” he asserted. 

Mr. Van Dorn made these observations in regard to 
returning veterans: “It is interesting to see these 
veterans take up their work again. The zest they show 
is remarkable and it makes us wonder how we have 





NSA CHICAGO AREA MEETING, MANUFACTURERS’ DIVISION 


l. Ly & Barkley, Gordon Kickels, Fred Deutsch, all of C. L. Barkley 

°. 

2. Harry Fellowes, Bankers Box Co.; Charles P. Garvin. 

3. George Holt, W. A. Sheaffer Pen Co.; Tom Wright, Rite-Rite Manu- 
facturing Co.; Horace Van Dorn, Joseph Dixon Crucible Co. 

4. Earl Collins, Rockwell-Barnes Co.; Frank Cooper, Codo Manufactur- 
ing Co.; Jim Martin, Globe Furniture & Stationery Co.; Benny Allen, 
American Pencil Co. 

5. William G. Jarchow, H. H. West Co., Milwaukee; Herb Walsh, Ace 
Fastener Corp.; Harry Pinch, University of Chicago Bookstore; 

Westley Montpas, Victor Safe & Equipment Co. Standing: Jim Brad- 

ley, Higgins Ink Co.; Ben Powell, A. W. Faber, Inc.; Roscoe Benge, 

Code Manufacturing Co.; Earl Collins. Rockwell-Barnes Co.; Jess 

Peck, Springfield Stationery Co., Springfield. Ill.; Frank Cooper. 

Codo Manufacturing Co. 
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6. Horace Van Dorn, Joseph Dixon Crucible Co., vice-president Manu- 
facturers’ Division, NSA; Less Crowl, Blade Printing & Paper Co., 
Toledo, vice-president Distributors’ Division; Charles P. Garvin, 
general manager; George Holt, W. A. Sheaffer Pen Co., vice- 
chairman, Manufacturers’ Division. 

7. M. Wolf and Ben Cannon, Utility Supply Co.; Bob Johnson, En- 
ineering Manufacturing Co.; Bill Cox, Carter's Ink Co.; George 
eygant, Engineering Manufacturing Co.; Harry Pinch, University 

of Eiteage Bookstore; Ben Powell, A. W. Faber, Inc. 


8. P. G. Picknell, Haines & Essick Co., Decatur, president Illinois 
Booksellers & Stationers Association; Bill Smith, Ace Fastener Corp., 
president Great Lakes Travelers Club; Fred Pitt, Wilson Jones Co., 
H. D. McFarland Office Equipment Co., Rockford; A. J. Markelz, The 

L2.0k Shop. Joliet. 
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sifted this problem over in our minds and __ ple, just as in the case of the girl and the sun 
arrived at this conclusion: Without a lovely _ suit. The Boorum & Pease name supports our 
girl, the beauty of the sun suit would be lost merchandise and vice versa. Both the name 
and vice versa. and the merchandise depend on each other 
Strangely enough, this problem led our to produce the quality . . . quality which has 
trend of thought into record-keeping equip- kept American Business one step ahead of its 
ment. We wondered if the name made our _ needs for more than a Century! 
Keep in touch with your B & P Salesman 
Sigur Manufacturers of Loose Leaf Covers and 
Manu- | Forms, Visible Equipment —Bound Books. 
arvin. 
ice- 
8 GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS.ST. ¢ ST. LOUIS 2: 115 SO, 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
versity NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
llinois 
a 
} O.. 
iz, The FOR EVERY RECORD—A WAY TO KEEP IT! 


1945 g OFFICE APPLIANCES, August, 1945 39 





been able to get along without these young men, who 
in our own plant constituted about 20 per cent of the 
force.” 

Mr. Van Dorn told the manufacturers and others 
at the Palmer House session that this nation should 
be thankful that Axis bombing planes never reached 
the East. “Only three years ago we didn’t know if our 
plants would remain intact,” he stated. 

L. S. Crowl, vice-president of the Distributors’ Divi- 
sion of NSA, discussed a subject with which he is 
familiar—the selling of War Bonds. “Our chief diffi- 
culty was getting the ‘E’ Bonds into the hands of those 
not accustomed to buying government securities,” he 
stated. “The growing accumulation of saving depos- 
its rather than the purchase of bonds was watched 
with alarm and that is why the Treasury Department 
rescinded the 60-day conversion restrictions. The buy- 
ers had to be shown that they could easily convert 
their bonds, if they needed the money.” 

Concerning the effect that conversion of War Bonds 
may have on post-war business, Mr. Crow] asserted, 
“Our business will share in the sales but the spend- 
ing may not be as wild as some people expect. Many 
persons have acquired a sizeable amount of money 
for the first time in their lives—representing great 
purchasing power—but many of the savers are older 
and may be reluctant to let the money go. 


Will Enjoy Selling Job Again 


“One thing we can count on in the post-war days 
is that we will all enjoy getting back to the type of 
business we enjoyed during normal times. ... We 
are all going to enjoy going out and doing an honest- 
to-God selling operation.” 

Chairman George C. Holt drew an appreciative 
response when he declared, “As a representative of 
the manufacturers I want to say that during this war 
period we have received a splendid type of co-opera- 
tion from the dealers. They have helped us over the 
hard spots and have recognized our problems. That 
spirit is helpful both ways but I believe the manufac- 
turers have received the best of it so far. 

“This and other similar meetings should be the 
basis of continuing this relationship between the 
manufacturer and the dealer. I know that if we all 
get in and pitch we will have continued successful 
business.” 

Considerable discussion was had concerning the ac- 
ceptance of large orders for goods not yet available 
and it was the opinion of some speakers that it might 
be better to return such orders with the notation that 
the manufacturer would be glad to be of service as 
soon as the stockpile warrants. Some interesting re- 
marks on his subject were made by Ed Manning of 
Stein Bros. Manufacturing Company, Chicago. 


Discusses Effect of Priorities Lifting 


Frank Hughes, Chicago Pencil Sharpener Company, 
declared that his company is still busy manufacturing 
ammunition but “if V-J day comes tomorrow that 
picture can change. In 30 days I can have plenty of 
pencil sharpeners.” His remarks prefaced discussion 
regarding production at a time when priorities are 
being lifted, the manufacturers asserting that short- 
age of materials prevented making of allowable items 
at this time. 

An outstanding talk regarding the employment of 
returning veterans was made by Col. Leo J. Blied of 
Blied, Inc., printers and stationers of Madison, Wis. 
“Let me caution you about these returning veterans,” 
declared Col. Blied. “The veterans have been travel- 
ing from pillar to post. It will take about a year for 
the average soldier to get used to settling down.” Col. 
Blied told of the plans in Wisconsin for establishing 
an apprentice system for the veterans in the station- 
ery and office appliance industry. “I don’t know if 
the plan can be established nationally but I have 
talked to the Wisconsin Industrial Commission and it 
can be worked out.” 
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Another speaker on the role of the returning vet- 
eran was Fred Deutsch, who only recently doffed his 
khaki for civvies. 

The discussion then turned to inventories and deal- 
ers were warned that the “man who sells himself 
short will lose a lot of business if he kicks his inven- 
tory out of the window now.” 

Forthcoming importance of visual sales methods 
with the manufacturers supplying the trade films, 
was another topic for consideration. It was suggested 
that the Army and Navy plan for speedy training 
through these visual methods could well be adopted. 


NSA Convention Postponed 


General Manager Garvin announced that the NSA 
convention planned for Chicago on October 1 could 
not be held then because of the ODT regulations but 
it will not be cancelled. It will be held as soon as 
conditions permit. There will, however, be a meeting 
of the executive officers at Chicago at the original 
convention date. 

Announcement was made regarding several golf 
tournaments in August. The Northwest Travelers Club 
will hold one August 3 at River Hills Country Club, 
Milwaukee, Wis., and another on August 6 at South 
View Country Club, St. Paul, Minn. Fred C. Schaefer 
of Sanford Ink Company is general chairman. The 
Great Lakes Travelers Club under chairmanship of 
Bill Boyd, Acco Products, will stage a tournament on 
August 7 at Rolling Green Country Club near Arling- 
ton Heights, Ill. 

The Great Lakes Travelers Club under the helm of 
Bill Smith, Ace Fastener Corporation, sponsored the 
noon luncheon. The fried chicken menu, arranged by 
John Henn of Stanley Wessel & Company, made a 
great hit with the diners. Herb Walsh of Ace Fasten- 
er Corporation was chairman of the travelers’ com- 
mittee handling the luncheon. 


——___ 9-9 


THE THREE PITTS—A. A., Pitt Engineering Co.; Fred D., 


Wilson Jones Co.; William, consulting engineer and 
director of Pitt Engineering Co. A. A. and William are 
brothers and Fred is William's son. William Pitt came to 
Chicago to participate in the Army & Navy “E” award 
ceremony at the Pitt Engineering Company on July 10, 
the event being climaxed with a dinner for 100 or more 
at the Builders Building, Chicago. A loose leaf pioneer, 
William Pitt was founder of the Irving-Pitt Manufacturing 
Co., an originator of various types of loose leaf mechanism. 


Oe 


SOUTHERN GROUP SEEKS UNIFORM CATALOGS 


The New Orleans Stationers and Office Equipment 
Association, in meeting held June 12, moved unanim- 
ously to request that a size of 84x11 (preferably 
opening along the 11” dimensional) be adopted by 
all industry manufacturers when issuing new, or re- 
vised catalogs and price lists. It was the opinion of 
the membership that now is an opportune time to 
make the request in view of the fact that practically 
all catalogs and price lists will be in need of revision 
just as soon as governmental restrictions are removed. 
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. Harry Sills and Joe Werner, Commercial Stationery Co.; 


. John Cardello, Atlas Stationery 


. Andy Huth, Victor Safe & Equipment Co.; 


. Barney Lietz, Boorum & Pease Co.; James Treanor, 


. William Goldschlag, Bell Stationery Co.; Charles Sehringer, 


with ardent golfers teeing off early. 
played the oldsters in baseball, 
that sunburn and sore muscles abounded the next day. 
Your reporter heard that one of the players finally 
hit a home run and made first base. Another incident 
involved three men being caught at third base, 


. Seated: Louis Wachtel, American Pencil Co.; Bill Donnelly, Modern 


Stationer; H. S. Bradford, American Pad & Paper Co.; standing: 
Robert Blumberg, Blumberg & Saron; Ben Sandner, Le Pages, Inc.; 
Harry Fensterheim, S. E. & M. Vernon; Jack Gerrity, Eagle Pencil 


Co.; J. W. R. Merckle. manufacturers’ representative; Leonard A. 
Mathews, Weis Mig. Co.; H. Lefkowitz, _ System “5 Supply Co. 

. John Freyberger. Henry Lindenmeyer & Sons; Martin oldow, 

H. O. Atwood Associates: Edward Leventhal, Biddle po Ba ae ol 
o.; Charles Hedenkamp, Hedenkamp & Co. 

- Ray Weissenborn, National Pencil Co.; L. H. Tavernier, Jr., Fulton 
Specialty Co.; Julius Kahn and Harry Yager. David Kahn, Inc.; 
Ray Urmston, J. S. Staedtler, Inc. 

. Bill Crangle, Eberhard Faber Pencil Co.; Sam Austrian, Commercial 


Stationery Co.; Sam Libien, Libien Press, Inc.; Howard Shoemaker, 
Eberhard Faber Pencil Co.; Thomas Battista, The Norwood Co., Inc. 
Al Collins, 
Jaques & Co.; Charles Reynell, Oxford Filing Supply Co.; = Shelly, 
Eberhard Faber Pencil Co.; Harry Adams, "Garter’ s Ink C 

orp.; Leo Kirstel, Guide en & 
Supply Co.; Arthur Gilbert, Bainbridge, Kimpton & Haupt; Thomas 
Battista, The Norwood Co., Inc.; Arthur Mott, Oxford Filing Supply 
Co.; Irving O. Lasner, Goldsmith Bros.; C. O. Kraft, USN; 
Robert White, Fulton Specialty Co. 

Jerry Savage, Carter's 
Max Sonnenberg, Man- 
Carter’s Ink Fa 


Ink Co.; Jerry Magnetti, Eagle Pencil Co.; 

hattan Stationery Co., Inc.; George Ramsdell, 

G. F. Griffiths. {r.. Noesting Pin Ticket Co.; Mike Gentile, 

Goldberg & Bro. 

Leslie White, Industrial Tape Corp.; 

P. Jonas, Jr., Oxford Filing Supply Co.; 
oO. 


James T. Hurley and Richard 
Phil Tagley, Wilson Jones 


Peerless Im- 


perial Co., Inc.; George Meinhelder, Atlas Stationery Corp. 
A. L. 


STATIONERS 12:30 CLUB HAS ANNUAL OUTING 
Despite the terrific heat of over 90 degrees in the 


shade, about 150 members and guests of the Stationers 
12:30 Club met at the Valley Stream Country Club, 
Valley Stream, L. L, 
on June 14. 


N. Y., for their annual outing 


Exercise and relaxation was the order of the day, 
The scrubs 
and we understand 
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STATIONERS 12:30 CLUB OUTING AT VALLEY STREAM COUNTRY CLUB 


16. 


. J. J. Walder, Boorum & Pease Co.; 


. Kneeling: O. Weissenborn, General Pencil Co.; Louis J. 











Salomon & Co., Inc.; Erwin Riebe, Nobema Products Corp.; Charles 
Trown, Bell Stationery Co. 


- Seated: Sam Hyman, Prudential Products Co.: William Schmall, 


Swan Pencil Co.; Henry Kleinberg, Henry Kleinberg Co.; George 
Delhagen, Wilson Jones Co.; Standing: George Rosenau, Powers 
Paper Co.; C. N. Parker, Stationers & Publishers Board of Trade. 
Dwight N. Briggs, manufacturers’ representative: G. W. Moore, 
Binney & Smith Co.; John A. Burns, Frank A. Weeks Mfg. Co.; 
Gerard D. White. Acco Products, Inc. 


. Harry Brody, Paramount Stationery Co.; Joseph Brock, Boorum & 


Pease Co. 
Charles Watson, Peerless Im- 


perial Co., Inc 


. Seated: Ted Reichard, Cardwell Corp.; Arthur Berger, Art Steel 


Weinberger; Ben Simon, S.N. A. 
. G. Spatz Co.; Max 
Wansco 


Sales Corp.; Louis Weinberger, L. 
Stationery Co. Standing: Louis J. Levy, 
Shaw, Select Paper & Tablet Corp.; Charles Wanaker, 
Paper Products Co. 

Seated: Maurice Drate, Sam Rubin & Co.; David Teitlebaum and 
C. Hardman, U. S. Pencil Co.; Harry Fensterheim, S. E. & M. Ver- 
non; George Nitschke, General Pencil Co.; Mortimer Libien, Libien 
Press. Standing: Ray Fritz, Fulton Specialty Co.; Harry Kleinberg, 
Henry Kleinberg: Benjamin Bellman, Eastern Tablet Co.; Joseph 
Deebeu, Sherman Envelope 


. William Lowenthal, Joseph Dixon Crucible Co.; Ben Grayson, Ace 


Ben Josephson, The Cooke & Cobb Co.; Henry 
Kleimberg Co.; Jack Glassner, Goldsmith Bros.; 
arold McNeil, Wilson Jones Co. 


Fastener Corp.: 
Kleimberg. Henr 
at rear, center: 
Levey, 
Edward G. Spetz Co.; Bob Blumberg, Blumberg & Laron; Standing, 
Bill Miller, General Pencil Co.; C. A. R. Anderson, American Crayon 
Co.; Arthur S. Edelhoff, General Pencil Co.; Harry Tehan, Higgins 
Ink Co., Inc.; Sid Diamond, Diamond Stationery Co. 


stranded there by the speed of the base-circling runner. 


Card games were arranged for those who did not 


indulge in the more strenuous pastimes. One of the 
players in a pinochle game held a double flush in 
spades—a 550 hand—and that’s the truth. 


After being ill for some time, Louis Wachtel, Ameri- 


can Lead Pencil Company, was on hand and looking 
fit. 


Treasurer Dwight N. Briggs, manufacturers’ repre- 


sentative, must get his fun out of helping others, 
for he was certainly on the go all day attending to 
numerous details. 





A high-noon breakfast was served, augmented by 











OFFICE APPLIANCES, August, 1945 








































Feature the leader! Sheaffer was first 
to introduce the fineline writing leads— 
developed by Jos. Dixon Crucible Co. 
Sheaffer's Fineline leads are first in 
dealer preference—customer appeal. 
Self-selling because your customers see 
the grade they need—in the color they 
want—in the brand they respect. 
Sheaffer's Fineline leads fit as they per- 
form—perfectly. No grit to scratch—no 
unevenness to clog—less breakage to 
irritate. Five clear, brilliant colors for 
those who want them—all grades from 
very hard to very soft—all with tradi- 
tional Sheaffer Fineline lead strength, 
smoothness, uniformity. 


















Recent independent National Lead 
Poll survey PROVED Sheaffer Fineline 
leads to be the overwhelming choice of 
buyers, owners, managers—the people 
who know—on all quality counts: Assort- 
ment—Color— Uniformity —Fit! 


Sheaffer's Eye-Buy lead case displays 
all types, sizes, grades, colors, and prices, 
of Sheaffer's Fineline thick or thin leads. 
The leads in this case Remind—Sell—Fit. 


Sheaffer’s Eye-Buy lead case is free 
to you—pay only for the merchandise. 
Put this patient, always-on-the-job silent 
salesman with the full line of original 
Finelines to work for you. 


W. A. SHEAFFER PEN COMPANY 
FORT MADISON, IOWA 
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refreshments throughout the day and a delicious steak 
dinner was the feature of the evening. 

After dinner, the golf winners were announced, first 
prize being awarded to O. Weissenborn, General Pencil 
Company. 

President James T. Hurley, Oxford Filing Supply 
Company, thanked the outing and golf committees 
for the successful affair. Members of the outing com- 
mittee were Chairman Jerome J. Savage, Carter’s 
Ink Company; Lester C. Milton, Bainbridge, Kimpton 
& Haupt; Dwight N. Briggs, manufacturers’ repre- 
sentative; Mortimer Libien, Libien Press; Gerald D. 
White, Acco Products, Inc.; Martin M. Moldow, H. O. 
Atwood Associates; Louis F. Caracci, the Nor-Wood 
Company, Inc. On the golf committee were Louis H. 
Tavernier, Jr., Fulton Specialty Company; and Lester 
C. Milton, Bainbridge, Kimpton & Haupt. 


ee 


CONNECTICUT VALLEY STATIONERS OUTING 


The beautiful rolling hills of Indian Hill Country 
Club at Newington, Conn., was the locale for the 
annual golf outing of the Connecticut Valley Stationers 
Association on July 27. The previous day a hurricane 
passed near enough to produce a high wind as the 
golfers teed off for competition, but as the day pro- 
gressed the winds diminished and the weather became 
perfect. 

About 50 of the stalwart lads began their pursuit 
of the little white pellets shortly after noon. To your 
observer the holes looked well protected and far away. 
Anyway, there was about 6,500 yards of it, and no 
other way but the hard way to get around. While the 
golfers were doing their stuff, of course, there were the 
usual group of “elbow benders and breeze fanners’”— 
as they were to be known later in the evening—who 
adorned the screened porch of the clubhouse doing 
mostly nothing. 

When th2 golfers reached the nineteenth hole, they 
were joined by the veranda-sitters and the usual hour 





of hospitality was enjoyed by everyone who had one 
good arm. And then the call for dinner. Inasmuch 
as steak was on the menu, the group was seated with 
greater dispatch than we have ever observed in sim- 
ilar gatherings. And good it was—as were all the 
trimmings. 

After coffee was served President Garry E. Dell, 
Burt & Company, Hartford, Conn., introduced the 
group at the head table and asked one of their num- 
ber, Courtney F. Bird, M. T. Bird & Company, Boston, 
Mass., president of the Boston Stationers Association, 
to address the group. Mr. Bird told of the activities 
of the Boston group, much of which has already been 
recorded in these pages. He closed his remarks with 
an invitation to all to attend the next meeting of 
the association. 

Winners of the afternoon’s golf competition were 
as follows: 

Low Gross—Tom Coughlin, Yale Co-op, New Haven, 
Conn. 

Second Low Gross—Mike Ondusco, Yale Co-op, New 
Haven, Conn. 

First Kickers Handicap—wW. D. Evans, W. A. Sheaffer 
Pen Company. 

Second Kickers Handicap—Nat Blish, Reyburn Man- 
ufacturing Company. 

Third Kickers Handicap—cC. F. Bird, M. T. Bird & 
Company, Boston, Mass. 

Fourth Kickers Handicap—A. P. Danos, Eberhard 
Faber Pencil Company. 

Among those who were not golfers, the association, 
through Thure Bengston, Adkins Printing Company, 
New Britain, Conn., presented a series of most original 
rewards for excellence in the armchair pastimes, in 
which they had engaged during the day. These pre- 
sentations caused much merriment. 

To Tom Stonhouse, W. A. Sheaffer Pen Company, 
went the plaudits of the whole group for the excel- 
lence of all arrangements. 


CONNECTICUT VALLEY STATIONERS’ INDIAN HILL GOLF TOURNAMENT 


1. Frank Valleau, Wilson Jones Co.; O. F. S. Giddy, Eberhard Faber 
Pencil Co.; George M. Hutchinson, Scripto Co.; Paul Frederick, 
Peter Paul Service, New Haven; Otto Kavanaugh. Plimpton’s, 
Hartford; W. S. Donnelly. Modern Stationer: Charles Conklin, 
Conklin Office and School Supply Co., Springfield: Arch Davis, 
Eberhard Faber Pencil Co. 

2. Wayne Harrington. S. Ford Chidsey and J. Merrels, Bradley & 
Scoville, Inc., New Haven; Harry Ferry, National Blank Book Co. 

3. Thure Bengston, Adkins Printing Co., New Britain; Donald D. 
MacDonald, Bradley & Scoville, Inc.. New Haven; Gustave Fischer, 
The Gustave Fischer Co., Hartford; Elmer Pope, Adkins Printing 
Co.: S. H. Challenger, Frank R. Fargo Co., Bridgeport; John J. Mol- 
loy. John J. Molloy Co., Meriden. 

4. Chic Burt, Burt & Co., Hartford; John Dwyer, manufacturers’ agent; 
a Curran, Eagle Pencil Co.; Dale Brown, A. S. Highland 
Co., Fitchburg. 


ad 


5. Courtney F. Bird, M. T. Bird Co., Boston; W. E. Keppie, Eaton 

Paper Co.; Garry E. Dell, Burt & Co.; E. A. MacKinnon, Standard 

Office Supply Co., Hartford; Walter Nichols, Weis Manufacturing Co. 

W. S. Seach. Gustave Fischer Co.; Don Donaldson, Carter's Ink 

Co.; Arch P. Danos, Eberhard Faber Pencil Co.; Harold Stahl, 

Gustave Fischer Co. 

7. J. E. Cotter, W. A. Sheaffer Pen Co. 

8. T. Coughlin, Yale Co-op, New Haven; Tom Stonhouse, W. A. 
Sheaffer Pen Co.; Ray Lasher, guest; J. C. Crowley, guest. 

9. Mike Ondusko, Ken Crockett and Walter Moore, Yale Co-op, New 
Haven; W. D. Evans, W. A. Sheaffer Pen Co. 

10. H. W. Wiemer, Wiemer, Inc., Bridgeport; Nat Blish, Reyburn Man- 
ufacturing Co.; W. E. Kobera, Carter’s Ink Co.; J. F. Yates, Peter 
Paul Service. 

ll. F. T. Bowes. Eagle Pencil Co. 
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BUY MORE BONDS 
1 
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‘ Items in the Enormous 
& e 
Shaw-Walker Franchise 
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n, 
y; 
a} 
n 
y; 
|- 
* 
When steel becomes available for everyone, our first 
production will go to Shaw-Walker exclusive dealers. 
After satisfying all requirements of established exclu- 
—— sive dealers, any surplus will go to other dealers who 
SHAW-WALKER have applied for the Shaw- Walker exclusive franchise. 
Factory and Home Office The Shaw-Walker 8,000-item franchise is the trade’s 
Muskegon, Michigan most valuable. It’s worth waiting for. 
a Prorit Features oF SW 8000-ITEmM FRANcHISsE 
Ink 
“a ¢ Best Known Trademark °*A Single Source of Supply 
A. 


* 8000 Items °* Extra Profits °* Simplified Selling 
° A Flow of Sales Helps * The New Low Desk 
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National Blank Book 
2. F. Carter, 


berg, Sainberg & Co. 
D. 





is cs S: d 

5. R. A. Weissenborn, National Pencil Co.; 
Cohen. guests; Al Ficks, Wilson Jones Co. 

6. B. H. Neulich, Regan Office Furniture Co.; Harvey Bright, Bright 
Chair Co.; Mortimer H. Chute, Jr.; Bainbridge, Kimpton and Haupt, 
Inc.; I. M. Levy. Art Steel Co., Inc. 

7. Martin Moldou, H. O. Atwood Associates; Louis Walstein, 

Keller and Dave Klein, guests. 

Mrs. H. Ward, Mrs. R. B. Sainberg, Mrs. A. Smith, Mrs. W. D. Evans. 

Leon Meyers, Premier Supply Corp.: Sam Turoff, guest: Max Seid- 

ling, Mutual Stationery Corp.; Irving Myers, Premier Supply Co. 


Leo Berman and Arthur 


Jack 


Bm 


NEW YORK STATIONERS GOLF ASSOCIATION 
HOLDS ANNUAL LADIES’ DAY TOURNAMENT 

The beautifully appointed Westchester Country 
Club was host to the New York Stationers Golf Asso- 
ciation on June 19, the annual Ladies’ Day. The 
weather which plays such a large part in the success 
of an outdoor affair, was just right as the first golfers 
left the first tee, but gradually deteriorated as the 
afternoon progressed. The later ones took a dunking 
from the skies before the day was over but, as you 
know, it takes more than June showers to stop these 
dyed-in-the-wool golfers. 

It was a large field which started off, composed of 
many members, guests and ladies. The Westchester 
course was in the pink of condition, but the greens 
were like greased lightning. But to only the proficient 
in the ancient game was this noticeable, for the aver- 
age golfer played them the way they were, always 
hoping for the best. 

When the last of the foursomes completed the long 
journey up hill and down dale, and the scores were 
all in, the following were declared the point winners: 

Men—Class A 

Al Ficks, Jr., Wilson Jones Co. 

H. Katz, Buddy L Sales. 

Max Stuart, Barnes Printing Company. 

Men—Class B 

G. F. Griffiths, Noesting Pin Ticket Company. 

L. E. White, Industrial Tape Corporation. 

F. W. Callahan, J. C. Blair Company. 

Guests 
A. Cohen, M. Holbriech, J. Keller. 
Ladies 

Mrs. Carl] P. Finck, low net. 

Mrs. R. A. Kennedy, low gross. 

Mrs. E. Suskin, consolation prize. 

A special prize awarded for the nearest shot to the 
pin on the eighth hole was won by Leon Myers, Pre- 
mier Office Supply Company, for the men, and by 
Mrs. R. B. Sainberg for the ladies. 

While the golf addicts were out on the course, the 
bridge and gin rummy enthusiasts were matching 
their prowess on the cool and spacious veranda of the 
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N. Y. STATIONERS’ TOURNEY AT 
WESTCHESTER COUNTRY CLUB 


1. F. C. Callahan, J. C. Blair Co.; George Niklaus, 
Co.; Harry Cask, guest: 
Herb Hein, Seaboard Pencil Co. 

: uest; L. J. Tavernier, Jr., Fulton Spe- 
cialty Co.; Joe Eaton, Old Town Ribbon & Carbon 
Co.; Harry Yager, David Kahn, Inc.; R. B. Sain- 


3. Sam Kahn, David Kahn, Inc.; George Fairchild, 

Davies, T. E. Davies. 

4. Hugh Ward, Geyer Publications; M. Holbreich, 
guest; Max Stuart, Barnes Printing Co.; J. E. 
Neary. Geyer Publications. 






















‘ yy © 
10. E. R. Lewis, Modern Stationer; N. L. Pearce, Eberhard Faber Penc.! 
Co.; Les White, Industrial Tape Corp. 
1l. George F. Griffiths, Noesting Pin Ticket Co.; Mrs. E. T. MacIntyre: 
R. J. Urmston, J. S. Staedtler Co.; E. T. MacIntyre, Defiance Sales 


i i 





Corp. 

12. N. Shields, guest; J. C. Musser, Eberhard Faber Pencil Co.; S. Gold, 
guest; Henry Levy, Silver Stationery Co. 

13. Dave Price, Mrs. Ralph Kennedy, Ralph Kennedy, Herman Price, 
all of Eagle Pencil Co. 


clubhouse. In bridge, the winners were Mrs. J. G. 
Bosworth, Mrs. Baetz and Mrs. Ben Josephson. In gin 
rummy, Mrs. Sharnbroom and Mrs. M. H. Chute cap- 
tured the honors. 

After the stress of the afternoon the cool refresh- 
ments of the nineteenth hole and the dinner that fol- 
lowed were thoroughly appreciated. This event deserv- 
edly is becoming more popular every year. 


re 


WINNIPEG STATIONERS PLAY GOLF FOR TROPHY 

The first golf tournament held by the Stationers’ 
Association of Winnipeg for the Luckett trophy was 
played at Charleswood Golf Club, Winnipeg, Manitoba, 
on June 26. 

Les Wills of The Hudson Paper Company, Ltd., with 
a low net of 73, qualified to play in the finals for the 
trophy. H. Bernstein, present holder of the Luckett 
Cup, had a low gross of 81 and qualified for the low 
gross prize donated by the Office Specialty Manufac- 
turing Company, Ltd. 

Receiving prizes were Les Wills, The Hudson Paper 
Company, Ltd. (prize donated by Vernon Nobbs of 
Luckett Loose Leaf, Ltd.); Harvey Hamilton, Hudson’s 
Bay Company (prize donated by Mid-West Paper Sales, 
Ltd.); H. Gregory, Gregory-Cartwright Stationers, Ltd., 
(prize donated by Reliance Ink Company, Ltd.); Gus 
Wickberg, Willson Stationery Company, Ltd. (prize 
donated by H. Gregory); G. Barker, guest (prize do- 
nated by W. J. Gage & Company, Ltd.); Vic Knight, 
W. J. Gage & Company, Ltd. (prize donated by Bishop 
Printing Company). 

W. Borlase, chairman of the golf committee, pre- 
sented the prizes at dinner following the tourney. It 
was arranged that play for the Savoy trophy would 
be held at a later date. 

a 


CHICAGO STATIONERS DISCUSS CATALOGS 
The Chicago Stationers Group in session June 18 
at the Eastgate Hotel had an interesting discussion 
regarding the possibility of obtaining a syndicated 
stationery catalog. Adjournment was taken until 
July 16. 
1945 
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TO EXTRA PROFITS 
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@WON’T cuRL 


@LONG WEAR ~ SC i 
SS a= . 


@cLEAN ERASURES 





@ SHARP IMPRESSIONS R SS 


A More Profit ES 
Top-Quality CARBON ‘Saw 


@ A package that attracts...aname ments... friendly, helpful dealer coopera- CLIP 

that sells . . . a product that re-sells! That’s tion ... hard-hitting consumer advertising re re U PO N 
AMCO customer-pleasing Longhorn Car- and merchandising . . . all contribute in F re) R ; 
bon Paper! Backed by a guarantee of satis- making the AMCO Line a “live line” CATA LOG 
faction—prompt delivery of your require- _ you'll find pleasant and profitable to push! 


BEE ee eee 


YOUR BUSINESS NAME AND ADDRESS on this coupon 
or a copy of your letterhead will bring you IMMEDIATELY the 
handsome, conveniently indexed AMCO Catalog just off the 
press ... plus complete information about our 1945 Advertising 
and Merchandising Program of hard-hitting dealer helps, selling 


aids and revolutionary direct-to-user Educational Campaign. 





@ TYPEWRITER CARBON 
@ PENCIL CARBON 
@ HECTOGRAPH CARBON 
@ ONE-TIME CARBON 
@cOoONnvVERTER'S 

SPECIAL CARBON 


NAME 


a, ADDRESS 


orric 
gurPrt 






CITY STATE 


7t**> 


CARBON PAPER MFE. CO. 
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ROYAL DISTRICT HEADS MEET IN NEW YORK 


Royal Typewriter Company’s district managers met 
in New York, N. Y., June 18-22, to pool ideas on the 
maintenance of Royal’s part in the war effort, while 
at the same time planning for conversion. E. C. Faust- 
mann, president of the company, presided at the ses- 
sion of the 40 managers and discussions were led by 
M. V. Miller, vice-president. 

The subjects discussed included the wartime opera- 
tion of Royal’s branches in keeping existing equip- 
ment in top working order, in furnishing typewriter 
supplies to Royal’s customers and in co-operation with 
the Government in disposal of surplus machines. 
Considerable emphasis was given to price and distribu- 
tion policy with a view towards strengthening Royal’s 
standard machine and portable dealer organizations. 
Means were outlined whereby veterans and former 
Royal employees would be welcomed back into the 
organization. 

Mr. Faustmann, in his concluding remarks, laid em- 
phasis upon Royal’s determination to fulfill its war- 
time obligations to the letter. Royal policy for the 
future will be to improve its products wherever pos- 
sible, to develop long-range plans for the betterment 
of employees and to direct energy toward an expanded 
market, with production at higher levels than ever 
before. 


ee 

VETERAN WILSON JONES WORKERS HONORED 
Wilson Jones Company’s eastern division, which in- 
cludes the Elizabeth, N. J., plant, on June 13 formed 
a Quarter Century Club in recognition of 13 employees 
who have given 25 or more years of continuous service. 
Tributes were paid to the group at a dinner at the 
St. Moritz in New York, the function being presided 
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DISTRICT MANAGERS OF ROYAL TYPEWRITER MEET IN NEW YORK 





QUARTER CENTURY CLUB DINNER OF THE WILSON JONES CO., ST. MORITZ HOTEL, NEW YORK, JUNE 13 





over by Herman Cornell, director of personnel at the 
main offices in Chicago. 

Arthur Hoagland, who has been with Wilson Jones 
for 36 years, was elected president of the club, which 
is expected to meet annually. Ernest Gandolfi, whose 
44 years give him a longer term of continuous service 
than any other employee, was chosen honorary presi- 
dent. Miss Amanda E. Meyer was named secretary. 
The three officers are from the Elizabeth plant. 


Others with a 25-year continuous service record, all 
of whom were presented with suitably-engraved 
watches, are Charles Bennett, Albert Krieger, Irving 
J. Meyer, Reinhold Miller, Harold F. Graves, vice-presi- 
dent in charge of division sales, and William E. Knight, 
vice-president in charge of division production, all 
of the Elizabeth plant; Albert B. Coelln of the Boston 
plant, Edward Dooley and John Haege of New York, 
and Victor E. Johnson of Pittsburgh. 

Employees with 20 to 25 years of continuous service, 
who eventually will become members of the club, were 
guests. They are Homer F. Brown, Francis Courtney, 
Ralph D’Antonio, John Freitag, Emil Kaden and Hy- 
man Vernikoff, all of the Elizabeth plant, and Neil 
Gillis, Peter Lusardi, Edwin W. Mead and Samuel 
Petchefsky, all from New York. These men were pre- 
sented with signet rings. 

Men and women who had accumulated 20 or more 
years of service, with breaks of continuity, also were 
present. Headed by John Anselmi, with 48 years, they 
included Vincent J. Angerami, Joseph Cranden, Grant 
Drake, Jerry G. Harris, Clarence Huggins, William 
Matthews, Edward Murphy, Miss Emma Poetsch, 
Thomas V. Riddell, William Salinger, Miss Lena Scar- 
sella and Earl Swanson, all of the Elizabeth plant, 
(Turn to page 117, please) 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 





APPEALS COURT REVERSES NLRB IN DESK CASE 

The U. S. Circuit Court of Appeals at Chicago has 
reversed the decision of the National Labor Relations 
Board handed down in September, 1943, contending 
that the Indiana Desk Company, Jasper, Ind., was 
guilty of unfair labor practices. 

National attention is focused on the reversal de- 
cision. In writing the decision of the court, Circuit 
Judge Manor stated, in part: 

“We think this strike was unlawful from its in- 
ception, but whether so or not we are of the opinion 
that the picketing was unlawfully conducted. The re- 
sult accomplished, intentionally and designedly, was 
no different than if the strikers had bolted the en- 
trance doors to respondent’s plant. We are of the view 
that such a situation is no different than that con- 
sidered in cases where the employer’s right of pos- 
session and enjoyment of its property had been inter- 
fered with by “sit-down” and other similar forms of 
strikes. As a result of the strikers’ misconduct, re- 
spondent was forced to close its plant, and its non- 
striking employees who desired to work were prevented 
from so doing. As stated by the examiner, ‘Until the 
latter part of the strike the pickets succeeded in keep- 
ing the approximately 85 non-striking employees from 
entering the plant. ... As a result, normal operations 
of the plant ceased.’ While the legal situation may be 
affected, yet we think it is pertinent to observe that 
this all happened in time of a national emergency. 
when the policy of the Government embraced by in- 
dustry and labor leaders alike is opposed to strikes. 

“We therefore conclude that there is no substantial 
support of the board’s findings that respondent has 
committed any unfair labor practices within the pro- 
visions of the section 8 of the Act. Furthermore, we are 
of the view that the affirmative requirements of the 
Board’s order, predicated upon such violation, will not 
‘effectuate the policies of the Act.’ 

“To hold that the striking employees in this case 
were entitled to be reinstated, some of them with back 
pay, is to put a premium upon their misconduct and 
to encourage like conduct on the part of others. How 
such action can effectuate the policies of the Act is 
beyond our comprehension... .” 

Reviewing the case, the Jasper Herald of Jasper, 
Ind., pointed out: 

The strike developed on October 9, 1942, when a 
group of the employees, after demanding an immedi- 
ate increase in wages and failing to receive same, went 
out on strike. The desk company, acording to M. F. 
Sonderman, general manager, refused the increase 
demanded because such action would have been illegal 
without first obtaining permission to increase wages 
through the National War Labor Board. Picket lines 
were established by the Local 331, United Furniture 
Workers of America (CIO), and the plant was closed 
down for some three weeks. 

As a result of a hearing held before the National 
Labor Relations Board from September 23 to Septem- 
ber 29, 1943, the Board handed down a “decision and 
order” finding the Indiana Desk Company guilty of 
unfair labor practices. It therefore ordered, among 
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other things, that the company reinstate the striking 
employees with full seniority rights and back pay. 
The company, however, maintained that these em- 
ployees who struck in the face of the “wage freeze” 
order (September 15, 1942) had lost their status as em- 
ployees by so doing and that, therefore, they were not 
entitled to protection under the National Labor Re- 
lations Act. 

Out of this refusal to be governed by the NLRB 
“decision and order’ came the petition to the United 
States Circuit Court of Appeals and the recent action 


reversing the findings of the NLRB. 
a 


SCHOLLHORN APPOINTS SALES, AD MANAGER 

James H. H. Bradford was recently appointed sales 
and advertising manager of the William Schollhorn 
Company, New Haven, Conn., manufacturers of Ber- 
nard pliers and special-purpose tools for the office 
equipment industry. Mr. Bradford joins the Scholl- 
horn Company from the armed forces, where he served 











JAMES H. H. BRADFORD 


as captain in the Army Air Forces. Prior to this serv- 
ice, he was owner of the Howe Company, Springfield, 
Mass., a concern which manufactured a line of paint- 
ers’ supplies and accessories. He established the Howe 
Company after being employed as a sales executive 
for General Motors, and has also been connected with 
the Todd Protectograph Company, Rochester, N. Y. 
a 

REMINGTON RAND PLANS POST-WAR EXPANSION 

Far-reaching plans for post-war employment in 
Remington Rand, Inc., company-owned plants are 
discussed in the annual report signed by President 
James H. Rand, Jr. 

Heading its program is construction at South Nor- 
walk, Conn., of a four-story building to house the 
world’s only laboratory for research and development 
of new tools for every phase of business administra- 
tion and accounting. Preparatory grading is being 
done on ten acres of land in anticipation of con- 
struction. 

The report points out that during its last fiscal 
year the company paid cash dividends of $2,845,768 on 
a record high total business of $181,231,534. Taxes 
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paid directly through the year reached a new high 
of $9.40 a share against $1 in 1940. 

Company sales executives report what amounts to 
a four-year backlog of orders waiting when war 
work ends. This is due to the three years of war, 
plus a normal year’s business. The orders: are for 
all types of business equipment from typewriters 
and various adding and calculating machines through 
the list of company products, including filing equip- 
ment, safe-cabinets, record controls and photo-record 
machines.—GET 

—————_e—= > —___ 


LARRY SCHUBERT REJOINS OFFICE ENGINEERS 

Lawrence Schubert, manager of the visible depart- 
ment of The Globe-Wernicke Company, Cincinnati, 
Ohio, rejoined the Office Engineers, Inc., South Bend, 
Ind., on July 1. 

Mr. Schubert first entered the commercial stationery 
business back in September, 1921, with Decker Broth- 
ers, Inc., La Fayette, Ind. He was later employed by 
a number of other retail stationers, his experience in 
this phase of the industry totaling 16% years. He 
then joined Globe-Wernicke as a traveling sales repre- 
sentative, with whom he served for 51% years prior to 
his 15-month service with the Army Air Forces Ninth 
Air Service Command (ten months overseas). Upon 





LAWRENCE SCHUBERT 


his return to civilian life he was named head of G-W’s 
visible records division, a post he has held for the past 
18 months. His wife and two children have joined 
him in South Bend, where the Schuberts will make 
their permanent home. 

With Office Engineers, Inc., Mr. Schubert will develop 
a post-war expansion program including the opening 
of several new departments and modernization of the 
store interior. 

The Office Engineers, Inc., have completed 22 years 
of business in South Bend under the management of 
Karl G. King. They have been fortunate to retain 
many of their older and long-experienced employees 
including Fred Colyer, Charles Dietz, Norman Sham- 
bleau, Ernest Seward and L. G. Feldman. Upon com- 
pleting their war service in the South Pacific, Karl G. 
King, Jr., and Charles King will rejoin the staff. 


—_———__—_ 9 


COLE NEW G-F HARTFORD MANAGER 

The General Fireproofing Company, Youngstown, 
Ohio, announces the appointment of Thomas O. Cole 
as manager of the company’s branch office at Hart- 
ford, Conn. He succeeds the late J. B. Baylis, whose 
death occurred recently. 

Mr. Cole has represented the G-F line of metal of- 
fice furniture and Goodform aluminum chairs in the 
capacity of district manager since January 1, 1939, 
covering New York state and adjacent territory. 

ea 


DESKS, INC., ELECTS NEW OFFICERS 
New officers of Desks, Inc., New York, N. Y., are 
J. G. Schwander, president; Oscar E. Widman, vice- 
president; and John E. Mossman, secretary. Their 


52 








duties were assumed by these officers on July 1 and 
at that time the resignation of Charles F. Chauvin, 
former president, and John F. Hegeman, former vice- 
president, took effect. The business will continue as 
heretofore under the guidance of the new officers. 


oo 

J. W. MONTGOMERY RESIGNS FROM SHEAFFER’S 
James W. Montgomery has resigned from W. A. 
Sheaffer Pen Company, which he recently represented 
as manager of the Pacific Coast wholesale division. 
Starting August 1, Mr. Montgomery jointly represents 
Higgins Ink Company, Inc., and the Koh-I-Noor Pen- 








JAMES W. MONTGOMERY 


cil Company, Inc., from Salt Lake City, Utah, west- 
ward. He will cover Utah, Arizona, California, Ore- 
gon, Washington, Idaho, Nevada, and western Mon- 
tana. Before starting his rounds for the fall season, he 
spent time in New York visiting the factories of Hig- 
gins and Koh-I-Noor. 

For many years previous to his employment by 
Sheaffer, Mr. Montgomery represented Higgins in the 
Pacific Coast area and other territory. In taking on 
representation of Koh-I-Noor, he succeeds George H. 
Griffith, who retired on May 31 after nearly 25 years 
service with that company. 








THE UNITED NATIONS CHARTER ARRIVES IN WASH- 
INGTON, D. C.—Protecting the famous document in its 
flight across the nation was the “Treasurgard,” a product 
of Herring-Hall-Marvin Safe Co. The rugged container 
is being examined shortly after its arrival from San 
Francisco by George Keithahan, a Secret Service man. 

(Associated Press Photo) 
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Builds the Post War Foundatio 
The period of reconversion to peacetime production is your oppor- 
tunity to lay a solid foundation for constantly growing volume, more 
satisfied customers and a better margin of profit. 
* An Old Town Your cornerstone is the famous Old Town Ribbon and Carbon Line 
‘ hi PLUS Spirit Duplicating Carbons, 
Exclusive Franchise Master Units, Copy Paper, Dupliforms, Duplicating Fluids. 
omgueseas A I | d d and d trad k 
complete line, under one tested and respected trade mark .. . 
PROTECTION: You are the only ovata iidiaaa “quality staple line PLUS a fast moving line 
Old Town dealer in your area. All : Slee gy ’ 
orders go through YOU. of exclusive specialties. 
PRODUCTS: A more comprete fine, Get a head start on building tomorrow's business. Write, wire or 
simplified, grade-marked and 
trade-marked. telephone for the complete facts about the OLD TOWN Exclusive 
PROMOTION: Hard-hitting dealer Franchise in your territory. 
helps. Local selling aids. Consis- 
tent magazine advertising. sree 
PROFITS: Priced right to give you f} Economy’ \ 
liberal margin of profit. Quicker p 
turnover of compact stock. . 0 | 0 U l) 
RIBBON & CARBON CO. Inc. 
Foremost makers of Ribbons and Carbons for Every Use 
; 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
: Sales and Service Everywhere 
45 7 We do not own or operate any branch offices. Old Town products are distributed 
P P 






only through the best stationers and office supply dealers in every locality. 
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IN ITS REDESIGNED DRESS THE G/w EVERY DAY FILE 
NOW OFFERS YOU GREATER THAN EVER SALES OPPORTUNITY! 


— recently, the G/W Every Day File has 
upped its sales to smash all precedents. The smart 
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Headquarters for Modern Office Engineering 
Norwood, Cincinnati 12, Ohio 
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MOSLER WINS ARMY-NAVY AWARD FOURTH TIME 


The Mosler Safe Company of Hamilton, Ohio, for 
the fourth time has won the Army-Navy Production 
Award for outstanding achievement in producing ma- 
terials essential to the war effort. 

In his notification to the company, Robert P. Patter- 
son, Under Secretary of War, said: 

“By maintaining the distinguished record which 
previously brought you distinction, you are once again 
proving your leadership on the production front. 

“This third white star added to your Army-Navy 
Production Award flag carries with it thanks and 
congratulations of the armed forces.” 

In addition to making most of the safes and chests 
for the Army and Navy, the Mosler Safe Company 
has manufactured over 200 different items for war use. 


a aa 
F. J. FOLEY JOINS ROCKWELL-BARNES CO. 
Addition of Frank J. Foley to the executive staff is 
announced by Rockwell-Barnes Company of Chicago. 
Widely-known in the paper industry, Mr. Foley had 
been sales manager of the Blandin Paper Company, 














FRANK J. FOLEY 


St. Paul, Minn., prior to joining Rockwell-Barnes. In 
his new position, Mr. Foley will be responsible for 
mill contacts and development work to improve quality 
and maintain grade standards of paper which the 
company converts. 
SS 
C. S. AND M. L. OBER BUY STEWART’S, INC. 


Purchase of Stewart’s Inc., one of the oldest retail 
firms in Indianapolis, by C. S. and M. L. Ober, was 
announced in late June. The transaction includes the 
main store located at 44 East Washington Street and 
three branch stores at 5539 East Washington Street, 
4217 College Avenue, and 109 East 34th Street. The 
stores have long been prominent in the book and 
stationery field. 

C. S. Ober also announces that he and his brother 
have purchased the warehouse building at 229 South 
Meridian Street for use as a storehouse and distribu- 
tion center. 

Officers of the firm are M. L. Ober, president; 
Harold E. Ruch, vice-president, and C. S. Ober, secre- 
tary-treasurer. The Ober brothers are also owners 
and officers of the Business Furniture Corporation, 
112 East Maryland Street, and Stationers, Inc., 38 
North Pennsylvania. C. S. Ober started Business Fur- 
niture Corporation early in 1922, moving the firm to 
the present location two years ago. Later his brother 
entered the organization and in August, 1932, they 
made the office supply department a separate cor- 
poration of Stationers, Inc. M. L. Ober is president, 
C. S. Ober, secretary, and Harold E. Ruch, vice-presi- 
dent. The new owners are natives of Indiana and 
have lived in Indianapolis since 1900. Stewart’s, Inc., 
was founded by William Stewart, who came to Indi- 
anapolis in 1834 and started a store. William K. 
Stewart, a grandson, continued and expanded the 
business in succeeding years.—CG 
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ATLAS FIRM UNDER NEW OWNERSHIP 


Leonard Goetz and M. L. Pollack announce that 
they have purchased the Atlas Typewriter Company, 
233 West 42nd Street, New York, N. Y., from Samuel 
and William Hutter. 

For many years Mr. Goetz was owner and manager 
of Triumph Typewriter Company and Selrite Type- 
writer Company, both at 113 West 42nd Street, New 
York. Mr. Pollock has had long experience as an 
executive in the manufacturing field. 

The new owners plan to consolidate the three com- 
panies—Atlas, Triumph and Selrite—at the premises 
of Atlas Typewriter Company and, by taking on 
additional lines and personnel, to create one of the 
largest and most efficient organizations. for the sale, 
service and rental of office machinery and equipment 
in midtown Manhattan. 

ee ee 


COMMERCIAL CONTROLS PUBLISHES REPORT 


“Since Pearl Harbor” is the title of Commercial Con- 
trols Corporation, Oakland, Calif., annual report, an 
interesting brochure which, in the words of President 
Charles R. Ogsbury, “is prepared particularly to let 
our many friends know what Commercial Controls has 
done and will continue to do for the war effort until 
final victory is won ... It is a history of achieve- 
ment on the production front... .” 

Replete with illustrations, the annual report tells of 
the changeover of the plant from peacetime pursuits 
to the manufacture of carbines, rifle parts and fuses. 
The balance sheet and statement of earnings of Com- 
mercial Controls Corporation for 1944 conclude the 
booklet. 

—o7—- oe _ 


RETURNED VETERAN OPENS EVANSTON BUSINESS 


“The Typewriter Specialists,” a new business at 833 
Foster Street, Evanston, Ill., was recently established 
by Russ Brown, honorably discharged from the U. S. 
Navy after having served three years as typewriter and 
adding machine specialist, first class. The new estab- 
lishment will specialize in renting, repairing, buying 
and selling typewriters. Before entering service, Mr. 
ee had ten years civilian experience in the same 

eld. 





HEADS ONTARIO DEALERS—William J. Corney of Thomas & 

Corney Typewriters, Ltd., Toronto, who was recently elected 

president of the Canadian Typewriter and Office Machine 
Dealers Association, Ontario Division. 


a 
OTTO ULBRICH COMPANY PURCHASES BUILDING 


Otto Ulbrich Company, Inc., Buffalo, N. Y., has 
purchased the three-story building now occupied by 
the firm at 386 Main Street. The 73-year-old station- 
ery and office supplies company has leased the prop- 
erty for 51 years, dating from the time it moved into 
the present location. The firm, acquiring only the 
Main Street building, occupies two adjoining buildings 
and also operates two other stores in Buffalo—GET 
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Continued repeat orders 


and a growing demand for 


RED FEATHER STENCILS 
and Duplicator Supplies 


give proof of their constant impressive 
performance Red Feather Dealers are 
enjoying repeat business from a growing 
host of satisfied customers. It pays to 


standardize on Red Feather Products. 


Send for illustrated catalog today 


FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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HUBERT JAGGER ASSUMES NEW POSITION 


Hubert Jagger, inventor of many duplicating devices 
and machines, has resigned his position as assistant 
chief engineer and chief production engineer with the 
firm of Ditto, Inc., Chicago, with whom he has been 











HUBERT JAGGER 


connected for the past 1644 years. Mr. Jagger an- 

nounces that he assumed new duties as production 

manager for the Niagara Duplicator Company of San 

Francisco, Calif., commencing July 1. 
_——— - o 


CARBON AND RIBBON COMPANY MOVES PLANT 


Increasing volume of business has resulted in the 
International Carbon and Ribbon Company, Logan, 
Ohio, outgrowing its apparent quarters, J. A. Green, 
owner and manager, announces. For a new location, 
the building on Logan’s East Second Street formerly 
occuvied by Lansing Motor Sales, was leased. 

Although he has concentrated upon the sale of 
typewriter and business machine ribbons and carbon 
paper, Manager Green has lately added a line of 
duplicating inks which he anticipates pushing in 
ever-increasing volume in the future. When he moves 
to his new quarters, he expects to manufacture his 
own ink and eventually to process his carbon paper. 

9 ee 
HISTORY OF THE COMPTOMETER IS MIRRORED 


A page from he Comptometer family album, reveal- 
ing the history of the machine from the “macaroni 
box” model of 1885 to the cushioned-touch streamlined 
Model M, developed in 1939, headlines the July number 
of “The Circle,” published by the Comptometer Em- 
ployees Association of Felt & Tarrant Manufacturing 
Company, Chicago. Twelve different models of the 
Comptometer are pictured in the historical series, 
covering 60 years of manufacturing, and a brief de- 
scription of each is given. 

The factory of Felt & Tarrant was closed July 8-21 
to allow the employees a vacation. 

a aes : 
NAME SALES HEAD OF INDIANAPOLIS, FIRM 


A. B. Chevalier has been named sales manager of 
the Business Furniture Corporation, Indianapolis, Ind., 
C. S. Ober, president of the company, announces. 
Mr. Chevalier is a man of executive experience and 
his appointment as sales manager came with the 
fine growth of the Business Furniture Corporation. 
He was formerly vice-president and president of a 
service organization, and later a division sales man- 
ager for a Louisville organization.—CG 

siendhiaiaicay 


UNDERWOOD LEASES KANSAS CITY BUILDING 


The entire second floor and 1,500 square feet of the 
fourth floor of the Mason building, 1110 Grand Avenue, 
Kansas City, Mo., has been leased for five years to 
Underwood Corporation, typewriter makers, who moved 
July 1 from 920 Grand Avenue. The lease is with Mrs. 
Correlia M. Thompson. 
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WEBER SHOWCASE BUYS NIEDERER COMPANY 


Property of the oldest going concern in Los Angeles 
cabinetmaking and woodworking circles, the J. 
Niederer Company, manufacturers of bank, store and 
office equipment, has been purchased by Weber Show- 
case & Fixture Company, Inc., of Los Angeles, it 
was announced June 9. 

Continuation of the Niederer Company’s activity 
under its present management also was revealed by 
the purchasers, who will complement their own pro- 
duction by addition to the cabinet and woodworking 
facilities of the Niederer plant. 

Total area involved in the purchase is 2% acres, 
including the Niederer plant proper, storage yards, 
several tenanted business establishments and the 
family residence of the late Jacob Niederer. 

a ee 
CARTER’S INK HONORS CHARLES A. SCHMITT 


Mr. and Mrs. Charles A. Schmitt were guests of The 
Carter’s Ink Company at the factory in Cambridge, 
Mass., on June 26, the occasion being a farewell party 
for Mr. Schmitt, who has been with the firm for over 
53 years as research and production chemist. 

The honoree joined the concern as a boy in the 
chemical laboratory and later studied at Massachu- 
setts Institute of Technology and the Technical Uni- 
versity at Berlin, Germany. He originated a number 
of new products for the firm, both for civilian and 
armed forces’ use. 

The Carter organization and employes presented a 
number of fine gifts to Mr. Schmitt. 

Oe 
G. J. AIGNER INJURES LEG IN ACCIDENT 


G. J. Aigner, president of the G. J. Aigner Company, 
Chicago, suffered a slight accident early in July when 
he tore some ligaments in his leg. The accident hap- 














G. J. AIGNER 


pened while he was en route to his summer home and 
has caused him an enforced vacation. Anyone who 
cares to write to Mr. Aigner will find that a letter 
addressed to 735 Montrose Avenue, Chicago 13, IIl., 
will reach him. 

———_?—= 0 —_—_- 


BRAZEAL BROTHERS PURCHASE NEW FIRM HOME 


C. E. Brazeal and J. B. Brazeal, brothers who operate 
the Brazeal Typewriter Agency at Springfield, Mo., 
have purchased a one-story brick building at the cor- 
ner of Patton and McDaniel streets. The building is 
now undergoing extensive remodeling for use as the 
future home of the business——EVH 

: I 


EUREKA SPECIALTY NAMES DIVISION OFFICIAL 


Eureka Specialty Printing Company, New York and 
Scranton, Pa., has appointed A. J. Krause assistant 
merchandising manager of the stationery division. 
Mr. Krause was formerly with Eberhard Faber Pencil 
Company. 
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PEED 


Through Sales, Through Mark-Up, Through Customer Satisfaction 


YOU WILL PROFIT BY SELLING THESE 
BETTER 


STAPLES 





No sales pressure needed to sell better staples. . . in quality, in count, and in alignment. . . . They do 
Your customers know they mean better stapling. a smoother, neater stapling job... . . And, because 


... And, with the response to be expected from they are ROUND wire, they are free from the 


SPEED’s large-scale National Advertising Cam- excess glue that collects on ordinary staples and 


paign, your customers will be asking for SPEED which is a common cause of clogging 


Round Wire STAPLES Because we.have been able to increase ow 
a . } ‘ produc tion. facilities, these hettes sfaples are 
These perfected staples, which fit any standard 7 ee oe F 

. now available for prompt deliveries in practi 
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machine, are precision made—absolutely uniform cally unrestricted quantity. 


LOOK FOR PRIZE CONTEST ON STAPLES...TO BE ANNOUNCED 
IN JULY ISSUE OF Syungline” SPEED'S NEW HOUSE ORGAN 


pE-OPENING “MOUTH... COMPLETE ACCESSiBIti ry 
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PEED PRODUCTS COMPANY « 37-18 NORTHERN BOULEVARD « LONG ISLAND CITY 1, NEW YORK 














TRANSFILE 


TRADEMARK 


2-WAY INTERLOCKS 


offer 


Extra profit for you 
Extra satisfaction for 
your customers 


The TRANSFILE 2-WAY 
INTERLOCK was specifically designed to 
make TRANSFILE FILES more efficient in op- 
eration when they are stacked into batteries. 
It is a very simple little device which just slips 
into its appointed place without use of tools, 
screws, or bolts. When installed, the 2-WAY 
INTERLOCK secures the units both hori- 
zontally and vertically, locking them tightly 
into staunch batteries. 


In these days when filing equipment must last 
for an indefinite period, every means of in- 
creasing the life and usefulness of equipment 
should be used. Some of our dealers are now 
making a survey among their customers to 
make sure the 2-WAY INTERLOCK is being 
used on their TRANSFILE FILES. We offer 
this suggestion to you as a means of giving 
extra satisfaction to your customers. 


Guide System & Supply Co. 


New York 13, N. Y. 


335 Canal Street 
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The Chuckle Corner, devoted exclusively to humor, 
continues on its merry, uninhibited way. The editors 


want it to be your column and invite your active 
participation. Send us your version of the funniest 
event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 


A typewriter salesman driving through one of the more 
remote sections of Kentucky was attempting to find his way 
to Louisville. Finally admitting to himself that he was 
thoroughly lost, he stopped to ask directions of a well-bearded 
native. 

"Louisville," mused the hill resident, “let's see now." 
You drive on down the road seven miles, then turn left... 
no, reckon you'd better turn around and go back five miles 
then turn right . . . come to think of it, stranger, you can't 
get to Louisville from here. 

True enough, it's the early bird that catches the worm, 
but look what the worm got for getting out early. 

THE CUSTOMER 

Spot him when he wanders in— 

The customer you've tried to win. 
Never let him feel that you 

Already have too much to do. 
His welcome must not be in doubt, 

Or else he's apt to wander out. 
Hear his wants and help him find 

The merchandise he has in mind. 


Show him what he'd like to see, 
And if, at last he proves to be 

A man you cannot sell at all, 
Let not your anxious spirits fall. 

Your courtesy, your tact, your cheer, 
May linger with him for a year; 

And when he wanders in once more, 
Who knows but he may buy the store! 

We just heard of a man who took out a short term insurance 
policy on his new hat. Weak-end coverage, no doubt. 

While we're on travel topics here's one that illustrates that 
Yankee resourcefulness for which American tourists are noted... 
and sometimes thoroughly disliked. One such roving sightseer 
after having told his Ecuadorian host of many points of interest 
in which United States was unexcelled, was faced with the 
following retort: 

"How about our active volcano, Cotopaxi; have you any- 
thing in your country to match that?" 

"No," responded the American, "we haven't. But we have a 
waterfall! that could do a pretty good job of putting it out.” 

First Prospective College Student: "Do you expect to join 
a fraternity this fall?" 

Second P.C.S.: "I don't think so; | have my own tux.” 

















| can't help it if the sign does say "All Kinds of 
Files'"—-we simply don't carry manicuring supplies. 
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: . ; 
How we won our capital city of industry | 


O Oliver Perry, they seemed the 

answer to prayer . . . a hundred 
unregimented Kentucky riflemen. True, 
not a man of the lot had ever seen 
blue water. But any of these self- 
confident frontier boys could shoot the 
eye out of a squirrel. 


So, when he managed to close with 
the British fleet, the buckskin riflemen 
were high in the rigging. Lucky in- 
deed was the British officer who sur- 
vived their fire! Leaderless and fought 
to a standstill, the red battle flags came 
down in surrender. 
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That’s how we established our Lake 
Erie frontier — with men whose lives 
had been spent pushing frontiers back. 
First fruit of victory was Detroit, 
where other unregimented Americans 
were to cross new industrial frontiers 
and provide, for those who could earn 
it, a new standard of living, its ceiling 


unlimited . . . That’s how America 
has crossed all her frontiers, geo- 
graphic and industrial by the 


brains and sweat of free individuals 
who always were ready to try any new 
thing that seemed workable. 


* * * 


GRANDMOTHER of the 
GREAT LAKES FLEET 


American enterprise wastes no opportunities. 
Only six years after Perry's victory, another 
pioneer appeared on the Great Lakes. The 
Indians wondered at her thrashing paddles, 
at her ability to travel in a dead calm... 
and named her “Walk in the Water.” This 
little steamer was the mother ship of the 
= task force that today plies the world’s 

usiest waterway . . . another frontier con- 
quered by Americans and put to work for 
all the world. 


1945 





American business must face new 
frontiers after this war. And Gunn 
Furniture Company, a pioneer in its 
own right, will have ready some very 
new, very interesting developments in 
office appointments . . . to aid and 
abet the activities of frontier pushers 
everywhere. 


—GUAN— 
Surniture 


PIONEERS IN FINE OFFICE 
APPOINTMENTS FOR OVER 
HALF A CENTURY 


GRAND RAPIDS 
MicHtIGaAN 
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For Our Country 





Thank You! 


THIS MONTH WE CELEBRATE 


OUR we 
3 rd Industry Members Now Serving With the 





Armed Forces of the United States 














Lt. William Chris Kitchler of U. S. Army Air Forces, 
son of Mr. and Mrs. A. C. Kitchler, St. Augustine, Fla., 
BIRTHDAY has been awarded the Air Medal with the Oak Leaf 
Cluster. Inasmuch as he has been listed as missing in 
action since the plane on which he was navigator was 
Thanks to the loyal patron- shot down over Germany last September, the award 
: was made by the War Department to his parents late 
° ° in June. His father is a partner in the Abernathy- 

age of office machine deal- Kitchler office equipment firm at St. Augustine. 

The parents have received a letter from Lt. Paul E. 
ers who have learned that Moats of Grafton, W. Va., who was on the same 
plane with their son. Lieutenant Moats wrote that the 
they ship had a direct hit from flak, in the bomb bay sec- 

tion. The plane was pulled out of formation, riddled 
badly, and headed toward Switzerland. The order to 
bail out was given and Lieutenant Moats and a com- 


Can Depend On rade managed to parachute to safety, both being taken 


prisoner. 


Ames Service 


Your confidence spurs us to 


ONE VOICEWRITINE 


ou camt go across © 


greater effort and determin- 


ation to further expand and 





impr ove our service to you ’ PRIZE-WINNING WINDOW—This display window of the 
Atwell Co., Ediphone distributors, Boston, Mass., won a 
$1,000 War Bond as first prize in the radio stores class of the 


as we enter our 44th year of national contest conducted during the 6th War Loan drive. 
>= > o—__—__ 
non-competitive service to DEUTSCH TO REPRESENT MASHEK 


Bob Heck of Frank Mashek & Company has an- 

nounced the appointment of Fred Deutsch as repre- 
the dealer. sentative to sell the Mashek line of leather goods to 
the trade in Texas, Oklahoma, Arkansas and Louisi- 
ana. Recently receiving his discharge from the United 
States Army, Mr. Deutsch has resumed his activities 
as manufacturers’ representative in the Southwest. 
Prior to entering the service he was president of the 
Texas Travelers Club. His headquarters are at 3525 


Ames Supply Company Southwestern Boulevard, Dallas 5. 


WILLIAM P. DUTTON RETURNS TO HAWAII 

William P. Dutton, for many years connected with 
the Hawaiian Electric Company, Ltd., has returned to 
the islands as an executive of Huston & Alexander, 








: 


seer 


564 W. Randolph St., Chicago 6 


ere se 





37 Murray St., 583 Market St., 
New York 7 AGENCIES San Francisco 5 Ltd., and Alexander Brothers, Ltd. 
1905 Commerce St., | PRINCIPAL CITIES 11 Prior St., For three months, Mr. Dutton visited the factories 
Dallas 1 Atlanta 3 that these two corporations represent in Chicago, New 











York, and California, Now back in his Honolulu office, 
he can be contacted there. 
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NONE BETTER in looks 
NONE BETTER in performance 
NONE BETTER in durability than— 


ONLY IN R. C. ALLEN ADDING MACHINES do you get ALL these features: 
smart design ¢ visible total dials * automatic clear signal * two color ribbon e 
light-touch keyboard and type aligning bail, which keeps type horizontally in line 
even after many years of continuous hard use. 


K.C.Allen Business Machines 


ALLEN oe oe on oe Oe Sew ol - ae. oto -@-Moll- i Go its 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Manufacturers of 10-Key Calculators, Portable and Standard Adding Machines, Bookkeeping Machines, Cash Registers, 
Statement Machines and All-Purpose Office Machines. 





G00D 
NS 
Prefer 


COBO Mra Coes 
EN AO ee vem 


The famous paten- 
ted “Carbon Grip- 
per” in every box 
of Codo Super- 
Treated, Super Kote 
and Keen Rite. 


| aif, ued CORP. 


529 South Franklin St., 270 Lafayette St., 
Chicago? New York12 
Factory: Coraopolis, Pa. 


| 


WATERMAN CONFORMS WITH RULING ON PENS 


The L. E. Waterman Company, New York, N. Y., 
will conform with the recent decision handed down 
by the Federal Trade Commission against four leading 
pen companies relative to their long-term guarantee, 
by dropping the name, “100-Year Pen,” and issuing 


| a revised guarantee. 


These disclosures came in a statement made to the 


| trade by F. D. Waterman, Jr., president of L. E. Wa- 





terman Company. Mr. Waterman said: 

“We disagree with the Commission’s position and 
believe that the details of our 100-year guarantee have 
been clearly set forth and are generally understood 
by the public. However, we are willing to accept the 
Commission’s decision as it involves only a change of 
wording and we will immediately change the name 
of our guarantee to ‘Waterman’s 100-Year Guarantee 
of Service.’ Our advertising will state that the service 
on our pens is guaranteed in place of the pen itself. 
In the future, all Waterman’s pens covered by the 
100-year guarantee of service will state that the service 
on our pens is guaranteed in place of the pen itself. 
These pens will be known as Emblem pens, replacing 
the name ‘100-Year Pen’ which we are giving up at 
the request of the Commission, chiefly for the reason 
that under our present plans the name ‘100-Year Pen’ 
will not fully serve our requirements. Waterman’s 
will soon announce a line of pens distinctive in styl- 
ing. ...A descriptive name has been given to this 
new line and this also will be covered by our 100-year 
guarantee of service.” 

Waterman’s suggests that when a customer requests 
the dealer to handle the return of an Emblem pen 
that he make a charge of 50 cents, instead of the 
former 35 cents, to cover handling. 

i ito 
SAM S. SMITH JOINS REMINGTON RAND, INC. 


Sam S. Smith, former district manager, northwest- 
ern regional manager and assistant to the general 
sales manager of the Victor Adding Machine Company, 
Chicago, has been appointed sales manager of agencies 


S. S. SMITH 


and dealers for the adding-bookkeeping-calculating 
machines division of Remington Rand, Inc. 

Immediately prior to joining Remington Rand, Inc., 
Mr. Smith was employed for over three years as civil- 
ian training specialist with the Air Technical Service 
Command. While with ATSC he wrote a book on ad- 
ministrative management and supervised the training 
of several thousand officers and civilians. 


ee 
NEW FIRM ESTABLISHED AT OTTAWA, KANS. 


The firm of Ralph, Incorporated, 310 South Main 
Street, Ottawa, Kans., has been established to sell 


| office supplies. It is headed by Steve Ralph, president 
| of the Ottawa Chamber of Commerce and also presi- 
' dent of the Lions Club. Mr. Ralph also operates an 


accounting office and specializes as a tax consultant. 
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STEELCASE 


BusinessqE quip rer 














FOUNT-O-INK 


INSTANT ACTION 


are business builders 


Fount-O-Ink Writing 
sets deliver unfailing 
service. They are the 
quality line that par- 
ticular people are 
proud to own. 





Choice of colors in 
brilliant Mahogany, 
Walnut and Jet, and 
combinations of plas- 
tic and metal. 





Our latest catalogue 
and price list will pre- 
pare you to meet a 
market eagerly await- 
ing Fount-O-Ink Writ- 


ing sets. 


Copr. Gregory Fount-O-Ink 1945 





Alert dealers are fea- 
turing Fount-O-Ink 
Writing sets equipped 
with 14K solid gold 
points of America’s 
finest quality and 
workmanship. 





Many of America’s 
largest institutions 
have long used the 
eficient commercial 
type Fount-O-Ink 
Writing sets. Requests 
are constantly being 
received for large in- 
dustrial installations. 








GREGORY FOUNT-0O-INK COMPANY 


3501-11 EAGLE 


Laos AMGELES 


ROCK 


4 


1, 


BOULEVARD 
CALLE GRNAA 








PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 


Lt. Gregor Milne of the 15th U. S. Air Force has 
| been welcomed home by his father, George W. Milne, 
| manager of the Northwest Envelope Company of 
| Seattle, Wash., and his mother. Participating in 32 
| successful combat missions in the European theater, 
| Lt. Milne came home on 30 days’ leave literally covered 
| with medals. He wore the colorful ribbons of the 
| Distinguished Flying Cross, the Presidential Citation 
| and the Air Medal with two oak leaf clusters. 
| x * * 





Almost a quarter of a million dollars in sales has 
| been rung up in the cash registers of the Washington 
| State College student book store at Pullman, Wash., 
| including more than $200,000 for the 1944-45 period, 
| reports C. A. Pettibone, manager. From this amount, 
| $11,000 was contributed to the student union building 
| fund. The student book store, founded in 1914, repre- 
| sents an asset of $90,000 to the associated students 
| of the state college, says Mr. Pettibone. He announces 


| that Evelyn Hall of Pasco, Wash., is the new presi- 


dent of the book store board and a new member 
is Stanley Kelly of Pullman. 


* * * 


The Seattle Rubber Stamp Company, Seattle, Wash., 
was recently elected to membership in the Seatle 
Chamber of Commerce. 


* * * 


The Seattle chapter of the National Office Manage- 
ment Association recently named George W. Wester- 
land as president to succeed Oscar M. Johnson. Other 
new officers elected are T. H. Gloyer, vice-president; 
F. B. Clark, treasurer; and Eleanor C. Dennis, secre- 
tary. Installation took place in the Olympic Golf 
Clubhouse, with appropriate ceremonies. 

* * * 


Theodore Haughland, owner of the Best Seller Book 
Store of Anacortes, Wash., has launched a series of 
radio broadcasts entitled “Heart to Heart Talks.” 
These talks by Mr. Haughland on a half-hour pro- 
gram Thursday evenings over KVOS of Bellingham, 
Wash., are interspersed with music. 

ae * * 

Featuring the beautiful work of a sourdough artist, 
the Seattle Art & Photo Supply Company, Seattle, 
has been attracting many persons to see its display. 
The collection of Alaskan scences are by Harry Buhro, 
who has made a name for himself as prospector-artist 
of the northland. Other scenes not of Alaskan motif 
are the “Mississippi Delta Bayou,” “The Heron’s 
Dream” and “Sunset on the Denali.” 

oe * * 

Much plain and fancy stationery has been used 
in this war besides V-mail, but the personal stationery 
of Herr Himmler takes the gold-plated jeep. Such 


tain and bearing the official markings of the Third 
Reich, was used for a letter by Lt. Col. C. P. Larson, 
former pathologist of the Tacoma General Hospital, to 
his friend, R. S. Morrison. 





9 


| ORTON ADDRESSES CONFERENCE ON EDUCATION 


Dr. Dwayne Orton, director of education of the 
International Business Machines Corporation, New 
York, addressed the opening session of the third 
annual conference on secondary education at Phil- 
adelphia recently. His topic was “Business and 
Education.”—GET 

— 


G. W. HOWARD AHL ELECTED TO AGENTS’ BOARD 


G. W. Howard Ahl of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, 
L. I., N. Y., was elected to the executive committee 
of the Purchasing Agents Association of New York 
at the June 19 annual meeting.—BJ 
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stationery, the captured letterhead of the S.S. chief- | 


























































SPEED-O-PRINT CORPORATION 


161 E. 


DUPLICATORS e 
LETTERING GUIDES e 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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ARE YOU CASHING IN 
ON THESE FAST SELLING ITEMS? 








HERES VALUE / 


OUR GENUINE 
C-THRU (A.T7.8) 8” 
ADJUSTABLE 
TRIANGLE 
REOUCED FROM ¥ 4. 
TO $3 ig 





wali Bia BF 
a. 


A. T. ADJUSTABLE TRIANGLE 
Swinging type permits setting any angle quickly 


from 0°-90°. 
parent... 


A precision instrument . . . trans- 
with brass clamping device to hold 
solidly in place . . . all edges square. A MUST 
in the drafting room ... thousands now in use .. . 
standard equipment in leading defense plants. 


Reduced to $3.50 ea. list 


SuWhie Geoope! 


As our sales volume grows—we pass the savings on 
to you! Take advantage of the tremendous market 
opened up by the resumption of civilian flying on 
hundreds of new and old flying fields. 





AD-500 DISTANCE SCALE & AIR NAVIGATION PROTRACTOR 


A popular instrument because of ease of operation 
and low cost. Used by civil air patrol units—AAF 
instructors, private flyers. A definite need in every 
phase of aviation. 234 x 12% inches. 


$1 0.00 per doz. list 


Travel restrictions prevent our representatives call- 
ing on you as much as they would like. Meanwhile, 
mail your orders direct to our main office and they 
will be filled promptly. 


MAVIGATIONA MSTRUME® S$ + PROTRA 


Lt Fale? Viti CM tif 


tome YY FO 8, C Gre 





70 





CTORS + OTHER DEVICES 


NEWS NOTES FROM NSA DISTRICT No. 7 





Merrill D. Hasty, Correspondent 





Gentlemen, after your very strenuous vacation, it’s 
time you took on some serious thought of golf. Our 
Northwest Travelers vs. the Stationers are holding 
their annual tournament at the North Hills Country 
Club, Milwaukee, Wis., on Friday, August 3, and we 
hope you'll make it. The Twin Cities Golf tournament 
follows at South View Country Club, South St. Paul, 
Minn., on Monday, August 6. Needless to say, a good 
time is expected by all. 

ae * + 

J. P. Adams, president of Brown Saenger, Sioux 
Falls, S. Dak., is a patient at Rochester, Minn., where 
he went through the Mayo clinic. 

* * * 

Mr. and Mrs. Chuck Mixter are vacationing in Min- 
neapolis. It’s a good spot, isn’t it, Chuck? Minneapolis 
is the only city of its size with a chain of five large 
lakes, all within the city limits. 

* a oe ° 

The Sperry Office Furniture Company, St. Paul, 
Minn., held its grand opening on July 12. Mr. and Mrs. 
Tom Carpenter and their emvloyees played the host 
role for their many friends and customers. There were 
a number of Northwest Travelers present to be 
knighted with a carnation by Tom. They included 
Arnold Berglund, Joseph Dixon Crucible Company; 
Claude Allen, General Fireproofing Company; Stanley 
Griebel, Yawman and Erbe Manufacturing Company; 
Ronald Douglas, W. H. Gunlocke Chair Company; Mal- 
colm Quay, General Fireproofing Company; Jimmy 
O’Brien, Parker Pen Company; and Merrill Hasty, 
Sengbusch Self-Closing Inkstand Company. There 
were so many flowers from the many friends that one 
woman came in and asked if this was a flower show. 

* * OK 

The Government has taught us one thing in this 
war and that is to become expediters. In speaking 
of expediting, we believe this was the special mission 
of Floyd Kongsvig of Curtis 1000, Inc., St. Paul, Minn., 
when he proceeded to Milwaukee to expedite some of 
those back orders. Floyd visited the Sperry grand 
opening just before boarding the “400.” 

* * co 

John Boermer, Sterly Jerue, Charlie Regan, Arthur 
Walker and George Sidell were a few of the many sta- 
tioners who visited the Sperry Office Furniture Com- 
pany for the grand opening. 

ok a 

At last a home in the West has been secured for the 
broken-down peddlers. Our good friends, Mr. and Mrs. 
Herbert S. Morgan, have just purchased a new home in 
Portland, Ore. After August 1, the address will be 2501 
South West Arden Road, Portland 1, Ore. 

* * * 

Recent visitors in and around the Twin Cities in- 
cluded Russell Ragan of the American Pad and Paper 
Company and his sales manager, John J. Whalen. 

* * * 

Frank Miller of Wallace Pencil Company has re- 
turned to Minneapolis after an extensive business trip. 
* a co 

Ray Hammond, Elgin Burke and Ed Cooper, all keep- 
ers of loose sheets, have been around the Twin Cities. 
Good fishing and golf. I’d guess, wouldn’t you? 

* * * 


After a trip through the northern parts, Harold 
Blum, Esterbrook Pen Company, has returned to Chi- 
cago. 

* * * 

Now fellows, seeing you’re all on your vacations, 
don’t forget to write to your correspondent, telling him 
of that wonderful catch or that par-exploding golf. 
Our friends in the service are readers of our long tales. 
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Arthur J. Lawless 
SKY-RIFE General Sales Manager. 
Knows everybody, everywhere. 

A SKY-RITE pioneer. A swell guy. 


PERSONAL 


Dear Aunt Emma: 

Some people say—quote—I mita- 
tion is the sincerest form of flattery 
i pd! Selatan —unquote. I think that’s just a lot 
STAY RIGHT of B-U-N-K—bee you enn kay— 

careers aaa _ | exclamation point. 
_ WITH SKY-RITE] Take the case of *SKY-RITE for 
instance. There—in my estimation, 


is the finest in LIGHTWEIGHT 
Airmail Stationery. I have’ come 
across many boxes of inferior, low 
grade, stationery bearing similar 
names. I admit, I have been fooled 
—but—never again. Now—I IN- 
SIST upon getting *SKY-RITE 
and I make sure I get *SK Y-RITE. 

If I know you, Aunt Emma, you 
won't let anyone mislead you by 
trying to palm off stationery bear- 
ing similar names. In fact I’m sure 
that you, like myself, will insist 
upon *SKY-RITE whenever you 
want the best there is, in Light- 
weight Airmail Stationery. No 
“near sounding” name will fool 
you, Aunt Emma—yjust as it won't 
fool me. 


] Your loving nephew, 
Sylvester. 
P.S. Aunt Emma will be only 
; too glad to mail you a sample sheet 
and envelope of *SKY-RITE Sta- 
: tionery, if you will address a post- 
card to:— 


“Aunt Emma” 

c/o *SKY-RITE 
74 Varick St 

New York 13, N. Y. 


*Trade Mark Reg. U. S. Pat. Of 





*Infringement of our trade mark vigor 
| ously prosecuted 
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Les Corwin 
SKY-RITE Western Representative, 
Lives in Beverly Hills. Clean cut, per- 


sonable and is certainly going places 
with SKY-RITE. 





Phil Cassidy 


Here he is—formerly Secretary of 
D.S.C. Now, SKY-RITE Ambassador 
of Good Will to the Drug Trade. Nice 
fellow “Phil.” 





| 
NOTE SKY-RITE NATIONAL 


SCHEDULE — CALLS 





FOR — 


Copyright 1945, Agency Paper Co. 
a 
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AND 
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Maybe you think we've been overemphasizing the difficulties involved in manufacturing 


MYRTLE DESKS. We know what we're up against but we're anxious for you to know 


the facts too. It’s the same old story of trying te produce in the face of material and labor 


Despite these difficulties, the Myrtle “team spirit” manages to perform in a 
Not for a moment do we forget our obligations to a vast group 


That’s why we’re so eagerly bending every effort to turn out the 


shortages. 
commendable fashion. 


of loyal dealer friends. 
maximum number of MYRTLE DESKS. 


MYRTLE DESK COMPANY 


furniture institute 


NORTH CAROLINA 
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Office appliance merchants who 
like the old 1-2 of profit-punch mer- 

chandising are sure going to tie up 
with Invincible Metal Filing Cabinets. 
We've passed out some broad hints 
about our products and our plans, but, 
dog-gone it, until we have delivered 
the knock-out to the Japs nothing 


more can be said. The plans are 


This concealed safe unit 
is a patented Invincible 


ready, we promise you that, so keep EXCLUSIVE ! 


your profit-eye focused on Invincible. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 


& 
@ 
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BUY AND KEEP MORE WAR BONDS 


TOUCH AND ACTION KEYED TO YOU...that’s what you'll find 
in the NEW REMINGTON, now on unrestricted sale—the sweetest- 
running typewriter ever made. Remington Rand research and develop- 
ment engineers have scored another of their brilliant successes, creating 
a Personal Touch more uniform and sensitive, an action more stream- 
lined, than ever before conceived. A new touch, instantly changeable to 
your own desire—a new action, swifter than the fastest-flying fingers 
... these are the two features most wanted by every typist, and built as 
only Remington Rand craftsmen can build them. No wonder more 
Remingtons have been bought than any other make! No wonder 
Remington Rand is the FIRST name in typewriters! See for yourself... 


phone your nearest Remington Rand office or representative ...teday! 


Reminglon Kond 


THE FIRST NAME IN TYPEWRITERS 
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BLUEPRINT YOUR PROSPECTS 


Many firms are now planning their post-war 
catalogs, sales manuals and price lists. 


Such plans call for flexibility that will provide 
for quick changes in design and construction 
of products, price and merchandising trends. 
Loose Leaf Sales Equipment is the answer. 


In Loose Leaf Sales Equipment © and 
m=zfPom Lines are pre-eminent. The broadest 
range of Loose Leaf mechanisms featuring con- 
venience of operation and durability are com- 
bined with cover designs of a richness that gives 
prestige regardless of budget limitations. 


Re-conversion to peace will open this profit- 
able field to you. The Catalog Division of Wilson 
Jones Co. is prepared to help you. 

* 
Now is the time to make known to your 
prospects your capacity to fill their Loose Leaf 
catalog needs. 





>>> WILSON JONESCO. ¢¢< 


ELIZABETH CHICAGO NEW YORK 
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As the name implies, Silk Spun carbon paper 
offers a limited number of discriminating 
executives and operators a product of uncom- 
promising standards that long has been rec- 
ognized for producing the greatest possible 
number of clear, clean, brilliant copies. These 
fine examples of precision workmanship are 
made by the exclusive “M&V” Duplex Proc- 
ess that literally forces the rich ink mixture 


through every fibre of the tough, though 
extremely light weight paper. They provide 


a far greater intensity of copy yet economi- 


cally insure a more gradual weardown. All 
Silk Spun ribbons continue to be made of 
the finest quality genuine pure silk fabric 
produced. They insure accurate work of un- 
excelled neatness and uniformity even under 


the most exacting machine conditions. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 


CARBON PAPERS & INKED 
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VICTOR REMODELS FACTORY BRANCH IN WEST 


Victor Adding Machine Company, Chicago, is al- 
ready taking cognizance of expected post-war volume 
in the adding machine business. In anticipation of 








FOR BETTER DISPLAY—Modern lighting, design and 

merchandizing are employed in this attractive window 

display at Victor Adding Machine Co., factory branch 
in Los Angeles, Calif. 


this growth, the company has recently modernized its 
factory branch office in Los Angeles, Calif. 

This modernization has made possible the con- 
tinuation of a policy of offering customers the best 
possible mechanical service on their adding machines. 

All major repairs and servicing may now be handled 
at the factory branch, with a minimum of time loss 








SERVICING VICTOR CUSTOMERS—Installation of lat- 
est equipment in the remodeled service department of 
Victor Adding Machine Co. factory branch makes pos- 
sible complete mechanical service for Victor customers. 


and expense to the customer. With latest equipment 
installed, the branch offers complete mechanical 
servicing of adding machines in addition to sales 
of the Victor line. 


—_————0— > — 
REGISTER NAME OF FIRM IN BUFFALO, N. Y. 


A business name has been filed by D. Charles McCarl 
in Buffalo, N. Y., for the Buffalo Typewriter Exchange, 
31 Niagara Street—GET 
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PROGRESSIVE 
DEALERS 


Buy 
COLUMBIA 


Steel Office Equipment 


because they have 
learned to depend on 
its Outstanding Qual- 
ity, Wide Variety, Un- 
failing Service. And 
they 


Sell 


COLUMBIA 


Steel Office Equipment 








because they have 
learned through exper- 
ience that it means 
Repeat Business and 
Repeat Profits. 


COLUMBIA 
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MEMBERS ENDORSE 
MOVE TO STANDARD- 
IZE CATALOG SIZES 


Members of the INSTITUTE 
wholeheartedly join in the 
movement to standardize 
catalog sizes at 814” x 11”. 
In response to such a request 
recently circulated by the 
National Stationers Associa- 
tion, the New Orleans Sta- 
tioners and Office Equipment 
Association, other groups 
and individual Dealers, we 
were able to assure Dealers 
of the co-operation of our 
Members. Our Catalog Com- 
mittee delivered an exhaus- 
tive report at our Annual 
Meeting last December, and 
their first recommendation 
was, “that a standard cata- 
log size of 814” x 11” be 
adopted by all Members.”’ 
This motion was_ unani- 
mously supported, along 
with many other construc- 
tive suggestions. 


MID-SUMMER 
PRODUCTION 
LAG EXPECTED 


Vacations and other factors 
peculiar to this season are 
expected to cause a decrease 
in production during July 
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and August. Members report 
that Military cut-backs in 
their localities have not 
made any additional help 
available, so production may 
temporarily fall short of the 
expected goal. We anticipate 
some slight improvements in 
conditions by early Fall, and 
this will permit production 
to resume its gradual up- 
ward trend. 

We are anticipating some 
difficulty in obtaining a suf- 
ficient number of freight 
cars to use for our ship- 
ments. Shortages and delays 
have already been reported, 
and these will probably in- 
crease as the movement of 
troops and Military supplies 
reach the climax. Other cars 
are also being diverted for 
shipment of grain and other 
foodstuffs. 


DEALERS PRAISED 
FOR CUSTOMER 
RELATIONSHIP 


With current orders still 
equalling or exceeding pro- 
duction, Members are exer- 
cising every precaution to 
insure fair distribution, to 
make certain that you get 
your share! We know that 





this is not enough to keep 
your customers happy. All 
of these customers are 
GOOD customers — custom- 
ers that you hope to keep 
after the War — customers 
that we also hope to keep 
after the War. Somehow, 
some way, you must keep 
them happy. If not “happy,” 
at least satisfied that the 
manufacturers are doing 
their best to give every pos- 
sible preference to their 
order and to ship it with a 
minimum amount of delay. 
You have all done a remark- 
ably good job of customer 
appeasement during these 
trying times. We ask you to 
keep up the good work just 
a little longer. 


As this issue goes to press, 
the Furniture Order L-260a 
is being revoked. However, 
this will not result in any 
increased production of office 
furniture. The only advan- 
tage at the present time is 
that the Industry will be re- 
lieved of a nuisance or an- 
other piece of red tape. 


pepeet 





FURNITURE INSTITUTE 





American Security Building 








WASHINGTON 5, D. C. 
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It is with pardonable pride that we appraise the contribu- 
tion of IMPERIAL DESKS to the realm of business. In a 
world where industry contributes so surely to complete 
VICTORY ... in a world where the economic well being 
of our nation means so much, the responsibility of business 
is varied and great. It is in this world that IMPERIAL 


DESKS are winning so many warm admirers. 


fits 
Dmpercial 





EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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AVAILABLE AGAIN IN 
LIMITED QUANTITIES 


This ever-popular design as interpreted by 
HIGH POINT is now available again in 
limited quantities. To users this HIGH POINT 
series has always been an assurance of complete 
and enduring sitting comfort. To dealers it has 


been a never-ending source of pront. 





The Bank of England series, as made by HIGH 
POINT, has a long and enviable record for 
strength and rigidity resulting from our unique 
method of wood bending gained in our more 


than forty years of chair manufacturing ex- 
perience. th 
is 


so 





Revolving chairs are now equipped with metal 


swivel mechanisms. 


HIGH POINT senoine & CHAIR Co. 


SILER CITY, NORTH CAROLINA 
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Even the tinker wouldn't give one for it, now! 


@ Neither would anyone else. Yet 
the urge to putter, to “fix-’er-myself,” 
is universal—an excellent though 


sometimes expensive hobby. 


In other things, ski/l can mean the 
difference between life and death. It 
does in your work, economically 
speaking. It does in ours, /iterally. 
For an infinitesimal error anywhere 
in the Norden Bombsights that we 
make for the Army can cause a bomb- 
load to miss the target by several 
hundred yards. Anything less than 
perfection, in this case, comes high. 
Its cost is computed in terms of 
a wasted mission — in precious 
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lives of airmen risked to no avail. 


That makes one think. And Victor 
people do. This awareness of heavy 
responsibility gives them the pa- 
tience to keep everlastingly at the 
job of producing a perfect product. 
Such training is your best guarantee 
that every postwar Victor Adding 
Machine will be worth its weight in 
right answers. For they'll be built 
under the same roof that housed the 
Norden Bombsight 
... by the same crafts- Vi C T 0 R 
men...using the same 
precise manufactur- 


ing skill. 


1945 


In a Victor, you'll get more for your 
peacetime adding machine dollar. 
You wouldn’t think of tinkering 
with that. 


New, lightning-fast, full-keyboard Victor Portable 
Electric with direct subtraction; adds, lists, multi- 
plies, divides... pops up right answers—every time. 
Also in 10-key models that 
will be available as soon 
» as war demands per- 
mit our making them. 


= 





ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch. 


STILL WORKING WITH RIGHT ANSWERS 
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POSTURE 
CHA/I RS 






* Model 435-A Posture 
Telephone Switchboard 
Chair illustrated 


This posture chair is now being 
made — and you'll soon find other Sturgis Chairs taking 


their place in dealer show rooms. Improved, more attrac- | by the trade journal on its twenty-fifth anniversary 


tive models for executive and office use are in progress — 
to make a fast-selling, profitable line for aggressive, sales- 
minded dealers who have their eyes on the future. 


%* These are the features that se// the 
Sturgis Posture Telephone Switch- 
board Chair — Posture back and 
seat fully adjustable without use of 
tools; large 15'/4” x 1634” comfort- 
able seat; all welded tubular con- 
struction; hard stee/ swivel mecha- 
nism; five color finishes and choice 
of contrasting genuine or imitation 
leather. 


Lungs 
STURGIS POSTURE CHAIR CO. 


411 MAGNOLIA STREET 
STURGIS ° 


THIS NAME IS GROWING! 


MICHIGAN 
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IN OTHER LANDS 
(Continued from page 30) 


of the machines is waiting upon arrangements for 
resumption of commercial relations between the 
United States and Spain. A permit of importation 
is now pending. 
rH 
BRITISH STATIONER HAILS SILVER JUBILEE 


The silver cover of the June issue of the British 
Stationer has more than ordinary significance. It 
proclaims to readers that this is the silver anniversary 
of the sprightly trade publication which was estab- 
lished in June, 1920, by F. W. Bridges Ltd., as the 
official organ of the Stationers’ Association in Eng- 
land. 

Wallis Mansford, in an article concerning this 
noteworthy event, comments that the British Sta- 
tioner “quickly became the chief advertising medium 
for all firms having dealings with stationers, and 
under its capable and enterprising editorship, the 
articles and information included in its attractive 
issues have proved of the utmost value to its readers, 
and in addition it has afforded the Stationers’ Asso- 
ciation the reliable and continuous publicity which 
such an organization both seeks and requires.” 

This co-operation with the stationers has taken 
varied forms, including the furnishing of office accom- 
modations for the Association, a monthly series of 
educational articles, the donation of a cup for window 
display competition, establishment of a benevolent 
fund for stationers,. the backing of a campaign to 
furnish the plane “Empire Quill” in fighting Germany, 
and other common endeavors. 

Editors of the British Stationer are particularly 
proud of their silver jubilee number because it comes 
at a time when they can reflect with satisfaction the 
weathering of a stormy war period. They were able 


| to surmount trying conditions of paper restrictions, 


censorship regulations, technical production difficulties 
and lack of personnel. 
The burden of editorship during the war period fell 


| directly on the shoulders of Fred H. Bridges, for on 
| the morning of September 1, 1939, editor Allan Dela- 
| fons bid goodbye to the staff at the offices at Brand 
| Buildings, Trafalgar Square, and began 72 months of 
| war service as a skilled fire-fighter, linguist and mem- 


ber of the S.H.A.E.F. mission to France. Now, having 
passed his fortieth birthday, he is due for release 


| shortly, and plans to return to the editorial chair. 


Typical of the letters of congratulations received 


is this comment from J. W. Hamilton-Jones of Ever- 
sharp, Ltd., who writes: 

“For a quarter of a century the journal has done 
magnificent service, keeping its finger on the pulse of 
the trade, and sustaining a vital interest in all matters 
connected with the stationery business. As the official 
journal of the Stationers’ Association its future use- 
fulness is of the greatest importance. 

“Now that the war in Europe has terminated it is 
well to remember that in offering congratulations for 
past achievements we must also point to the hard 
road which lies ahead, and the difficult times which 
will be experienced in building up domestic, empire 
and foreign trade once again. The importance of 
trade associations is becoming increasingly apparent 
to all business men; the day of trade associations is 
at hand, and a new era opens up before us.” 

—EEen 


OFFICE SUPPLIES STILL SCARCE IN BRITAIN 


Supplies of office equipment are still very tight in 
Britain although the promise of increase has had the 
effect of halting some of the private sales. Paper, 
envelopes and various types of stationery are scarce 
and expensive by pre-war standards. To non-priority 
users, only about one ream of typing paper and a few 
envelopes at a time, to favored customers of long 
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Robinson’s Department 
it is | Store, Los Angeles. In- 5 alias tae 
s for | stalled by Pacific Desk Co. / Luring the years of production-for-war Leopold craftsmen and 


hard | j designers have been busily engaged in developing mew techniques of 
/ construction; perfecting new, exclusive designs. War-born qualities of 


re of j —-Breater utility and service have been incorporated into Leopold’s future 
arent / plans. 


/ These new, smartly designed Leopold desks and office furniture 
/ await only the return to normal peacetime production. They will delight 
/ both buyer and salesman according to Leopold's long-established repu- 

/ tation for unsurpassed excellence in handcrafting fine woods into articles 
/ of beauty and utility. 
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a toe /The LEOPOLD COMPANY - Burlington, Iowa 


long 


SERENITY IETS IB I 


1945 OFFICE APPLIANCES, August, 1945 93 

















R 


557 





THE GREATEST CONVENIENCE 
OFFERED IN ANY BRIEF CASE... 


To convert the CONVERTO from a — 
leaf binder portfolio to a regular portfolio, 
just remove the ring metal! NO LOOSE Pat. No. 2,226,387 
PARTS! NOTHING TO GET OUT OF ORDER! 
Takes few seconds only! Replace in a jiffy! 


ACTUALLY TWO PortroLios IN ONE! 


eating 





First Quality Booster-Type Metal 
Metal Reinforced Back-plate 
Full length slide fastener permits complete opening 


Sturdy Construction ... Finest Quality and Crafts- 
manship in Every Detail 


Available WITH or WITHOUT Disappearing Handles 


Made in a variety of styles, sizes and leathers to 
meet most requirements 


CONVERTO Zip Cases enjoy national preference 
because of their rich beauty and long-lived dura- 
bility. 





Write for Descriptive Circular and Prices 


CUBEN CO. 


W. JACKSON BLVD., CHICAGO 6, ILL. 
Manufacturers Since 1920 


OF QUALITY LEATHER ZIPPER RING BINDERS & PORTFOLIOS 
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standing, perhaps 1000 envelopes at a time, is the 
method of allocation in Britain these days. 

Much the same system operates in equipment. Prom- 
ises of desks, stools, filing cabinets and other essen- 
tials are known to be coming, but no positive delivery 
dates can be given and normally the retailer involved 
refuses even to guarantee that he will allocate at any 
given time. Delivery is thus very much on the lap 
of the gods and on the system used by the retailer 


| concerned. Most dealers are now booking orders for 


steel equipment, which is a distinct improvement over 


| earlier methods when non-priority customers were 


simply told that nothing could be done. It is difficult 
to assess just how much of the desired equipment has, 
in fact, been made available. Equipment dealers 
frankly confess, when pressed, that they are not sell- 
ing to any inquirer but rather allocating scarce equip- 
ment, when it is released, to those who buy the more 
plentiful goods as well. 

At the time of reporting, there is no improvement 


| in the typewriter, adding and calculating machine 
| supply position. These are still being rigidly controlled 


for essential work, or for delivery against a surren- 
dered item. 

Suggestions of improved steel furniture, cabinet and 
metal equipment generally have still to be substan- 
tiated by increased and improved deliveries for gen- 
eral purposes and so far no such indication can be 
given. There is a belief here, however, that the posi- 
tion is rather easier, consequent on the known release 
of metal for manufacturing purposes. 

All paper equipment is scarce, whether for direct 
use or in any of the many forms in which paper is 
made up. Files and envelopes are particularly short 
in some areas and likely to be so for some short time. 

Wood is also in short supply but the scheme to 
produce wartime utility types is maintained. Improved 
wooden desks, chairs and other wooden equipment is 
promised in the near future but no specific hope can 
be offered as to when and to what extent this will 
mature. 

The position is generally difficult. One piece of 
essential equipment with which there would appear 
to be less difficulty than others, is carbon papers. 
These can be secured quickly and easily and there are 
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even instances of new firms canvassing for business. © 


Typewriter ribbons are also readily available, although 
most are sold without the metal spool, and any dam- 
age to the spool involves a long and difficult hunt to 
secure a replacement. 

Most firms are doing a very big repair business still, 
and equipment which has outlived its day is being 
patched up to operate until new machines can be 
obtained. The private sellers of machines and equip- 
ment are having a last fling before the advent of post- 
war supplies, and are still attempting to get high 
prices. Typical instances of this are shown in the 
sale of second- and third-hand portable typewriters 
(pre-war value about 12 pounds) at from 20 to 25 


pounds sterling. 
_——>o— > o—_- 


REMOVE RESTRICTIONS ON CANADA DEALERS 


Restrictions on the manufacture, purchase and | 
| rental of new typewriters and other office machinery 


in Canada have been removed by the Wartime Prices 
and Trade Board. Henceforth, this equipment may be 


| bought or rented wherever it is obtainable. Canadian 


assemblers may place their orders for machines or 
parts without reference to the Board. Ceiling prices 
must still be observed.—RC 

9 


WOODSTOCK RECEIVES SECOND “E” AWARD 





Robert P. Patterson, Under Secretary of War, on 


June 23 informed the men and women of the Wood- 
stock Typewriter Company, Woodstock, Ill., that they 
have won for the second time the Army-Navy “E” 


award for meritorious services on the production front. § 


The white star has been added to the award flag. 
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HERE’S THE COLORFUL FULL-PAGE AD 


It’s the latest, the 11th, great Parker promo- 
tion to step up mail to our fighters. And 
sparked with a fresh new slant. Everybody 
reads cartoons. So almost everyone will see 
this forceful message. This unusual ad ap- 
pears in four colors in both American Weekly 
and Parade newspapers, September 2. It also 
runs in black and white in nine additional 
dailies. 

Parker originated these great mail-making 
campaigns. And all during the war Parker 
has led the way in pushing letter-writing to 
those in service. Ten previous promotions 
proved the worth of this coming event. You 
know what it can accomplish in building 
soldier-sailor mail... in stimulating demand 
for Quink and all other writing materials! 


Copr. 1945 by The Parker Pen Company 
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WAS YOUR BOY OUT OF LUCK TODAY? 
















GET A LETTER 
FROM HOME ! 






































It’s how many you write! Use V-Mail for speed and 
guaranteed delivery. It always goes by plane—gets 






SDont 






5 dash off in 3 minutes means more than a 
Mo ore than that, it will > by the same priority as food and plasma 
Military authorities 8] Write now~and keep writing 
e alert, takes till your boy comes 
Remember, it's not the length of a letter that counts marching home! 
THE PARKER PEN CO JANESVILLE, WIS. AND TORONTO, CANADA 


To bees you letters Rowing, vse pee. protecting Porter Quint! Fox enchvive sols le Quink profiects off pens & wae (1) Ende olf 
wenving and dogging. ive 9 avich storting, ewan flow. (?} Actuott 5H writes, 1B Dioives ond Auihes away sedi 
mont let by ordinary nbs. {A} Prevents setet corrosion and rub wed by high ocid inks Parker Quink comes ® 7 per 
wonert, 2 washable colors Use “Microfilm Beck for V Mor mie it 25¢, school vine | S¢. Ars gin end quarts 









HERE’S HOW TO TIE IN: To identify your store 
with this patriotic and business-building promotion, 
Parker offers Quink dealers this tie-in 3-piece win- 
dow display. It’s not just an ink window —fea- 
tures V-mail, writing paper, other related stationery 
items. Also, there’s a giant poster and special news- 
paper,mat—all free! As the world’s most-advertised, 
largest-selling ink, Quink is a big-volume item. So 
mail your post card today for this tie-in material to 
The Parker Pen Company, Janesville, Wisconsin! 





PARKER QU/WRK 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 
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LGboty RECORD STORAGE BOXES 


The leader in corrugated fibre-board record storage boxes for 
more than a quarter of a century .. . and still leading after three 
and one half of the toughest war years in history... storing bil- 
lions of wartime records in addition to doing double duty in 
many plants where it has been necessary to use LIBERTY 
Boxes for current filing due to lack of regular filing equipment. 
Temporarily most LIBERTY Boxes are still going to those en- 
gaged in war activities. Soon we hope LIBERTY Boxes will 
again be available to all who have waited patiently for so long a 
time. 23 STANDARD SIZES. 








Gberly STORAGE BINDERS 


Liberty Storage Binders cannot be surpassed for real economy 
in storing all kinds of loose-leaf records . . . covers of tough 
Masonite presdwood with corners rounded .. . hinged with 
levant grained fabrikoid . .. and furnished with two metal 
Chicago Screw Posts in 1, 142, 2, 3, and 4 inch lengths. Avail- 
able NOW with any punching and in any size, but featuring 20 
STANDARD SIZES. Write for illustrated circular. 


S: 





Lfbewgy STRING BINDERS 


The handiest and most economically efficient method for pack- 
aging all kinds of small forms ever devised. Ideal for sales slips, 
checks, vouchers, tickets and hundreds of others. Made of tough 
jute Manila card stock with tension button and cord attached. 
Made to order with 1 button, 2 buttons, or with left or right 
hand tab for indexing—in any size and in any quantity. Write 
for illustrated circular giving complete details. 





HERE ARE JUST A VERY FEW OF THE MANY THOUSANDS OF REGULAR USERS 
WHO FIND LIBERTY PRODUCTS IDEAL FOR STORING THEIR VOLUMINOUS RECORDS 


Bell Aircraft Corporation Houston Shipbutlding Corp. 
Kaiser Company, Inc. Baldwin Locomotive Works 
Aluminum Company of America Glenn L. Martin Co., Aircraft 
Hercules Powder Company General American Tank Car Corp. 
E. I. DuPont de Nemours & Co. Dow Chemical Company 
Carnegie-Illinois Steel Corporation Phelps Dodge Corporation 
Browne & Sharpe Manufacturing Do. A. C. Spark Plug Division—G. M. C. 
Wright Aeronautical .. . and hundreds of others 
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Big). oe i Established 1916 = 
|. BANKERS BOX COMPANY - - - CHICAGO 5, I 


88 OFFICE APPLIANCES, August, 1945 











15 


























3 





Monroe: Adding-Listing Machine 
209-11-092 

















Monroe Accounting Machine 
209-685-191 
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Monroe Adding-Calculator MA-7-W 


i. ao makes a line of machines so extensive and offers 


a service so complete that any business can be Monroe- 
equipped for today’s vital figuring and accounting needs. 


Every Monroe machine is notable for its simplicity of opera- 
tion — because it is engineered with the operator in mind. “Velvet 
Touch” ease of action, for example, first developed in the Monroe 
A dding-Calculator, is a basic feature of every Monroe machine. 
It is just one reason why Monroes turn out a maximum volume 
of work, with a minimum of strain on the operator. 


Monroe Accounting and Listing Machines are outstanding 
examples of modern engineering in every functional detail. From 
the design of the keyboard to the many other unique operating 
advantages, every feature is planned for streamlined efficiency, 
speed, and simplicity you may not have thought possible. 


Monroes are built for long, economical service. To keep them 
at their best, Monroe maintenance service is available through 
Monroe-owned offices in all principal cities. Get in touch with 
your nearest Monroe Branch. Ask for a copy of the Monroe 
Simplified Payroll Plan. Or write to... 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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THE BASSICK LINE is the world’s largest... when you sell Bassick 
office chair casters and floor-protection equipment you can guar- 
antee satisfaction ... render a real service to your customer... and 
there is profit in selling casters. 

THE BASSICK COMPANY, Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Canadian Divaion: Stewart-Warner- 


Alemite Corp., Ltd., Belleville, Ont. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A survey by your correspondent among the type- 
writer branches, stationery stores and business equip- 
ment firms indicates that the first half of 1945 was 
very satisfactory for volume. While the typewriter and 
business machine dealers complain that they are held 
up through inability to get machines, at the same time 
they report an excellent business in parts and service, 
being hampered only at times through inability to 
get sufficient help. 

Sales of stationery, office supplies and business fur- 
niture continue good, and there is every indication 
that, with an easing up on restrictions, receipts will 
reach new high levels. New firms are opening up every 
week, and several nationally-known organizations are 
reported to be seeking locations here. With these 
known factors, it is possible to report that 1945 will 
equal, if not surpass, 1944 in sales volume. 

* * * 


E. P. Haye, the energetic manager for L. C. Smith- 
Corona, reports two new dealers recently appointed in 
his territory. Modern Stationery Company, El Paso, 
has been named dealer for Corona portables. R. V. 
Gunn of Alpine, who has been honorably discharged 
from the service, is establishing a store in his city and 
has been named dealer for the full line of L. C. Smith- 
Corona typewriters and business machines. 

” * *~ 


Vacations have had their innings at the Paul An- 
derson Company during the past month. Mrs. Amanda 
Gembler, cashier, has returned from a vacation spent 
at Rockport on the Texas seacoast. Marvin Hartung, 
floor salesman for this firm, has returned from a vaca- 
tion spent on a ranch near this city. Mrs. J. K. Klaus, 
secretary to G. S. Thorn, general manager of the busi- 
ness, is spending some time with her serviceman hus- 
band in Los Angeles. Mrs. Maxine Pinkston of the 
furniture department has returned from a vaca- 
tion spent in Victoria. And Rudolph Ramirez, on the 
city order desk, has returned from a vacation spent 
on the coast. Mr. Thorn visited him for two days 


while there. 
* + * 


Southern Sales and Service have completed expan- 
sion of their store, taking in additional store space 
immediately adjacent to their present location. 

This firm has a large contract for reconditioning 
typewriters and business machines for the Govern- 
ment, in addition to a contract with the San Antonio 
school board for overhauling approximately 500 ma- 
chines for the public schools. 


‘84 *@ 


Ed DeWeese, district sales manager of the systems 
division of the local branch of Remington Rand, has 
returned from a vacation spent on a fishing trip. 

J. H. Kennedy, branch sales manager from Houston, 
was in the city recently for a sales meeting held at the 
Plaza Hotel and attended by all men in this district. 
A dinner followed the meeting. 

Louis Dromgoole, manager of the typewriter division, 
and M. D. Turner, manager of the service department, 
have secured a large service order from the Govern- 
ment for the overhauling of approximately 300 ma- 
chines. The service department of this branch has 
been running to capacity for some time. 

Austin Smith, Sr., and Ed Steen have joined the 
sales staff of the typewriter and adding machine di- 
vision of this branch and will cover the territory from 
Uvalde to Del Rio, Eagle Pass and intermediate points. 

Fred DeWitt, salesman for the systems division, has 
returned from a vacation spent in fishing. 

” * * 


M. R. Allen, owner of the Central Typewriter Com- 
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Adele Mara is in 
excellent form in 
the Republic Pic- 
ture — "The Tiger 
Woman." 
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WITH RED EARS welcome 
IMPERIAL Spiritcarb with 


. ¢ 
. Ss : 


ragn |! 
open arms. After being Mires = 
called down by the V.P. 23 been 4 : Se \ 


for sloppy duplicating 


work, the aforesaid Office Manager 
salaams and offers up a hallelujah 
when he sees the clean, crisp, brilliant 
copies IMPERIAL Spiritcarb turns out. 
For long distance performance (500 
copies are a cinch) and for long dis- 











tance profits to the Dealer, IMPERIAL Spiritcarb is well out in front. Another 
thing, IMPERIAL Spiritcarb is your foot-in-the-door for the rest of the wonderful 
PEERLESS-IMPERIAL ribbon and carbon line. Write today for full information. 






GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA Manufacturers with thé dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 














e@ Hold on a second! Don’t get the air 
blue with dle curses—find out what’s 
to blame for errors. Your employees? 
Probably not... they don’t like errors 
any more than you do. Well then— 
how come errors in the first place? 


Most likely, your error trouble is 
caused by the fact that too many people 
have to write and re-write the same 
information—and every time a form 
must be recopied, there’s a chance for 
mistakes. Or, perhaps, errors are due 
to poor copy reproduction — fuzzed 
carbon copies that are unreadable, 
defeat legibility. If so, then here is your 
solution —Uarco forms. Forms with 


UNITED AUTOGRAPHIC 








carbons that assure clean detailed 
copies — forms that allow one person 
to type or write enough copies at one 
time for all departments. 

Today see what Uarco has to show 
you. For Uarco has made a science of 
creating better forms... forms scien- 
tifically designed for individual busi- 
nesses, that pay off in savings of time 
and money as well as lessening the 
possibility of errors. 

Spend a half hour with the Uarco 
representative. You will be amazed at 
the substantial cut in errors the right 


form will bring you. Call him today— 


or write. 


REGISTER COMPANY 


Chicago, Cleveland, Oakland « Offices in All Principal Cities 


AUTOGRAPHIC REGISTERS 
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HANDWRITTEN 
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CONTINUOUS-STRIP FORMS FOR 3 
TYPEWRITTEN + BUSINESS MACHINE RECORDS 





For CHLLAUNCE, this is the Uarco 


Speed-O-Form ... one of many time- 
saving forms. In five seconds, any 
standard typewriter can become a 
continuous forms biller. Eliminates 
carbon stuffing, paper alignment and 
other such time-taking routine jobs. 
Two to six copies are made at once, 
and forms in back of the machine con- 
tinuously feed the typewriter as typist 
types. Write for full information. 





BETTER BUSINESS FORMS .. 


August, 1945 
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cA messa ge from 


AMERICA’S LARGEST 
FOUNTAIN PEN MANUFACTURER 





about current shipments of Wearever pens 


You know—and we know—there has been a great 
shortage of pens—and that this shortage will be 


with us for a while at least. 


Wearever has always allotted pens without favor 





or prejudice. We will continue to do so, increasing 
quotas just as soon as restrictions permit, empha- 


: sizing the same equitable treatment for all. 


This assurance to you is backed by Wearever’s 


reputation for fair dealing extending over half a 


2 RARER NS I RI 


century. David Kahn, Inc., North Bergen, New Jersey. 
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pany, reports his firm is busy overhauling typewriters 
for numerous local business firms. 
~ a oe 

Walter Wernli of The Clegg Company has returned 
to his duties following a brief illness. 

I. M. Howells, manager of the furniture department, 
has returned from a vacation. 

Marshall Clegg, son of William C. Clegg, has become 
an important addition to the staff of this firm and 
promises to follow in the footsteps of his father, and 
grandfather, L. B. Clegg. 

* * x 

Maverick-Clarke also report a number of their per- 
sonnel who have enjoyed vacations during the past 
month. 

Mr. Alyne Long, saleslady, has returned from a 
two-week vacation “just loafing around.” J. H. Keen- 
an, city sales manager, has returned from a week 
spent in Fort Worth. R. C. Hill, president of the busi- 
ness, and family have returned from two weeks spent 
in Mexico City. And Frank Ducos has returned from 
two weeks on the coast with the report that he 
“didn’t catch anything.” 

Miss Frances Smith has joined the sales staff of this 
organization, being assigned to the greeting card de- 
partment. 

* ca * 

In one of this city’s outstanding social events of the 
year, Miss Bettye Lou Grieve, daughter of Mr. and Mrs. 
Russell Parks Grieve, was married to First Lt. Robert 
Thomas Purkiss of Elgin, Ill., in the Beacon Hill Pres- 
byterian Church on the night of June 28. Mr. Grieve 
is vice-president of Maverick-Clarke. 

Following the ceremony Mr. and Mrs. Purkiss left 
for Elgin where they will visit his parents, from there 
going to Chicago and points in Wisconsin. Lt. Purkiss 
has just returned from overseas and at the end of his 
30-day furlough the couple will go to Tampa, Fla., 
for his reassignment. 

* * * 

W. E. Baumann, formerly of Los Angeles, has been 
transferred to this city as manager of the local branch 
of Monroe Calculating Machine Company, succeeding 
A. B. Newton, who in turn was transferred to Los An- 
geles. Mr. Baumann has been connected with Monroe 
for ten years, and has been associated with the busi- 
ness equipment and accounting industry for approxi- 
mately 20 years. He has purchased a home here and 
has completed arrangements for moving his family to 
this city. 

* * * 

Miss Evelyn Evans, Burroughs Adding Machine Com- 
pany, has been called from her position indefinitely 
because of the serious illness of her mother. 


—— 9 0 
TYPEWRITER CARE TOLD IN FEDERAL BOOKLET 

“Typewriter Care,” a new manual of information, is 
prepared by Federal work improvement program of the 
United States Civil Service Commission and Procure- 
ment Division, U. S. Treasury Department, designed to 
show government typists how to take care of their 
typewriters.. The manual is the first in an equipment 
maintenance series. 

The writers claim that the manual will show how to 
keep the typewriter in good working order and thereby 
eliminate 90 per cent of everyday typewriter service 
calls. It is asserted that approximately 40 per cent of 
service calls are caused by erasure dirt, by dust and by 
neglect; another 40 per cent by ribbons that have not 
been put on properly; and about ten per cent by avoid- 
able accidents. The illustrations are designed to em- 


Catubré € Sildrcau phasize the care of a typewriter and the changing 
of ribbons. 


“7 LIT AK < ce 
HE BASKET KNOWN TO A CONTINENT ROBERT E. SMITH JOINS BROOKHAVEN FIRM 
















Distributed by Robert Eitel Smith has joined the staff of The 
BAINBRIDGE, KIMPTON & HAUPT, Inc. Leader Company, Brookhaven, Miss., in the office 
218 Greenwich St. New York 8, N. Y. supply equipment and stationery departments.—CG 
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TOMORROW'S CARBON Jadlooy/ 





ERE’S a new departure in the manufacture 
of carbon paper—a sensational new de- 


velopment years ahead of the industry. 


The result of long research and experimenta- 
tion, Flagship will be eagerly accepted by users 
everywhere. Incorporating many new and ex- 
clusive features, including the first all metallic 
back and exclusive non-poisonous ink formulas, 
this new carbon is head and shoulders above 


competition. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
NEW YORK 13, N. Y. 
Manufacturers of Quality Carbon Papers and Inked Ribbons for 37 Years 


165 DUANE STREET 
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Dealers will find Flagship is easy to sell. The 
beautiful appearance of the silver colored met- 
allic back and the modern package will attract 
the favorable interest of buyers. And exclusive 
features including longer wear, better copies, 
elimination of all curl, will make it a sure-fire 


money maker for sales today and tomorrow. 


Be the first in your territory to stock this new, 
modern carbon paper. Send for free samples 


of Flagship and complete details today. 


ALLIEN 


CARBONS & RIBBONS 
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FRIDEN FULLY AUTOMATIC CALCULATOR 





.... after setting the factors in the Keyboard and the Multiplier... 
just touch ONE Key and presto the Carriage is automatically posi- 
tioned, the Dials automatically cleared, the Calculator automatically 
counts and shifts until the problem has been completed; then finally 
both Keyboards are automatically cleared preparing the machine for 
any subsequent calculation. This is Fridén Fully Automatic Multipli- 
cation...and the Calculator, not the Operator does the work. Telephone 
or write your local Fridén Representative for complete information 
regarding these Calculators which are AVAILABLE, when applications 
for deliveries have been approved by the War Production Board. 


Fridén Mechanical and Instructional Service is available in approximately 250 
Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO.,INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S. A. » SALES AND SERVICE THROUGHOUT THE WORLD 
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the theatre of Syccesstul 


. « » JASPER DESKS 


will play a major role in these plans! 





Every cut-back in industry shoulders business with new responsibilities 

. how to make full use of existing factory facilities that were pre- 
viously geared to war. It goes without saying that American ingenuity 
will solve these problems but into their solution will go countless hours 
of diligent discussion and planning. Further we predict that JASPER 
DESKS will play an important role in many a “business huddle" because 
it's a natural thing for an executive to hold these post-war conferences 
around his office desk where facts, records, and figures are at his 
fingertips. For these reasons as well as many others, we are bending 
every effort towards turning out those JASPER DESKS, ' so in demand 


by the trade. 


maTHE JASPER DESK COMPANY 


JASPER, INDIANA 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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You’Li be off to a fresh start when the war is over. But 


there’s no need to start from scratch. Not when you can handle 


the Lawson Line of stationers’ products—already established 


as merchandise of outstanding merit. 


This is Lawson’s 129th year in business. When you deal 
with Lawson, you are dealing with a reliable firm that stands 


back of its products and plays fair with its dealers. 


And we assure you that the postwar Lawson Line—in addi- 
tion to having the quality materials and skilled workmanship 
always found in Lawson products—will also be styled in full 


keeping with the design trends of the postwar world! 





THE 
F. H. LAWSON CO. 
CINCINNATI 4, OHIO 








WASTE BASKETS , UTULLEY REL EP TASES ° 
SANDURNS . CUSPIDORS . DESK FILES. 
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| CANADIAN NEWS NOTES 








S. J. Luddington, Correspondent 





Marathon Paper Mills of Canada, Ltd., Toronto, 
| Ont., of which Niles M. Anderson is vice-president, 
recently awarded the general contract for the con- 
struction of a $10,000,000 sulphate pulp mill develop- 
ment at Marathon, Ont., in the Thunder Bay district 
of northern Ontario. Along with the mill, which is 
| to be one of the most modern in Canada and which is 
| served by both water and rail transportation, is the 
town of Marathon, now being constructed with an 
initial 190 houses, a hotel and apartment buildings. 
The latter two types of buildings have already been 
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ALCO-FLUID 


Another Copybrite Sales 
Booster for DEALERS! 











Your customers want and deserve the best in duplicator 
fluids. That's why we recommend COPYBRITE Alco-fluid 
so highly. Impartial tests show that COPYBRITE Alco- 
fluid is "tops" . .. FAST DRYING . . . FREE from OB- 
JECTIONABLE ODOR . and NON-CORROSIVE. 
Packaged in gallon bottles and 54 gallon drums. Dealers 
are invited to get acquainted with COPYBRITE Alco- 
fluid. It can be the “open door" to new customers. 


FLUID DUPLICATOR DIRECT PROCESS SUPPLIES 


Alco Ribbons Alco Original Papers 
Alco Fluid Alco Run Papers 
Copyinx Hand Cleaner 


Alco Carbons 
Alco Units 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


“So IE Right urxth Copy brite 4 
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completed. 


* * * 


Improvements to the recovery building at the paper 
mill of Consolidated Paper Corporation, Ltd., at Three 


| Rivers, Que., and the head office, Sun Life Building, 
| Montreal, are being carried out by the owner’s staff. 
| Estimated cost of the improvements is $120,000. The 
| work includes raising of present roof from height of 


40 to 110 feet, with structural steel frame, brick walls, 
concrete and tar and gravel roof. 
© * * 

Regal Stationery Company, Ltd., 73 Adelaide Street, 
W., Toronto, is planning to alter its factory building, 
and install elevator and ramp. 

* * * 

Quebec North Shore Paper Company, with head of- 
fices at Montreal, recently awarded the general con- 
tract of approximately $600,000 for construction of mill 
additions at Baie Comeau, Que. The work at the mill 
includes construction of a digester house, paper stor- 
age, and sales pulp building of steel, concrete and 
brick construction. Work is to start at once. 

~ a oe 

Canada Paper Mills Company, Windsor Mills, Que., 
plans a new laboratory and office building at an esti- 
mated cost of $20,000. The firm is a subsidiary of 
Howard Smith Paper Mills, Ltd., Montreal. 

* - * 


Construction will begin shortly of a sales, sulphate 
and pulp paper building adjacent to the present plant 
of the Ontario Paper Company, Ltd., Thorhold, Ont. 
The Ontario Paper Company found it necessary to 
obtain more space to handle its expanding business. 

* ™* a 

Construction of a shipping shed, with extension for 
a truck garage, is planned by J. C. Wilson, Ltd., paper 
manufacturers, Montreal, Que. The proposed building 
will be one story in height, 90 x 30 feet, of structural 
steel and reinforced concrete. 

a * * 


D. E. Barkwell, former chief partner of the Timmins 
Stationery and Office Supply Company, Timmins, Ont., 
recently assumed sole control of the well-known firm. 
He was formerly associated in business with Mrs. M. 
Shephard. The business, which was opened in 1939, 
has had to move to larger premises no less than three 
times in order to provide needed room. One of the 
features of this far north firm is that it has in its 
business machine department a factory-trained staff 
of mechanics to service the well-known lines of ma- 
chines it sells. 

7” ca * 

Harry. L. Wall, St. Stephen, N. B., operator of Wall’s 
Book and Stationery Store in that city near the Cana- 
dian end of the international bridge connecting St. 
Stephen with Calais, Me., died recently after being in 


| ill health about two years. Mr. Wall, who was in his 
| seventy-second year, took over the business which was 
founded by his father about 50 years ago and contin- 


ued it until ill health forced his retirement in 1943. 
* * 7~ 


Stationers in the city of Halifax, N. S., are still feel- 


| ing very keenly the results of the V-E Day riots 


started, it is alleged, by certain irresponsible members 


1945 


OFFICE APPLIANCES, August, 











of- 
on- 
mill 
mill 
tor- 
and 


ue., 
sti- 


1ate 
lant 
Int. 
r to 


for 
uper 
ling 
ural 


nins 
ynt., 
irm. 


939, 
iree 

the 
. its 
staff 
ma- 


all’s 
ina- 
St. 
g in 
his 
was 
tin- 
1943. 


reel- 
riots 
bers 


1945 








RRS EN 













al i 


1 de Fi 
To wrap up packages and such, NG mn “i i. 
Esra 


To hold, protect and seal- a 
Its Texcel Tape-so sturdy, neat, - =) 17, Ne & 
Sw 


And packed with sales-appeal. “Sy 
Except for commercial use, however. 
We must make this excuse: 
Restrictions still prevent the sale 
ee for home use. 









INDUSTRIAL TAPE CORPORATION 


A Subsidiary of johnson & johnson » New Brunswick, N.J. 


“TEXCEL” REG. U,S. PAT. OFF, 
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Our Chicago Show-Rooms *« * 1403 American Furniture Mart + * Open Daily 





This SERIES of Modern Tables has genuine diamond-matched Mahogany veneer centers, with straight- 
grain Oak borders. Genuine marquetry inlays. A corresponding group has : 
~ enters of genuine diamond- matched Walnut veneers. 





A SERIES of 18th Century Tables of authentic design in genuine Mahogany veneers, with genuine 
beaded mouldings on the rims; and decorative side cross 
pieces with routed details. All are hand-rubbed with 
lacquer to a satin gloss finish. 







We have allocated a part of our current production 
to take care of a limited number of new accounts. 
Write our Pittsburgh office for prints and prices. 





— 
— 


Z ~ 429 Fourth Avenue. Pittsburgh 19, Pa. 
429 Western Furniture 


Fourth Avenue Merchandise Mart Manufacturers ldg. 
PITTSBURGH SAN FRANCISCO JAMESTOWN 4 
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MILLIONS OF VETERANS NOW 


MILLIONS MORE THIS YEAR AND NEXT 





Joshua Meier's transparent 


Wa nt This Service mune reas now avail- 
Discharge Paper Holder | vic" 


e Card Holders 


$ J 00 ¢ Menu Holders 


RETAIL ® Telephone Index Card Holders 





® Document Holders 

© Genuine leatherette ® Beautifully gold stamped * Loose Leaf Envelopes 

. Snap button clasp emblem Post-war, we will again use 

© Folds without injuring © Fits in coat pocket clear cellulose acetate for 
papers e Eyelet for hanging ° Automap Holders 

@ 3-section paper-holder of ¢ Strong edges, stitched to * Vis-O-Top Desk Pads 


transparent plastic stand hard wear © Loose Leaf Envelopes 
© Sales Presentation Books and 


Place a sample order today... display them...and keep Many Other Plastic Specialties 
reordering to meet the demand 


WRITE FOR CATALOG C 


JOSHUA MEIER co. 36 East 10 St. New York 3, N.Y. 
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You can have a new 
NIAGARA duplicator now! 


You don’t have to patch your duplicating 
machine any longer—new NIAGARA dupli- 
cators have been released from their war 
duties and are ready to serve you again. 

Available without priority ... this is the 
duplicator you’ll want in your office. It’s the 
world’s fastest— produces 250 copies a min- 
ute! Think what that means when you have 
a rush job and are short of help! 


HAIRLINE REGISTRATION 


This is an exclusive, patented NIAGARA fea- 
ture, obtained only with the NIAGARA reg- 
istration control mechanism. Perfect for those 
difficult ruled office forms...for color work. 


Takes rough or smooth, light or heavy paper, 
World’s FASTEST Duplicator! 


in sizes from 2% to 16 inches. Feeds auto- 





matically. 

We haven’t had time to build up a stock 
pile, so it will be “first come first served” for See your NIAGARA dealer today and get 
a while, but we are making deliveries now. your name at the top of the list for a 


NIAGARA , , . world’s fastest duplicating 


machine! 





N IAGARA DUPLICATORS and SUPPLIES 


NIAGARA DUPLICATOR COMPANY * 128 MAIN STREET «+ SAN FRANCISCO * CALIFORNIA 
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And the hest prints are made from & 


GD PENCIL-TEX" f 

















PENCIL-TEX makes better prints because... 


PENCIL-TEX gives your pencil drawings PENCIL-TEX is better, because better qual- 
the sharp, black detail you want...at ity is built right into its specially processed, 
pencil speed! velvety, moisture-resistant surface. 


PENCIL-TEX gives you greater durability PENCIL-TEX is available in rolls and sheets 
than ordinary tracing cloths...plus more ...for use with hard pencils—from 4H 
readable prints. to 8H. 


| For immediate delivery, phone or write for details 
2, the Frederick Post Company 








PE ins Print Papers The complete Post line offers high profits © Pencils —Erasers 
oths * 
— quick turnover sales © Profile & Cross 
® Positive Print Section Papers 
Papers & Cloths 
Dry Developed 
Moist Developed ® Federal Aid 
- ay = alee Sheets 
@ Negative Paper e T- rafting 
r oo oe Machines ®@ Field Books 
@ Tracing Papers & © Straight Edges 
_ Cloths ® Scales—fiat & @ Level Rods 
® Triangles triangular 
@ Drawing Papers ® Range Poles 
@ Curves ® Drawing Boards 





@ Sensitized Trac- © Tapes— 
ing Cloths ® Drawing Inks ® Drafting Tables - Measuring 


_ Houston - Los Angeles CHICAGO Detroit »- Milwaukee 
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*““CHAMPION CLASP’ 


The clasp envelope that is always “out 
in front." A rugged performer with 
wide, sturdy seams... improved (round 
edge) metal clasp. Nineteen sizes avail- 
able subject to limitations imposed on 
strategic materials by war needs. 


Sold through Dealers only. 


QU TALU 


ENVELOPE COMPANY 7*# 


General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 


St. Paul 4, Minnesota Chicago 6, Illinois 
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of the Canadian Army and Navy personnel. Many ot 
the stationers are operating their stores with frontages 
still boarded and endeavoring to serve in a limited 
way their many customers. Full service is not possible 
owing to the heavy shortage of supplies, and it is ex- 
pected that business will not be resumed to a normal 
degree until late this coming autumn. 
* a* x 


Wholesale stationery supply houses in Toronto, Ont., 
will be closed all day Saturdays during July and Au- 
gust. Montreal wholesalers will follow suit. 

* * * 

Canadian Pad and Paper Company, Ltd., of Toronto 

plans to erect a thoroughly modern one-story building 


in an area in North York Township (Toronto), now | 


being developed. The proposed building, which will 
be of brick and steel construction, is to have about 
160,000 square feet of floor space. 
* * * 
Parker Pen Company, Ltd., Toronto, is planning 
alterations to its factory. Estimated cost of the work 
is $22,500. 


—— oe 
B. L. RAND, PIONEER IN INDUSTRY, NOW 90 


Oldest member of a family prominent for a half- 
century in the office appliance industry and in the 
industrial and financial development of the Niagara 
frontier, Benjamin L. Rand of North Tonawanda, 
N. Y., recently observed his ninetieth birthday. Tall 
and well-built, Mr. Rand’s appearance and vigor belie 
his age. 

Four generations of Rands attended a noon lunch- 
eon in honor of the nonagenarian at the Niagara 
Falls Country Club and a reception was held in the 
evening at the home of a son, Stanley Rand, North 
Tonawanda. 

Mr. Rand founded the old Rand Company, manu- 
facturers of bank supplies. The company was a fore- 
runner of Remington Rand, Inc., once headed by 
his brother, the late James H. Rand. He was mayor 
of North Tonawanda from 1914 to 1918—GET 

—— 9 —ame @ 
OKLAHOMA DEALERS MAKE MEETING PLANS 


J. W. Densford, Shawnee, Okla., president of the 
Oklahoma Office Machine Dealers Association, writes 
that his organization is growing in membership. There 
are now 26 new members and 13 who belonged previ- 
ously. Three meetings have been held and a large 
one is planned as soon as ODT regulations are lifted. 
At that time, it is hoped to have officers of the na- 
tional association present. 

Officers of the Oklahoma organization, besides Pres- 
ident Densford, include Jack Hopper, Oklahoma City, 
vice-president; L. V. Webb, McAlester, secretary-treas- 
urer; and directors H. L. Hodgkinson, Hobart; Bob 
London, Tulsa; Theodore Greenshield, Norman; Leon- 
ard Hume, Enid; and Fred Stanley, Chickasha. 

ve Pai i aiid 
NORTHWEST TRAVELERS’ ROSTER DISTRIBUTED 
The 1944-1945 roster of the Northwest Travelers Club 


was mailed in July to all its members and to dealers in | 
the Seventh District NSA, which is the area in which | 
the club functions. The roster shows an enrollment of | 


119, including James T. Lacey, life member, and 
William E. Smith, Ace Fastener Corporation, active 
life member. Al Nordstrom, of Smead Manufacturing 
Company, is president of the club; Elgin J. Burke, 
Wilson Jones Company, first vice-president; Ken 
Chase, Dennison Manufacturing Company, auditor; 


Roy Clarke, F. S. Webster Company, secretary-treas- | 


urer. 
———_o— e 
DONALD STEWART JOINS LOUISVILLE FIRM 
Office Equipment Company, Inc., of Louisville and 
Lexington, Ky., announces that Donald Stewart, form- 


erly with the Standard Printing Company and John | 


P. Morton & Company, became associated with the 
concern on June 1. Mr. Stewart will serve as director 
of purchases. 
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U. S. PAT. No. 1,909,018 
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Let us explain why a 


"SIKES DEALERSHIP MEANS 


LEADERSHIP 





tHE SIKES company, ine. 
20 CHURCHILL ST., BUFFALO 7, N. Y. 
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links the earliest 
MARKWELL Stapler with the 
latest—representing approximately 
35,000,000,000 staples consumed by more 
than a million MARKWELL Stapling Machines. 


"| THEN and NOW...... MARKWELL 
brings you the latest 
‘ achievements of ingenuity and 


engineering skill in the 





7 industry. 





GF) 


MARKWELL-<@ 


MANUFACTURING CO., Inc. 
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NEWS NOTES FROM NSA DISTRICT No. 8 





Izzy Voda, Guest Correspondent 





E. J. “Gene” Mitchell is at Sugar Tree Lodge re- 
cuperating at present after a trip to one of his fac- 
tories. 





Interlude 





ACT 1, SCENE I 
Mitchell home in St. Louis. 


Morning mail received . . . numerous complaints as 
to why merchandise has not been shipped. Mitchell 
slightly irritated. 

Afternoon mail received . . . more complaints and 
new orders received. Mitchell telephones customers 
and offers excuses. (Customers have heard these ex- 
cuses before.) Mitchell now at the end of his rope. 
Irked, he decides on trip to the factory. 


ACT 1, SCENE II 
On train to factory. 


Mitchell talking to himself... “Boy, oh boy, when 


| I get down to the factory am I going to let ’em have 


| it. The very idea of holding up my orders and shipping 


everyone else’s except mine. I have important cus- 
tomers. (No one else has any.) Gosh, I just can’t wait 
to get there. The more I think of the way my cus- 
tomers and I are abused, the hotter I get. Who do they 
think pays for those long distance telephone calls I 
get (also make) day and night, I wonder if the factory 
thinks I ride the trains on a pass in making all these 
trips to see my customers in trying to pacify them. 
Why, I’m even going to tell them the income tax 


| department of the United States Treasury has quit 


bothering me because my shipments have been so 
small.” 
ACT 2, SCENE I 
At factory as Gene walks in door. 


Gene—“Hello there, Joe.” 

Joe—‘Hello Gene, sure am glad to see you. Was just 
getting ready to walk around the factory, Gene. Would 
like to have you go with me. (Gene just has time to 
drop his hat and is on his way.) Sure has been tough 


| this last year, Gene, just this morning the shipping 


clerk failed to show up and do you think that’s bad? 
Eight of our most-experienced employees quit last 


| Monday to go into war work. The Army has been 


taking an average of three every week and every other 
day one of our girls leaves to visit her husband who 
is in camp somewhere in the United States. You re- 
member Mary Jones? Well, she has been home now 
going on two months taking care of her children, due 
to her mother’s illness. Frances just got married and 
left us. Dorothy decided she wanted to go west and 
live with an aunt. Helen broke her arm and probably 
will be out another six weeks. Mary Lou went back 
to Kansas City to work in the stockyards. Gene, if 
you think the labor situation is tough let me just give 
you an idea of what the raw material problem is like. 
First we are on the lumber quota (no lumber); then 
we are on chemical quota (no chemicals); then we 
are on a carton allotment (no allotment); and last, 
but not least, thousands of promises from our sources 
of supplies and yet no supplies.” 
Time for Gene to go to lunch. 


ACT 2, SCENE II 
Gene is eating lunch. 

Gene thinking things over and not getting anywhere 
fast with the factory management. “Wonder who is 
getting what they do make. Well, I am going to find 
out about that. They think they are going to push 
me around. When I go back I am going to tell them.” 


ACT 2, SCENE Ill 
Gene back at factory. 


Joe—“Hope you had a nice lunch, Gene. Come on 
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NILMERG: You seem surprised by all 
this prosperity. 


PAGEL: Astounded, my little Gremlin- 
spelled-backwards. 


NILMERG: Indeed! 


PAGEL: Let me give you one instance. 


A. W. Faber’s COMMODORE Thin 
Lead Colored Indelible Pencils are 
strictly a quality item. At one time 
only business firms of distinction were 
prospects for it. Today most of my 
customers want it. 


NILMERG: And you don’t know how 


to account for it? 


PAGEL: You have all the answers, my 
little pixy, so suppose you account 
for it. 


NILMERG: A pleasure, Mr. Pagel. 


America is geared to a tremendously 
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increased economy. Prosperity always 
produces a yearning for better things 
—and COMMODORE is one of the 
best. More brilliance, more durability 
—more service—than any two ordinary 
colored indelible pencils. 


PAGEL: An apt analysis, indeed. But 
whatever the reason, I am duly thank- 


ful. 
NILMERG: You and many another 


smart Dealer. 


COMMODORE Zt COLORED 


COPYING INK INDELIBLE PENCILS 
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Your Future Desk Customer! 


It doesn't require too much imagination to visualize TOM as one of tomorrow's 
business executives. Nor does it require too much imagination to realize that 
tomorrow's business world will look different than today's. Evolution and progress 
are bound to leave their impression. Design and utility will merge to produce 

office equipment with greater beauty and increased efficiency. We at Indiana 
Desk don't pretend to know precisely what form or shape future office desks 
will assume. However, we pledge anew our sincere intent to give our trade 


the kind of INDIANA DESKS that make permanent friends. 


INDIANA DESK CO. 


JASPER, INDIANA 
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They're Coming Back 
Into Civilian Life... 


ARE YOU READY FOR THEM? 


Men and women are returning to civilian life at the rate of 
100,000 a month. The OFFICE EQUIPMENT INDUSTRY 
must assume its share of responsibility for returning these 
Veterans to productive civilian employment. Service men’s 
groups like Disabled American Veterans; Amvets-American 
Veterans of World War II; The American Legion; Veterans 
of Foreign Wars are seeking the cooperation of management 
in solving this problem. These Veterans have proved their 
mettle... they'll give to a new job no less than they’ve given 


to Uncle Sam. 


INDUSTRY’S RESPONSIBILITY TO VETERANS! 


There can be no economic prosperity in the United States 
without a full measure of security for the’ Veterans of World 
War II. In this crucial period, the full cooperation of every 
employer must be forthcoming. We in the OFFICE EQUIP- 
MENT INDUSTRY must offer jobs but more than that, we 
must exercise the maximum degree of patience, tolerance and 
understanding in dealing with these returning Veterans. 
The OFFICE EQUIPMENT INDUSTRY will not and must 
not fail. 





125-33 
LASALLE STF 
CHICAGO § 
TEL HAR 


OFFICE FURNITURE ne ee i 
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FILING CABINETS 
DESKS 
TYPOSTURE CHAIRS 
CAm@D CABINETS 
Oo). . Genes Te) oa 
Offs UTILITIES 


nt Steel Sales Corporation 


EAST 145TH STREET »« NEW YORK 5I,N. Y. 
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This NEW VE Zz 


beautifies any desk... 


DESIGNED AND MADE FROM 
SMOOTH, COLORFUL, DURABLE 


SLUG Pv ASTIC... 


A FAST-SELLING PROFIT-MAKER 


EVERYONE likes a desk letter tray like this 
—smartly modern in design, with only two 
slender side supports instead of the usual 
obstructive posts on each four corners. No 


sharp edges or corners, inside or out. Con- 





MOULDED 


PLASTIC PRODUCTS AND CUSTOM-MOULDERS 
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5172 NORTH 32nd STREET @© MILWAUKEE 9, WISCONSIN 





venient slots on each tray for inserting file 


tab. And because of new design, top tray 
can be swung aside to allow easier removal 
of paper in lower tray. Light in weight, yet 
strong and durable. Attractive colors har- 


monize with any office fittings. 


x a " 


CONTACT YOUR JOBBER now — or write 
direct for prices and complete facts about this 
newest idea in smartly designed letter trays. 


PRODUCTS COMPANY 








FOR 
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ALL INDUSTRY 











NATIUNAL 
JESAS 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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over to my desk, I want to show you a few things. 
Look at all the orders piling up—Army, Navy, Mari- 
time Service, Coast Guard Air Force, and the Marines, 
not to mention the backlog of civilian orders. We are 
working night and day with what we have to work 
with and Gene, believe me, we are doing everything 
we can to help everybody.” 

It is now 5 p.m. and Gene’s train is about to pull 
out. So Gene grabs his hat and runs. 


ACT 3, SCENE I 
Back home. 


Gene writes dealers telling them that he really got 
his factory told and no doubt they have already re- 


| ceived shipment of their orders. 


ACT 3, SCENE II 
Sugar Tree lodge. 


Gene all worn out and there to recuperate. 


CONCLUSION 
Isn’t this so true of all travelers and factories? 


9 
ACCOUNTANTS ELECT R. R. HASKELL PRESIDENT 


Boston Chapter, National Association of Cost Ac- 
countants, recently elected Robert R. Haskell of 
Swampscott, Mass., as president. Mr. Haskell will 
preside over a chapter of the largest association of 
accountants in the country, with a membership of over 





ROBERT R. HASKELL 
16,000 devoted to the study of industrial accounting 


problems and business management. The Boston 
chapter has 700 members. 

Mr. Haskell is a graduate of Boston University, 
class of 1919, and the Harvard Graduate School of 
Business Administration, class of 1921. Upon gradua- 
tion from the Harvard school, he was associated with 
his father for two years as a cost accountant in the 
shoe manufacturing concern of Rice and Hutchins. 
In 1924, he joined the firm of Ditto, Inc., and was 
district manager in Atlanta, Ga., from 1926 to 1929. 
He later became assistant general sales manager in 
Chicago and in 1933 was transferred to Boston as 
district manager, holding the position since that 
time. Mr. Haskell is also president of the Boston 
Executives Association and a member of the National 
Office Management Association. 

eg 
REMINGTON RAND MOVES ADVERTISING OFFICES 


The advertising department of Remington Rand, 
Inc., was moved from Buffalo to New York on August 
1 in order to provide closer contact between the de- 
partment and advertising agencies working on its 


accounts. 
ee ns 


HURON FIRM MOVES TO NEW LOCATION 


G. T. Brain, owner of a business machine and type- 
writer repair firm at Huron, S. Dak., announces that 
he has moved from 425 Wisconsin Avenue Southwest 
to his recently remodeled building, located at 127 
Third Street Southwest. 

1945 
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PHOTOZ/ 


in two styles for visual presentation... 
brings visible effectiveness to SELLING 


Acme’s long experience in formulating time-and-effort-saving 
systems for record keeping of every kind is a foundation for 
the superior efficiency of PHOTOdex in systematizing the 
use of pictorial material for selling and other purposes in 
business and personal use. The same fundamental principles 
upon which Acme Visible Records have been established are 
incorporated in PHOTOdex. 


Easel Type PHOTOdex 
25 Pockets—Capacity 50 to 100 Prints 


The Acme Easel Type PHOTOdex has been designed to afford 
the maximum convenience both in presentation of contents and 
in carrying. Bound in luggage tan, durable imitation leather, 
the Easel Type PHOTQdex is compact and attractive. When 
open, the cover turns back to form a secure easel support. 
Has a capacity of 50 8x10 prints or 100 5x7 prints, or any 
desired combination of both sizes. Marginal visible indexing 
of prints is protected by the transparent edge of the pocket. 


$12.00 (F. O. B. Chicago) 
Quantity Prices Upon Request 






PHOTOdex Album 
50 Pockets—Capacity 100 to 200 Prints 


The Acme PHOTOdex Album is beautifully bound in full genuine leather, 
with front cover tastefully decorated with real gold leaf stamping. It 
contains 50 Acme Visible card index pockets with a unique arrangement 
for holding either 8” x 10” or 5” x 7” photographs. Its capacity is 100 
8x10 prints or 200 5 x 7 prints or any desired combination of both sizes. 
The amateur camera fan who wishes to preserve his favorite prints in a 
manner which combines complete protection of photographs with ease of 
showing them will welcome the PHOTOdex album. Each photograph can 
be Visibly Indexed, with the indexing protected by the transparent 
edge of the pocket. 


$19.50 (F. O. B. Chicago). Quantity Prices Upon Request 
























Easy to carry; cover 
folds over and snaps 
— measures only 15 x 
11 x %” when closed. 














Photographs require no mount- 
ing in the Acme PHOTOdex, 
no stickers, pasting, or other 
adhesives. The photos are held 
securely in the die-cut pockets, 
yet they can be easily removed 
to make any desired rearrange- 
ment or replacement. The firm 
backing provided by the Visible 
Index Pockets, eliminates the 
necessity of mounting prints on 
linen, effecting a worthwhile 
saving in both time and money. 








To those dealers who have or would like to set up a Systems 
Department, Acme presents an unusual opportunity for 
much profitable business. Write or wire for further details. 


ACME VISIBLE RECORDS, INC. 


Copyright 1945, Acme Visible Records, In. 122 SOUTH MICHIGAN AVENUE e CHICAGO 3, ILLINOIS 
Reprint of Our Message in National Magazines, August, 1945 
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FOR QUICKER DELIVERY: 


Here are three of the first Steel Chairs which Harter will build as 
soon as restrictions are lifted. We are now accepting orders and 


scheduling deliveries for Harter Steel Chairs. 


These Steel Chairs have all the leadership qualities for which Harter 
is famous. They feature the rugged construction that guarantees long 
years of trouble-free service, the graceful lines and rich finish which 
modern office styling demands, the deep-seated comfort that’s essen- 
tial to efficient work. Every Harter Steel Chair delivers complete 
satisfaction on the three requisites of fine office furniture: efficiency, 


comfort, and beauty. 


Because our early production will be limited by shortages of manpower 
and materials, orders for Harter Steel Chairs should be sent immedi- 
ately. The sooner you order now, the quicker you'll get delivery later! 
Send us your order today. Dept. 0, Harter Corporation, Sturgis, Mich. 


7 
waRTER w_ 


STEEL OFFICE CHAIRS 


& A few exclusive dealerships for Harter Posture Chairs are available now, 
as well as franchises for Harter Executive Chairs. 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 48) 


Edward Johnson, Philadelphia, and Leo Rosen, Boston. 

The programs bore the inscription, “There is no sub- 
stitute for experience and over 1,000 years of it are 
represented by the names within these pages.” Toast- 
master Cornell told the guests that throughout the 
country the firm has 44 employees with more than 
25 years of continuous service and 70 with 20 to 25 
years, while 42 per cent of the personnel have been 
with the company more than ten years. 

Congratulations were received from Benjamin Kulp, 
chairman of the board of directors; Fred D. Pitt, presi- 
dent; and Edward Buenger, vice-president in charge 
of production. Officers of the company present besides 
those already mentioned included Samuel S. Reese, 
manager of the wholesale, metals and export divisions 
at the Elizabeth plant, and Josiah H. Morehouse, as- 
sistant treasurer and assistant to the vice-president 
of the eastern division, also located at the Elizabeth 
plant. 

— Or 0 


GARVIN ATTENDS EASTERN NSA MEETING 


A round-table discussion was held in the Hotel 
Biltmore, New York, N. Y., on June 26, attended by 
representatives of many manufacturers in the eastern 
district and members of the National Stationers As- 


sociation. They took an active part in the discussions | Be 


under the able leadership of H. B. Van Dorn, Joseph 
Dixon Crucible Company, vice-president of the manu- 
facturers division of NSA. Many pressing problems 
involving manufacturers’ interests were informally 
discussed, as in previous meetings. Those present 
showed a keen interest. 

Charles P. Garvin, general manager of National 


Stationers Association, was on hand, with a cheerful | 


smile and a hearty hand clasp. When called upon, 
Mr. Garvin gave his listeners an outline of what 
took place at the recent NSA meeting in Washington, 
D. C. Topics of deep interest were covered, many of 


which had a direct bearing on these discussed at | 


this meeting. Hence, his attendance and counsel 
were invaluable. In speaking of his recent travels 
and of what he had heard of post-war plans here 


and there, he advised that one of the greatest tests | 


for business and sales management the industry 
has ever seen will have to be met soon. The NSA is 
working on the problems before the trade and en- 
deavoring to solve them in the interests of the trade 
as a whole. 

Manager Garvin declared that both manufacturers 
and dealers would realize the value of meetings past, 
present and future as time goes on. In closing, he 
Sincerely thanked the group for a very fine “get 
well” letter they had sent him during his illness. 
This letter bore a long list of familiar names. 

The discussion then turned to sales management 
and management in general, with selling in the star 
role. Much need was seen by the group for wise and 
careful sales planning, management planning and 
stock planning. It was the consensus that selling 
will be the main factor in post-war business, and that 
now is the time when salesmen should be alert, 
work harder than ever before, and make more con- 
tacts to build up good will for the future, as well as to 
retain present good will. 

Buying trends in the industry were given serious 
consideration. Particular attention was paid to the 
importance of over-stocking by dealers. In an en- 
deavor to prevent conditions similar to that follow- 
ing World War I, it was thought advisable that 
dealers watch their inventories constantly and not 
order any more merchandise than they can sell in 
the immediate future. The group discussed plans 
now being employed in an attempt to distribute 
equitably the goods that can be made under present 
conditions. The experiences related by the manu- 
facturers indicate that prevailing conditions remain 
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x CHAIR CONTROLS win 
“EOUI- BALANCED“ ACTIONS 





You'll be glad to know that our 
postwar all-steel chair controls will 
be even better than our pre-war 
models! Modern in design and ap- 
pearance, these revolving, tilting 
controls will provide an EQUI- 
BALANCED action that gives 
smooth, easy motion. 

At present we are concentrating 
on war goods, but as soon as con- 
ditions permit we will be ready to 
supply our many customers with 
our complete new line of moderate- 
ly priced EQUI-BALANCED chair 


controls! 
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COLLIER-hKEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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“SURE BET” for 
BETTER BUSINESS 





e-ACCO 


From every point of view Acco products 


are your best bet for better business. 


Your customers know Acco products su- 
periority in quality; in safe, speedy office 
efficiency; in more-for-the-money economy. 
They want—and need—Acco products. 


You should feature Acco products. The 
overwhelming demand and better business 
opportunities—the popular Acco dealer 
reputation and prestige—plus Acco’s four- 
square dealer policy—put all the odds in 
your favor for greater sales and profits 
today and postwar as well. 


Get a firm grip on better business now— 


with ACCO. 


ACCO 


PRODUCTS, Ine. 
39th Avenue and 24th Street 
LONG ISLAND CITY. N. Y. 
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about the same. Careful buying of new merchandise 
was advocated in the interest of stocking the right 
kind of goods, especially for post-war business. The 
acute manpower shortage in many territories as well 
as the continued tightness of many raw materials 
are the determining factors. 

The simplification of manufacturers’ lines by omit- 
ting certain items and sizes, it was thought, would 
be helpful to dealers in standardizing their stocks. 
Many manufacturers making large lines have been 
forced to make reductions, some as much as from 
40 to 60 per cent. 

Returning war veterans and new people desiring 
to go into business provided the last problem to be 
discussed. It was pointed out that there are many 
things to be considered by one desiring to open up 
a stationery business. Among the most important 
are sufficient capital, a good sound knowledge of the 
business, a good knowledge of business management, 
a good location, a thorough study of the possibilities 
and needs of a given territory and rapidly changing 
conditions. 

There are, of course, many more things to be con- 
sidered, such as a working knowledge of merchandise, 
competition in buying and selling, and a good line 
of credit. It was pointed out that some time will 
be required for returning service men to acquire a 
knowledge of the trade. It was, therefore, thought 
advisable for those desiring to become stationers to 
work for some established stationer at first to gain 
necessary information. In this way the stability of 
the business would be affected as little as possible. 

a os 


BAINBRIDGE, KIMPTON & HAUPT HONORED 

Bainbridge, Kimpton & Haupt, Inc., New York, N. Y., 
was presented with a plaque in commemoration of 
the company’s hundredth anniversary at a luncheon 
held at the Hotel New Yorker on June 21. The pre- 
sentation was made by 12 dealers and manufacturers, 
all of whom have been in business more than 100 
years. 

As spokesman for the group, H. B. Van Dorn, Jr., 
Joseph Dixon Crucible Company, presented the plaque 


TO. AS A TOKEN OF THE HIGH 
COMMEMORATE ESTEEM WITH WHICH WE 
REGARD THEM ++ AND AS 


The AN EXPRESSION OF OUR 
SINCERE BEST WISHES 


One Hundredth 
Anniversary 


1845 - 1945 
OF 


BAINBRIDGE 
KIMPTON 
& HAUPT, INC 


UCAS BROTHERS, INC 


wer manpays 


BRADLEY & SCOVILLE HE 
JOSEPH PARKER & SOM CO 


BOoRUM & PEASE CO 





PLAQUE COMMEMORATES CENTURY FOR FIRM— 
Twelve firms in the trade, all 100 years or more old, 
presented the above plaque to Bainbridge, Kimpton & 
Haupt, Inc., in honor of the firm’s 100th anniversary. 


to Mortimer H. Chute, Jr., president of Bainbridge, 
Kimpton & Haupt, Inc., “as a token of esteem with 
which we regard them and as an expression of our 
sincere best wishes.” 

Mr. Chute, in accepting the plaque for Bainbridge, 
Kimpton & Haupt, Inc., expressed his personal thanks 
and those of the entire organization, deeming it a 
great honor to be thus recognized by the group whose 
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THE FAMOUS 588P CHAIR NOW AVAILABLE 
TO GUNLOCKE DEALERS IN 


WAYLAND, NEW YORK 
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POST-WAR DESIGN... 


Tuts New IMPROVED DESIGN 
of the Gunlocke 588P chair is 
proving to be just as popular 
as ever. Although the demand 
is great, Gunlocke dealers can 
still get reasonably prompt 
deliveries in oak, walnut-finish 
or genuine walnut, with genuine 
brown leather upholstery. 
Because of its popularity in 
the original pre-war and war- 
time forms, the new 588P has 
been made the first product of 
Gunlocke’s post-war plan. 
You can count on this sales 
leader to play its part in build- 


ing your current sales volume. 


.H. GUNLOCKE CHAIR COMPANY 
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THE MODERN PLASTIC COVERING THAT DOUBLES 
THE LIFE AND SERVICE OF FILING GUIDES 


Seals the entire tab edge— 
Strengthens the entire handling 
edge— Distributes pull over 
full width—Does not 

crack, as ‘many reinforce- 


ments do. 























The edge is sealed 
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Plastic Cover ) 


BROWNE-MORSE 


MUSKEGON, MICHIGAN 


ONLY BROWNE-MORSE INDEX GUIDES ARE AVAILABLE Th 
WITH KEYLOID PROTECTED TABS Fas 








WRITE FOR INFORMATION AND PRICES TODAY Skil 
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BROWNE-MORSE CO., Muskegon, Mich. = 
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service to the industry has been so distinguished 
and of such long duration. J. C. Bainbridge, chairman 
of the board, and William K. Greenleaf, also expressed 
their appreciation. 

The concerns whose names were inscribed on the 
plaque and the dates of their origin are as follows: 
Lucas Brothers, Inc., Baltimore, Md., 1804; William 
F. Murphy’s Sons Company, Philadelphia, Pa., 1820; 
Sentinel Printing Company, Indianapolis, Ind., 1822; 
Joseph Dixon Crucible Company, Jersey City, N. J., 
1827; G. & C. Merriam Company, Springfield, Mass., 
1831; Bradley & Scoville, Inc., New Haven, Conn., 1838; 
Joseph Parker & Son Company, New Haven, Conn., 
1840; Boorum & Pease Company, Brooklyn, N. Y., 1842; 
Davis & Banister, Inc., Worcester, Mass., 1842; National 
Blank Book Company, Holyoke, Mass., 1843; Dennison 
Manufacturing Company, Framingham, Mass., 1844; 
A. C. McClurg & Company, Chicago, 1844. 

2 
CHICAGO OFFICE MACHINE DEALERS STRESS 


PROMOTION AT MIDSUMMER LUNCHEON MEETING 

Though hot weather and the press of business com- 
bined to keep many members of the Chicago Office 
Machine Dealers Association away from the July 9 
luncheon meeting of the organization at the Hotel 
Maryland, there was no skipping over important new 
business, particularly of a promotional nature, at the 
once-a-month session. 

The meeting was opened by President H. H. Kingery, 
Kingston Service, after which members voted to adopt 
an attractive diamond-shaped emblem in yellow and 


a, 
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EMBLEM ADOPTED BY COMDA GROUP 


black as the official insignia of the organization. A 
decal, using the new insignia in the upper left-hand 
corner of a rectangular space for dealer’s imprint, was 
also adopted. Details were completed for the one- 
column Red Book advertisement which the association 
has contracted in the forthcoming telephone directory. 
The Chicago group has also set a worthy example for 
similar local associations by utilizing the Sunday news- 
papers for COMDA display advertising. 

Jim Ward, Shipman-Ward Manufacturing Company, 
then introduced George A. Long, owner of one of the 
largest office machine businesses in Muskegon, Mich., 
whose remarks were followed by the reading of the 
financial report by C. C. Creevy, The Creevy Service. 

The next meeting of the Chicago association will 
be held at the Maryland Hotel on August 13. 

mee 


GLTC ACTS ON GOLF AND CHICAGO MEETINGS 


At the June 29 meeting of the Great Lakes Travel- 
ers Club, committees were appointed for an August 
golf outing and for participation in the NSA Chicago 
meeting which was held at the Palmer House July 10. 
The committee working with NSA represented the 
club as sponsor of the luncheon. Herb Walsh of Ace 
Fastener Corporation was chairman, other members 
being Ed Conlon, Rockwell-Barnes Company; Mason 
Layman, Dennison Manufacturing Company; Al 
Skibbe, Associated Stationers Supply Company, and 
John Gilbert, OFFICE APPLIANCES. Working with the com- 
mittee was John Henn of the Stanley Wessel Company, 
representing George Holt, who, as vice chairman of the 
manufacturers’ division, called the meeting. Bill Boyd 
of Acco Products, Inc., and Art Steel Sales Corpora- 
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$200,000 IN GOLD DUST 
2 gold watches, running, marking 
perfect time, also valuable papers, 
soved by this Herring Sofe. 


THE ORIGIN OF THE WORLD- 
WIDE H-H-M TRADITION 


* For 16 previous years, Silas Herring had produced 
the world's best safes, but the world still doubted 
any safe would withstand a first-rate conflagration. 
Then came the San Francisco 
holocaust, May, 1850. Twenty- 
five Silas Herring safes came 
through the fire in good order 
— with contents intact! 100 other 
safes were destrceyed — their 
contents reduced to ashes! 


* It is this proud tradition that 
inspires the present HHM organ- 
ization to keep the HHM stand- 
ard of performance—always 
years ahead! 





IN PREPARATION: ‘‘Progress in Protection."’ 
An illustrated history of devices men have 
used to protect their valuables from the cove 
mon ero to the present. Limited edition. For iS 

architects, bankers, executives. Please re- y 
serve (by letter) your copy now. Gratis. q 











1B a ' 
‘ ‘ ' 





; tion heads the golf committee, other members being 
| Harry Balch, Quality Park Envelope Company; Ray 
Eichenlaub, Service Steel Products Company; Wesley 
Montpas, Victor Safe & Equipment Company, and 


George Cormack, Wilson Jones Co. 


Three dealer visitors added to the interest of the 
meeting. Jess Sutton and Joe Bogan of Woodbury 
| Book Company, Danville, Ill, who had been making 
| the Sherman Hotel their headquarters for the week, 


| dropped down to the restaurant floor to dine with the 
6 = | travelers. The third visitor was F. H. Binney of 
Exclusive Territory Stockwell & Binney, San Bernardino, Calif., who was 
on an extensive buying and observation trip. 
——a 0 


SEE POST-WAR NEED FOR CREATIVE SELLING 


Depicting distribution as the crucial factor in the 
maintenance of a stable post-war economy, speakers 
| at a distribution clinic, sponsored June 20 in New 
| York, N. Y., by the National Association of Manufac- 
| turers, unanimously agreed that despite huge con- 
sumer savings, a great backlog of deferred demand 
and the likely emergence of war-born product im- 
provements, an unprecedented selling effort will be 
required to keep industry running at full capacity 
after the war. 

Creative selling must carry the burden of obtaining 
the necessary 40 to 50 per cent increase in the sale 
of goods compared with 1939 or 1940, it was asserted 
by Dr. Paul H. Nystrom, professor of marketing at 
| Columbia University. 
| Urging manufacturers to stress service to dealers 
| and distributors, Dr. Nystrom declared that in this 
| way “salesmanship may become the proper function 
of experts and specialists rather than of plodding 
order-takers and milk-route men.” 


Outlines Four Post-War Phases 


Dr. Nystrom outlined four “well-defined” post-war 
phases, as follows: 

1. A period of reconversion which may require from 
no time at all in some industries up to a year or 
more in others. The solution of the problems of this 
period must and will be found by engineers and pro- 
duction men. 

2. A period of exciting business in supplying pent-up 
demands, varying according to lines of goods from 
a few months up to perhaps three or four years. 
The problems of this period will be met by those 
manufacturers and retailers who are most successful 
in reorganizing their production, distribution and 

















THE WONDER MACHINE service promptly. 
3. In the third phase there is likely to be intense ‘ 
THAT COPIES ANYTHING business activity, but under conditions of growing 
competition and passing from a sellers’ to a buyers’ 
4 5 WIDE market, a period during which selling, advertising 
RETAILS APPEAL and sales management will be put to its severest test. 
4. A period of prosperity or depression. Which 
FOR LARGE DEMAND it will be will depend on how carefully and how well 
the business processes of the first three periods are 
Makes exact duplicates up to 10 x 14, carried on and the energy and ability that American 


business may be able to throw into distribution and 


i i , written, ‘ : : 
anything photographed, printed, wri selling. If the preparations for this period are well 


stamped, ty ped, drawn etc. one or two made and effectively executed we shall have several 
sides. A million and one uses. Invaluable years of prosperity. Otherwise, it will be depression 
in office and factory. Copies meet all legal and it is likely to be a bad one. 


Warning that only “selling of the highest order” 


d t requirements. No _ technical 
cee a pare will move $140,000,000,000 worth of goods and services 


knowledge required. Anyone can make per year into consumption, was issued by Don G. 
perfect copies the first time. Mitchell, vice-president in charge of sales of Sylvania 
RS ‘al di oe Electric Products, Inc. 

pecs generevs ersceun: © There are now only 4,000,000 persons in sales work 
live-wire distributors. Write or wire TODAY as against 7,000,000 before the war, it was pointed out 


by Arthur H. Motley, publisher of The American 
Magazine, who estimated “we will need 10,000,000 





for illustrated folder. Territory going fast. 









~ : ) 
CORPORATION OF AMERICA fr the war. 3 
Says Customers Will Be the Boss 
15 East 40th Street © New York 16, N. Y. Predictions of a post-war signee sain hiaies il 


MUrray Hill 3-5868 counted by Everett R. Smith, research director of 
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A One Minute Message advancements and production economies are 
from David A. Hillstrom, funneled into our postwar line I am confident 


; - stow ity will set a new 
President of the Corry- that Corry-Jamestown Quality a 


high for intrinsic value — real worth. This is 
Jamestown Manufactur- 
ise 
ng 
Ts 
ng 
St. 
ch D. A. HILLSTROM 


ell Our target for tomorrow is a ha combination : 
ure S PPY President 


“" of Quality and Price that will make your selling 
n 


br job easier — your turnover faster. This has 
ra 


on always been Corry-Jamestown’s policy in the 


why the dealer with a Corry-Jamestown fran- 
ing Corporation. 2 : P a 
P chise will be in a strong position to meet keen 





postwar competition. 





1 past — and there will be no deviation in the 
Ce 
G. future. To us, pricing our line of Steel-Age 
nla 
. Office Furniture has always been a challenge — 
or 
ev a challenge to deliver values that your customers 
000 could easily recognize. Once our warborn 
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Macfadden Publications, Inc., who expressed belief | 


that “the customer will be the boss” in the period 
right ahead. “We shall not have a sellers’ market 


during the next two years or even during or im- 


mediately following reconversion.” 

A revivified function for wholesale distributors was 
foreseen by C. J. Backstrand, vice-president of Arm- 
strong Cork Company, who predicted that “many 
manufacturers will be found returning to wholesale 
distribution methods after the war.” 


Arthur E. Allen, chairman of Landers, Frary & | 


Clark, estimated that post-war labor costs will be 25 
to 30 per cent higher than before the war, while 


materials costs will be up ten per cent. Although | 


better machinery will offset some of the labor cost, 
he said, unit costs can be reduced “only up to a 


certain point.” This means, he added, that manu- | 
facturer’s prices unquestionably will have to reflect | 


at least some of the higher costs. 

Consensus on cutting distribution costs was that 
in the next ten years distribution costs will have to 
be rationalized and controlled “with the same success 
as production costs.” Belief was expressed, however, 
that progress in this direction has been slow. 


———2—— 





TORONTO LEADERS—Harold Norman (left) was elected 
vice-chairman of the executive committee on the Stationers’ 
Guild Club, Toronto, Canada, and Norman Kelcey (right) 
was chosed chairman of the same group. Details of the 
election were given on page 48 of the July issue. 


(ee 
ILLINOIS OFFICE MACHINE DEALERS CONVENE 


A profitable and sociable session of the Illinois Office 
Machine Dealers Association, under the direction of 
President Elmer Thiessen of Kewanee, IIl., was held 
on June 28 at Joliet, Ill. Attendance at the session 
was augmented by the presence of 30 guests from the 
Chicago OMDA and the sight of the huge steaks at 
the evening banquet was almost too much for the 
boys from the Windy City, many of whom hadn’t par- 
taken of such a delicacy for months. 

Officers of the Illinois group present besides the 
president were Bert Stephens, vice-president, Bloom- 
ington; Vern Reck, secretary-treasurer, Danville; and 
A. H. Kellstedt, Peoria; John McCormack, Champaign; 
E. K. Catton, Waukegan; O. G. Dunlap, Quincy; and 
John Adams, Peoria, directors. 

The afternoon program included talks by John 
Adams on “Co-operation Between Dealers,” E. K. Cat- 
ton on “Price Cutting,” Van Haverton on “Rentals,” 
Harvey Miner on “Mechanical Service and Co-Opera- 
tion with Service Departments,” Bert Stephens on 
“Rentals to Schools,” and A. H. Kellstedt on “Depart- 
ment Store Sales.” Having just returned from visits 
at typewriter manufacturing plants in the East, Mr. 
Kellstedt was able to present first-hand information. 

It was decided to collaborate on a standard rental 
contract which would really protect the dealers from 
any losses. Each member is to send a sample of his 
contract to the secretary at once and a standard form 
will be worked out. 
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A NEW AND USEFUL 


TIME "Noa! 











Now Wabash makes available high 
quality Index Cards in a new type handy dis- 
penser. Since each box contains 500 cards, 
requisitioning is simplified in the busy office. 
Cards are kept clean which eliminates waste. 
Dispensa-Card saves time, speeds up typing, 
and is a very salable idea. Because the cards 
have a high rag content, they are ideal for 
laboratories, professional offices, banks, and 
wherever records must be permanent. 


Ask for Prices and Full Particulars 
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Southworth 


jor maximum luincuer 
with minimum stock 

















A famous Jacksonuille, Florida 
Stationer soy: 


"We have represented the South- 
worth Company for the past 20 
years. There is not a line in our 
business we value more highly than 
the Southworth line. Not only has 
it been a profitable line, but a 
goodwill builder. 


We never hesitate to recommend 


Southworth." 


SOUTHWORTH COMPANY 


WEST SPRINGFIELD, MASS. 


CHICAGO OFFICE AND WAREHOUSE 
570 W. Monroe St. Chicago 6, Ill. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


The fact that merchandise is hard to get and that 
the war in the Pacific has not yet been won has in 
no sense dampened the faith of Los Angeles and 
southern California dealers in general in their ability 
to go into the post-war period, when it comes, in a big 
way. The Underwood Corporation, for example, has 
just opened a factory-owned branch office in Glendale, 
Grimes-Stassforth is putting in a larger and better 
printing office in a new location, while some other 
major firms are definitely spreading out. 

* a * 

Joe Hedeen, former salesman in Los Angeles for the 
Fridén Calculating Machine Agency, 328 West Ninth 
Street, is back in the United States after having had 
another harrowing experience in the war in the South 
Pacific. Mr. Hedeen (who was at Pearl Harbor at the 
time of the bombing, December 7, 1941) was one of the 
crew of the “U.S.S. Ingraham,” recently torpedoed by 
a Japanese suicide plane and now in dock at San 
Francisco undergoing repairs. Mr. Hedeen, now an 
ensign, was fortunate in escaping injury when the 
vessel was struck, for a great hole was torn in the hull 
of the ship by the kamikase plane, 15 of her enlisted 
men being killed and 30 wounded. The 2,200-ton de- 
stroyer did plenty of damage to the Japs before she 
was struck in this Nip attack, involving from 70 to 80 
planes, just north of Okinawa. She was instrumental 
in destroying three enemy vessels and six of the seven 
suicide planes attacking her before receiving her near- 


mortal wound. 
* * * 


Harry Cooper of the Standard Office Equipment 
Company, 917 South Olive Street, Los Angeles, says he 
is now finding a general demand for better grade office 
equipment. Wartime equipment has been all right 
during the more acute stages of the emergency, but he 
thinks it has never satisfied the tastes of the customer. 
Right now, Mr. Cooper points out, there is considerable 
activity because of so many offices moving and new 


offices opening. 
* * * 


Paul S. Weintrauber, proprietor of the Peerless Sta- 
tioners, 649 South Olive Street, reports that his 
brother-in-law, Lieutenant Philip Saperia, now serving 
with the Canadian army in England, will join the firm 
after the war. Lieutenant Saperia, whose home is in 
Toronto, Ontario, and who has never been in the 
United States, has been overseas for about two years. 

ok a 

W. J. Kendrick, formerly in the office furniture busi- 
ness at Jackson and Wells, Chicago, about two months 
ago joined the force at the Gold Desk and Safe Com- 
pany, 957 South Main Street, Los Angeles. Mr. Ken- 
drick formerly also wrote articles for office equipment 
magazines while holding down his regular job. 

Recently Louis Gold, owner of the Gold Desk or- 
ganization, was successful in purchasing a large 
amount of used equipment from a large defense plant, 
and this merchandise was immediately made available 
to the public. 


* * * 


Douglas Holman of the Los Angeles Desk Company, 
944 South Spring Street, Los Angeles, has returned 
from a 30-day business and pleasure trip. He visited 
the MacKenzie River area, also Seattle, Eugene, and 
Portland. Mr. Holman’s ex-partner, W. P. Sheppard, 
owns an 86-acre ranch near Eugene. The two men did 
some fishing in the MacKenzie River. They were in 
business here together for a number of years—at 1335 
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Burroughs Clearing House 
MAR - MAY - JUNE 


Chese Ads Pave the 
Way for Your Direct Name Business 


Hundreds of inquiries have resulted from our offer ‘“Y and E” Exclusive Franchise. Extensive 






of the booklet “Y and E”’ Office Manual Section 17. __ lines, Quality Products, Constructive Sales 
These inquiries have come from large and small Co-operation, Specialized Departmental 
general business concerns, Banks, Insurance Com- Service. 

panies, and other specialized businesses. 

Each inquiry has received our special attention and 
the ““Y and E” representative concerned has been 
notified—The splendid response to our offer of 
this timely booklet has necessitated a reprint to 


guarantee a sufficient supply for further demands. oo 


Follow these important leads carefully and make 


the most of our efforts to back up the four-square oe 


.  YAWMANADFRBEMFG.®. =. 


1015 JAY STREET, ROCHESTER 3, NEW YORK 
rO REM O ST FF OR OY) BB: $:4.2817 FoF eee 
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New England Craftsmanship in Wood 


5x3 CARD FILE 6x4 CARD FILE 
10 drawer 8 drawer 
20 compartments 16 compartments 


We also manufacture 
special equipment and 
cabinet work from 
architect's drawings 
and specifications or 
we will gladly submit 
drawings prepared by 
our designers. We re- 
spectfully invite your 
correspondence. 


Write for our catalog. 


Height 

10 Drawer, 20 Compartments 

For Cards 5” Wide x 3” High $2” 
8 Drawer, 16 Compartments 

For Cards 6” Wide x 4” High §2° 
7 Drawer, 14 Compartments 

For Cards 8” Wide x 5” High $2” 
6 Drawer, 12 Compartments 

For Cards 9” Wide x 6” High §2” 








8x5 CARD FILE 


7 drawer 


14 compartments 


Width 


133%,” 


153,” 


193, “ 


2134” 





Depth 


28” 


28” 


28” 


28” 





Multiple Drawer Card Cabinets 


Cabinet making is our business—here are 
our Multiple Drawer Card Cabinets devel- 
oped from over a half century in the manu- 
facture of fine cabinet work. Sturdily built 
of air seasoned and properly kiln-dried hard 
woods. Available in Olive Green, Walnut, 
and Mahogany finishes. 








New England Woodworking Co. 


512 East 137th Street New York 54, New York 
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South Los Angeles Street for 13 years and at 848 South 
Hill Street for 21 years. Sid Holtby, a brother-in-law 
of Mr. Holman, is now office manager for the Los An- 
geles Desk Company. He was formerly with the Cana- 
dian government at Calgary, Alberta, in maintenance 
work on transport and training planes. He has been 
here since last December. 
* * * 

Harry Skolnick, proprietor of the Alan Desk and 
Safe Company, 916-18 South Main Street, Los Angeles, 
finds business slightly above that of last year. He now 
has several items that he says he had not previously 


been able to obtain for some time. 
” *® * 


J. E. Huling, proprietor of the Huling Stationery and | 
Printing Company, 107 West Ninth Street, finds most | 


items, except those of paper, coming in very well right 
now and he is able to meet most demands, he states. 
Mr. Huling is now carrying a red fabricord ring-type 
loose leaf cover resembling California redwood, an item 
naturally very popular in southern California. An- 
other equally popular item is in similar finish with 
zipper. 

Mr. Huling makes the point that big demand for 
pencils for German schools is being felt, the German 
factories now being out of commission. 

+ *” » 

E. L. Young, Jr., of the Young Office Equipment 
Company, 210 West Adams Street, Chicago, was a 
caller at the offices of the Business Appliance Com- 
pany, 841 South Spring Street, Los Angeles, recently. 
Mr. Young is a nephew of R. E. Anderson, proprietor 
of the latter firm. He stopped here on his way to San 
Francisco from which point he intended to go north 
into Canada. 

Mr. Anderson reports that his son, Second Lieuten- 
ant Richard E. Anderson, is now in Brazil with the 
air transport command on non-combat duty. The 
young officer saw plenty of service overseas, has re- 
cently received the Purple Heart, and now has enough 
points for honorable discharge from the air service. 

* * * 

A. W. Willis of the Atlas Desk and Safe Company, 
835 South Spring Street, Los Angeles, left for the East 
on June 18, and was due to be gone until the end of 
the second week in July. His thought was to buy mer- 
chandise, if obtainable. 

* * * 

Frank Funaro, proprietor of the Advance Printing 
Company, 816 South Spring Street, Los Angeles, is 
moving his business to 447 South Los Angeles Street, 
after having been at his present location for six years. 
He carries a line of office forms and stationery, in 
addition to doing a general line of job printing. 

+ * ~ 

Frank A. Hood has been transferred from the Phila- 
delphia office of the Marchant Calculating Machine 
Company to the Los Angeles office at 804 South Spring 


Street. In Philadelphia he was associated with H. B. | 


Black, now the manager of the Los Angeles office. 
About three or four years ago Mr. Hood left Los An- 
geles for the Philadelphia position. 

H. W. Stahr has been transferred from Los Angeles 
to the sub-agency at 83 South Oak Street, Ventura, 


but later he will have his office in Santa Barbara. MTF. | 


Stahr was service manager in Los Angeles for ten years 
and also served in San Francisco for some time. John 
Celus is the new service manager in Los Angeles. He, 
too, has been with the company for several years. 


* a* *” 


Carl E. Stewart, formerly a salesman with Marchant, 
is now in the Merchant Marine, but it is expected that 
he will be home soon. He has been granted a leave of 
absence by the firm. 

+ of * 

The Grimes-Stassforth Stationery Company, 737 
South Spring Street, Los Angeles, is moving the print- 
ing plant from the second floor of this location to 1219 
South Wall Street. The building now occupied by the 
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IMMACULATE! 


Strikingly Fw Reape he 
Smt ically (Tein 





W, PRESENT this new and remark- 


ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 





CLEAN TO HANDLE 
CLEAN TO ERASE 
SHARP CLEAR COPIES 
SPLENDID DURABILITY 








plus 


FREEDOM FROM 





FEED-ROLL OFFSET 


| Hands and Work Stay Clean 
| With IMMACULATE 


| Two Finishes Three Weights 


IMMACULATE Sharp 
IMMACULATE Intense 





Manufactured by 


H.M. STORMS COMPANY 
The “Comgilits™ M 


Brookyln 16, N. Y. 


561 Grand Avenue 
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VAN DYKE FLUORESCENT 


THE FINEST 
In The "March of Light’’! 
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Executive 
Model 
with 2—18” 
Fluorescent 


mee No. 1025 






Executive 
Model 
with |—24” 
Fluorescent 


Tube 


No. 426 


Increased production—stepped-up deliver- 
ies of Van Dyke Fluorescent to the trade can 
be expected soon. We want to fill your com- 


plete Van Dyke needs as soon as possible. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois . 
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plant will be converted into office space. 

Paul Boyle; formerly an outside salesman for 
Grimes-Stassforth, is now in the armed service. He 
left for Camp Roberts on May 3. Wray O. Nelson has 
taken his place. 

R. A. Thomas, general manager, has returned from a 
trip to New York and Chicago, reaching Los Angeles 
on Friday, June 29. 

* * x 

Paul Zimmerman of Underwood Corporation, reports 
that his son, Paul R. Zimmerman, Jr., naval machinist’s 
mate, is home on his first furlough after 21 months 
overseas. His 30-day furlough began exactly two years 
to the day after his enlistment. Most of the time the 
young man has been in England on the channel coast. 

Underwood has opened a company-owned office in 
Glendale, utilizing part of the premises formerly oc- 
cupied by the sales agent, A. C. Webber. The address 
is 213142 South Brand Boulevard. The offiee will be 
headquarters for both sales and service for the terri- 
tory embraced in Glendale, Burbank and the San 
Fernando Valley. A. L. Merideth is in charge. 


* * * 

T. F. Peirce of the Pacific Desk Company, 1031 South 
Hill Street, is in the East on a two-month business 
trip. 

.H. P. Ryan returned from his vacation June 25. He 
spent most of the time in the Los Angeles area. Parke 
Hicock was slated to take his vacation from July 9-16. 

* * * 

Rod Nern of the Nern Office Furniture Company, 911 
South Hill Street, recently spent a week at Lake 
Arrowhead. He was accompanied by Mrs. Nern and 
both had a good rest. 

* * * 

Mrs. Pauline E. Campbell, owner of the Industrial 
Stationery and Printing Company, 2600 East Randolph 
Street, Huntington Park, with retail stores at 1634 
Anaheim Avenue, Long Beach, and at 6700 Pacific 
Boulevard, Huntington Park, is now also classified as 
president and general manager. She has been in 
business since 1927. Her first location was 6136 Pacific 
Boulevard, Huntington Park. F. L. Johnson was gen- 
eral manager for the last six years. 

* * * 

The Golden State Travelers Club at this writing has 
a dinner scheduled for July 20 at the Fox Hills Golf 
Club, Los Angeles, in honor of Phil VanCulin, who is 
home on furlough. Mr. VanCulin was formerly repre- 
sentative of the Standard Diary Company of Boston. 
He is slated to leave July 27 for further duty. A radar 
man, first class, he has been in the South Pacific for 
three years. Incidentally, Phil VanCulin, Sr., his 
father, was also formerly connected with the Standard 
Diary Company, according to Blake Lockard, secretary 
of the Golden State Travelers Club. 


a 
0. S. TRAYLOR RESUMES MANAGEMENT OF FIRM 


Orville S. Traylor, owner of the Ozark Typewriter 
Company, Springfield, Mo., resumed active manage- 
ment of his business July 1. Mr. Traylor was appointed 
State Labor Commissioner in 1941 and had spent the 
major portion of his time since then in the state 
capitol building at Jefferson City, making week-end 
trips to Springfield to look in on his office. Mr. 
and Mrs. Ralph Neff managed the business during 
Mr. Traylor’s absence.—EVH 

ee 

CARTER’S SAYS BALANCED INKS KEEP BEST 

Keeping quality in inks comes from proper balance 
of the ingredients, says The Carter’s Ink Company, 
Boston. When inks are not in balance, chemical reac- 
tion takes place while inks are still on the dealers 
shelves, causing color loss and sediment, it is claimed. 
The deterioration is especially marked, asserts Car- 
ter’s, when the bottle of poorly-balanced ink is once 
opened. 
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... 4 Ceather cutter 


His is a meticulous job . . . fitting the pattern to fine, supple hides 
... knowing the grain of the leather and cutting it accordingly. 
The pride in his work shows in the finished Mashek product 
where it is apparent that leathers are painstakingly matched as to quality, grain and color. 
You see, we can’t compromise with such a craftsman, or he with us. 
When Mashek quality leathers, and other materials, are available 
once again, Mashek will resume, for civilians, 


the crafting of those fine brief cases which are a credit to their owners. 


THE FRANK MASHEK CO. >» 
- — 











1914 NORTH MILWAUKEE AVENUE, CHICAGO 47, [LLINOTIS 
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AMERICA'S 
FASTEST SELLING 


DRAWING INSTRUMENTS 











DARNELL 
CASTERS 


DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK,NY 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL 





Set No. 814 


Now available from one of America's largest stocks | 
—the complete line of CHARVOS INSTRUMENT | 
SETS as listed below. We can supply you with any | 
quantity—and there is no priority rating required. | 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 











Divider, 6”, equipped with micrometer adjustment and tension- ’ 
adjustable head. Bow Divider, 354” center wheel adjustment. Bow 
Pencil, 3%4” center wheel adjustment. Bow Pen, 334” center ( 
wheel adjustment. Ruling Pen, 542”, octagon shape carbon steel ( 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. I 
. . | 
$18.00—Maximum Trade Discount f 
SET 612 Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow a 
Pencil 334”, Bow Pen 
334”, Screw Driver with h 
Needles and Leads, Velvet W 
lined two flap pocket-type = : : 
case. lj 
SenNtaianina. srr oven VICTORY MODEL : 
SET 614N Contains: Com- 
pass, 6”, Straightening De- B 
vice with Pen & Pencil Y hi 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Divider, ‘ 
6” with Straightening De- . F f — 
vice, Bow Divider 334”, The RITE-LINE Copyholder is now available in non-critical - 
oncil 334” > @ a . ar ° 
+ gar PO aentgtie' materials and can be sold without priority. It is a small B 
Needle and Leads, Velvet self-contained unit that can be placed anywhere inde- B: 
— or a genapye pendent of the typewriter. It guides the eye of the typist 
: : along the line she is copying. Prevents errors. Speeds 
$15.00—Maximum Trade Discount production. Price U.S.A. $11.85. A few exclusive territories 
Additional Discounts On Volume Orders Over $1,000 Net still available. Send for folder. | 
One of America’s foremost suppliers of material to artists and draftsmen RITE-LINE SALES CO., INC. er: 
101 Park Ave., New York 17, N. Y. n 
The Department Store of Art Materials . 
ITE I INE he 
-_ 
ARTHUR BROWN & BRO. RITE-LINE = 
Reg. U. S. Pat. OA. an 


67 West 44th St., New York 18, N. Y. COPYHOLDER ag 
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PASS €0 ATWATF 


GEORGE H. DAWSON 
George H. Dawson, 70, formerly president of Wilson 





Jones Co., passed away at his home in Needham, Mass., | 


on July 7. 

Mr. Dawson was born in England at Newark-on- 
Trent and came to this country as representative of 
an English firm in his early twenties. Later he was 
with the General Electric Company and with Bird & 
Son of East Walpole, Mass. During the First World 
War he served as plant engineer for the Remington 











THE LATE GEORGE H. DAWSON . 


Arms Company. After the war he joined Library Bu- 
reau and used his engineering talents in the develop- 
ment of some of the modern filing systems and equip- 
ment. 

Mr. Dawson started with Wilson Jones Co. in 1933. 
He served as vice-president in charge of engineering 
from 1935 until his election, in 1937, as president of 
the company and member of the board of directors. 
Upon his retirement from the presidency in 1942, Mr. 
Dawson again took charge of engineering. He con- 
tinued in this capacity until his retirement to private 
life in 1943, though he continued to serve as a member 
of the board of directors of Wilson Jones Co. 

A mechanical engineer of outstanding ability, Mr. 
Dawson has had an important part in perfecting and 
developing many of the modern loose leaf binders and 
other equipment. He was widely known and highly 
regarded in the industry and was beioved by all his 
former associates. 

+ / | 


MELLEN TRUE BIRD 


Mellen True Bird, 85, long engaged in the stationery 
and office specialty business, died on June 29 at his 
home, 50 Commonwealth Avenue, Boston, Mass. He 
was active head of the firm that bears his name from 
1885 until 1943, when he retired as treasurer to act in 
an advisory capacity. 

Born in Turner Center, Me., the decedent came to 
Boston and worked for M. R. Warren Company. Later 
he purchased E. E. Clark Company and changed the 
name to M. T. Bird & Company. 

Surviving are the widow, Orissa E. (Phillips) Bird, 
whom he married in 1943, Philip H. Bird, Roger P. 
Bird, and Courtney F. Bird, (sons of Harry Herrick 
Bird who died in 1942), and nine grandchildren. 


+ | & 
CHARLES H. CLEMONS 
Charles H. Clemons, 64, president of Clemons Broth- 


ers, retail furniture and appliance store of Chatta- | 
nooga, Tenn., died June 29 in Chattanooga, where | 
he had resided since 1899. Two of his brothers, | 
Terrell and Will, who started as a partnership | 
and later incorporated the firm, died several years | 
ago. The six-story structure occupied by Clemons | 
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TOMORROW'S 
PERFORMANCE 
TODAY 











WITH 


GRAND 
PRIZAT 


TYPEWRITER 
RIBBON § 
and 
C AR BON 
yr A Fe ese 


Today, when every piece of office equipment must 
do double-duty, the super-quality of “Grand 
Prize’ Typewriter Ribbons and Carbon Paper 
plays an invaluable part in assuring sharp, cléan} « 
business-like work. 


“Grand Prize’ performance is the result of con- 
stant fidelity to an ideal of super-quality. That's 
why you can always depend upon “Grand Prize” 
products for the utmost in value! 


Over 50% of “Grand Prize” production goes to 
speed the work of Victory. 


TIME TO BUY ANOTHER 














WAR 
BOND 


* 


PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. FRANCIS O’CONNOR, Pres. 


Head Office and Factory: 


1451 Harrison Street ° San Francisco 3, Calif. 
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NO 

PRIORITY 
CERTIFICATES 
NECESSARY € 


NO 
RATIONING 
HERE ..... 


REBUILT 
DICTAPHONES 


EDIPHONES 


SINCE 1923 
QUALITY REBUILTS 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write us today regarding your needs. 


AMERICAN 


DICTATING MACHINE C0O., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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Bros., was erected in 1923. The widow and three sis- 
ters survive Mr. Clemon’s passing.—CG 
- | 
JAC LANGER 


Jac Langer, 64, who had been in the printing busi- 
ness for 45 years, died June 9 in his apartment in the 
Seville Hotel, Detroit, Mich., after an illness of several 
months. The decedent was owner of the Langer Print- 
ing & Stationery Company. Surviving are the widow, 
Mabel L.; a son, Lt. Jack H. Langer of the AAF; and 
daughters Mrs. G. E. Neugarten and Mrs. Melborn 


Finsterwald. 
; - 


MRS. LENA M. SNYDER 

Mrs. ‘Lena M. Synder, 62, who had been a sales- 
woman for the Columbia Carbon and Ribbon Com- 
pany for more than 30 years, died June 16 at the 
Lakeside Hospital in Kansas City, Mo. 

Surviving are a daughter, Mrs. John H. Carroll, 
Kansas City; and a sister, Mrs. Glen Windle, Oswego, 
Kans.—GMH 

~ - & 


D. W. ROSS MACDONALD 


D. W. Ross MacDonald, 83, organizer of the Ellis 
Adding Typewriter Company and its president from 
1905 to 1929, died at Newark, N. J., June 22. MacDonald 
was in the dry goods business in St. Louis, Mo., before 


going to Newark. 
I 


MICHIGAN FIRM TAKES NEW LOCATION, NAME 


The former Michigan Cash Register Service of 
Dowagiac, Mich., is now permanently located at 39 
Capital Avenue, Southwest, Battle Creek, Mich., and 
will be known as the Cash Register & Business Ma- 
chine Service. This firm will be conducted by a part- 
nership of L. B. Woeste and W. J. Cramer. Cash 
registers will be serviced, as well as typewriters and 
other business machines. 

Both partners were formerly connected with the 
sales and service division of the National Cash Regis- 
ter Company. 

a rs 
NORTHWEST TRAVELERS TO HOLD GOLF OUTINGS 


Friday, August 3, and Monday, August 6, are the 
dates set for two golf tournaments to be held by the 
Northwest Travelers Club, the former at North Hills 
Country Club, Milwaukee, the other at South View 
Country Club, South St. Paul. Wisconsin stationers 
are invited to the tournament in Milwaukee, those 
from the Twin Cities and nearby area to South St. 
Paul. The Wisconsin tournament is new, having been 
established last year, whereas the one for the Twin 
Cities is in its thirteenth year and throughout that 
time has been an important social factor among deal- 


ers and travelers. 
rr 


STANDARD STATIONERY SUPPLY BUYS PROPERTY 


Purchase of the eight-story Gunther building, at 
the corner of Wabash Avenue and 11th Street, Chi- 
cago, by the Standard Stationery Supply Company has 
disclosed post-war plans for adding four stories. The 
property, 80 by 165 feet, was purchased by Morris Pan- 
coe, president of the Standard Stationery Supply Com- 
pany, and his two sons, Walter and Arthur, naval engi- 
neers in the Pacific, for a reported $265,000. The seller 
was the Massachusetts Mutual Life Insurance Com- 


pany. 
a 
VETERAN EMPLOYEE TAKES NEEDED REST 
Mrs. Marie Clark, an employee of Crowley-Reuter 
Stationery Company, Kansas City, Mo., for 15 years, 
severed her connections with the firm on August 1 to 
enjoy a well-earned rest for a month or two before 
deciding upon her plans for the future. Mrs. Clark is 
widely known among the manufacturers and traveling 
men dealing with the Kansas City firm and is highly 
regarded for her ability as a buyer. 
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waiting demand for FELDCO binders. We hope it will 
be by the time the school bells peal out over the nation 










WHEN 
THE SCHOOL BELL 


Rings 


THIS FALL... 








DISTRICT SCHOOL a] " 





WE HOPE TO BE ABLE TO 
SUPPLY SOME DEMANDS 
FOR 


FELDCO 


ZIPPER & REGULAR 
RING BINDERS 


It looks encouraging . . . and in the not too distant 
future the new materials developed and those still to 
come will enable FELDCO and Feldco dealers to play 
a still greater part in the post-war market. 

We are not making any promises but as soon as pos- 
sible after the “Go” signal we will catch up with the 





this fall. In the meantime we will continue to do our 
level best to take care of your present requirements. 


FELDCO Loose Leaf CORP. esse\shaks: 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST.. SAN FRANCISCO +» PHONE DOUGLAS 8563 
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TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK ILLINOIS 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





Southwestern Virginia—While covering personally 
the whole state of Virginia, I am sojourning first 
for a few days in the great Southwestern Virginia 
area near Roanoke and west of Drapers Mountain. 
There could be no more beautiful section of any 
state in the Union than this majestic mountainous 
terrain dominated by the Allegheny and Blue Ridge 
peaks. They are supposed to be the oldest mountains 
in the world and vary in height from 200 feet to 
5,000 feet—a constant companion of great consolation 
in just living. The business offices in this vast area 
near Roanoke, the “Magic City’, sometimes called 
the “Gate City,” are served to a large extent by the 
three progressive stationery firms of Caldwell-Sites 
Company, the Roanoke Book & Stationery Company, 
and the Easter Supply Company. They are enjoying 
good business and expect it to be even better, come 
V-J day. 

This country should be most fascinating to dealers, 
merchants and their families as an ideal vacation 
site (but you can’t do it on an A card). The ad- 
vantages include the “Natural Bridge,’ (one of the 
seven wonders of the world), “Mountain Lake,” trim 
and fine horses, and corn-fed mountain girls whose 
beauty is more than skin deep. The entire state 
has 2,400 miles of navigable rivers and over 50,000 
miles of smooth, paved roads. 

* ~ * 

And while you may think I am writing extrava- 
gantly in the preceding paragraphs, I am inspired 
by my friend Jimmie P. Ward of Shipman-Ward, 
whose magazine, “Keep Your Feet on the Ground,” 
is very timely. It’s hard to keep your feet on the 
ground when your head is in the clouds about the 
beauty of Virginia. 

* * * 

At this moment looking over my left shoulder is 
an old friend, Mack Weekley of Richmond, Va., man- 
ager of the Colonial Theatre. He is now able to do 
a fine business in office supplies also. 

* * * 


Landon Edwards, honorably discharged from the 
U. S. Army Air Forces, is now associated with Sta- 
tioners Inc., at Richmond, Va., having just started 
under favorable conditions. 

* * > 

J. M. Pricett, for many years connected with the 
Charlottesville, Va., office of Remington Rand, Inc., 
has been transferred, of his own choice, to the Blue- 
field, W. Va., office of the company. 

+” a + 


W. B. Smethie, formerly with the Underwood Cor- 
poration in Richmond, and recently with Remington 
Rand, Inc., at Norfolk, Va., was unable to find living 
accommodations there, but has been transferred to 
Remington Rand’s office at Charlottesville, Va. 
“Smittie” seems to be able to sell machines in any 
city, but he must be comfortably located. 

* * * 

It was the writer’s privilege recently to meet a 
veteran typewriter salesman, Garnett Lee of Rich- 
mond. He drifted from typewriters into street car 
advertising display work and is now with Lackey & 
Landin, Inc., located at 1514 N. W., Washington, D. C. 

* 


* * 


H. W. Gwyn, dealer for the Royal Typewriter under 
the name of the Acme Typewriter Company, is now 
operating very successfully at Roanoke, Va., in his 
own name. 

* * ca 

J. B. Braswell, after making a successful salesman 
of Ditto duplicating machines in Virginia, has gone to 
Atlanta, Ga., changing to a line of school supplies 
and furniture. 


A * * 


Elmer H. Brient, long associated with Loew’s in 
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Other Folks 
Honey 


Like the bears, the Axis partners wanted all 
the good things belonging to other folks 
and started out with brute strength to get 
them. Like the pioneer, we fought back. 
It meant sacrificing other things to do so, 
but our methods are sound, having knocked 
out all but one of the partners, and that 


one groggy. 
Lack of material, lack of manpower, delays 
of various sorts—all these are common, yet 
all of us are accepting them. We must do 
so, for less than total effort will delay seri- 
ously the time of complete victory. 


While we dislike to see good friends and 
customers in need, there is nothing we can 
do to help the situation now. However, 
"Andy units of steel’ have been redesigned 
and when victory is in our grasp it will be our 
pleasure to help you as best we can to get 
your share of the good things of freedom. 


A person-Hicxey Go. 


Inc. ’ 
GENEVA ’ 
ILLINOIS 


sandy i 


137 




















Austrit 


Report Card 





Po ckets 
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School-Time is just around the corner—and with it 
comes Report Cards and the problem of keeping them 
presentable during long months of ‘’Hip Pocket Filing.’’ 
Which is precisely why we want to tell you about Justrite 
Report Card Pockets. 


Justrite Report Card Pockets have long been a 
favorite in both Public and Parochial schools for protect- 
ing report cards while being carried by pupils. They are 
durable and will withstand much rough usage. Available 
in a wide variety of sizes, and in many grades of stock, 
they come either plain or printed to your copy. 


As an Advertising Media 


Many schools will use them with an advertising 
imprint when supplied to the school without cost. Report 
Card Pockets are an excellent, long lived ad for Banks, 
Fuel Dealers, Opticians, Merchants, School Supply Stores 
and others. They carry their advertising message to 
parents at home as well as to the pupil. 


Write today for samples and complete 
prices. Special size samples will be furn- 
ished on request. For any Specialty Envel- 
ope Problem consult Justrite first. 











Richmond, opened new offices on July 15 at 802 North 
Capitol Street in Washington, D. C., for the new 
company of Elmer H. Brient & Sons. They will cater 
to civilian and government contracts for more than 
800 theaters in North and South Carolina and the 
District of Columbia in projection equipment, air 
conditioning, seats and supplies. 
* * * 

We regretfully chronicle the death of George H. 
Landers, superintendent of the lithographing depart- 
ment of the firm of Everett Waddey Company in 
Richmond, Va. For over a quarter of a century he 
was most active in the Richmond Club of printing 
house craftsmen and served as its president. 

* * * 

E. G. Shepherd, a representative at Lynchburg, Va., 
for the National Cash Register Company over a period 
of 30 years, has moved right next door to operate 


| his own business equipment and represent the Royal 


Typewriter Company. 
oa * * 


George W. Burroughs, sales trainee for seven months 


| in the tabulating division of Remington Rand, Inc., 
| is now located at Richmond in the Remington Rand 


offices, awaiting his assignment. 
* * * 
The Remington Rand office in Richmond regrets 
losing the experienced services of Miss Frances B. 
Ayers. She left on July 15 to join the Industrial Sup- 


| ply Corporation at Richmond as an office clerk. 
| * 


* * 


The handsomely-printed brochure issued by Rem- 


_ington Rand, Inc., titled “Then and Now, America’s 


First Typewriter,’ has aroused the interest of this 
writer. Out of 243 different makes of typewriters 


| which have been manufactured, I claim to have seen 
| and written on over 100 different ones in American 


and in Europe. It dawns on me that the first Reming- 
ton typewriter was built with an old sewing machine 


| Stand attached and printed in all caps. It sold for 


$125. I wrote on it very easily and soon after became 
one of the first managers of the old Hammond Type- 
writer Company in‘New York City. 

i ee Sd ‘ 


NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





J. I. Legacy of Amherst, N. S., distributor and dealer 
in office appliances, was an exhibitor of typewriters, 
adding machines and filing equipment at a motor- 
less motor show held recently at Amherst. Demon- 
strations of the equipment were made daily. 

* * * 


Frank M. O’Neill & Company, Halifax, N. S., long- 
time dealers and distributors of office equipment, 
did not allow the wrecking and looting of their firm 
in May to score a complete knockout. While await- 
ing restoration of the two plate glass windows which 
were smashed by the riotors, as well as interior re- 
placements of fixtures and stock, “business as usual” 
was adopted as the slogan. A photo of the boarded-in 
front of the store, with Mr. O’Neill and two members 
of his staff standing in the doorway, was used for 
pointing out to customers that sales were still being 
made even if the outside appearance belied this. 

* * * 


Capt. P. B. Cross of Seaman-Cross, Halifax, N. S., 
office appliance dealers and distributors, has been 
transferred from Ottawa, Ont., to St. John’s, N. F., 
by the Canadian Navy. At his present post, he is in 


charge of decommissioning naval ships and bases in 


/ 1, ia 3 


_/ V ENVELOPE <> COMPANY : 
i on shore duty with the naval Wrens. 
E LINE ———__—= oe 
DITTO, INC., NAMES NEW CHIEF ENGINEER 


Ralph E. Malles was recently appointed by Ditto, 
SAINT PAUL Inc., Chicago, as chief engineer. 
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Judging from the way it is mentioned in Isaiah, the 
probable date of the sundial’s first known use is 
around 700 B. C. The earliest sundial whose con- 
struction features are known was used by Berossuf, 
a Chaldean astronomer, around 300 B. C. Although 
the sundial was a great step forward in precise 
measurement for its time, it of course did not have 
the split-second timing of a modern chronometer. 














PLIT-SECOND precision, both in manufacturing and 
merchandising, brought Sunruco to its position of lead- 
ership in the rubber office sundry field before the war. 
Holding firmly to the ideal of high precision at all stages of 
production, Sunruco received Uncle Sam’s Army-Navy “E” 
Award for excellence in manufacturing vital war products. 








By selecting only those items your customers want, then 
making them of the finest materials with high precision and 
adding every bit of eye-appeal human skill can devise 
—Sunruco provides you with products that are easier to 
sell because they have built-in “click.” 


Soon you can again stock and sell fast-moving Sunruco items like the famous 
Spunfoam chair cushion. You'll see all the old Sunruco favorites and new favorites- 
to-be; all more saleable, more profitable than ever before. 


Backing up the Sunruco products on your counters will be powerful Sunruco 
“Sales-Lined” cooperative merchandising that runs up volume sales for you. This, 
too, is being planned as carefully as the new Sunruco products coming your way. 


ae 


Write For Sunruco Brochure: Learn more about 
Sunruco precision manufacturing methods that bring 
you your best sellers in rubber office sundries. We 


will place your name on the list to receive first 
announcements of civilian products. N 
’ 







THE SUN RUBBER COMPANY 


“BARBERTON: OHIO: 
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DELUXE 





These cabinets are designed for card record systems 


and for use on desks or tables. Ideal for offices and 


LOCKS—Cabinets equipped with lock 
and key add $1.75 per drawer to above 
prices. 


libraries. Constructed of best grade extra heavy cold 
rolled furniture steel, electrically welded throughout. 
Rubber legs are provided but can easily be removed 


when the units are stacked. 


Drawers are equipped with bail suspension, to prevent 


accidental withdrawal from cabinet. Also, newly im- 


No. 
C335 
C346 
C358 
C369 


C3352 
C3462 
C3582 
C3692 





Card Size 


3x5 
4x6 
5x8 
6x9 


3x5 
4x6 
5x8 
6x9 


Finish—rich olive green baked enamel. 


ONE DRAWER UNITS 


Capacity 
1500 cards 


1500 
1500 
1500 


Height Width Depth 


5l/,” 6!/,” 


6!/,” 71/4" 
7'/,” 91/5” 
8/4” 10." 


TWO DRAWER UNITS 


3000 
3000 
3000 
3000 


51/4” 12,” 
6!/, ” 147,” 
7'/," 1834” 
8/4” 201/.” 


16” 
16” 
16” 
| 6” 


16” 
16” 
16” 
16” 


proved positive lock compressor to keep cards in place. 


Olive 


Green 


$3.25 
4.00 
5.50 
8.00 


6.00 
6.75 
9.50 
12.75 


COLE STEEL SALES COMPANY 


NEW YORK 


150 NASSAU STREET 
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OFFICE APPLIANCE SCRAPS 





By Vernon Varney 





O YOU NEED a desk!” ran the heading of a large- 

sized advertisement of a western office equipment 
store. There followed cuts of some half-dozen desks, 
new and reconditioned, with full descriptions. The 
caption to the advertisement was a proved attention- 
getter. As a title form used over articles of every 
description in magazines big and little, “So you 
has been worn wafer-thin. Yet it still is a potent style 
for the office appliance advertiser. 

“So you want a modern up-to-date office!” “So you 
want a file that will take it!” “So you want a depend- 
able carbon!” ... 

The implication is that such a desire has been ex- 
pressed by a would-be customer. Into the single ex- 
clamation is condensed, “So that’s what you want, is 
it?” “Well, then, this is just the place to find it. Come 
in and let us show you...” 

So you want a new advertising idea! Well, here it is. 
You’re welcome! 





* *” * 


The merchant who always followed his store’s signa- 
ture with the letters, A. D., had his townspeople guess- 
ing. Some thought the letters stood for “Anno Domini,” 
but wondered just why he placed them there. Others 
thought they must stand for some college degree that 
was new to them—‘“Doctor of Advertising,” “Doctor of 
Accounts,” or something similar. 
and asked what the letters meant. Always the mer- 
chant smiled and said, “Always Dependable.” 


Such use of letters of the alphabet can add much | 


to a store name—such as V.O., V.V.O., V.S.O., V.S.O.P., 
which appear on labels of certain famous brands of 
whiskies, have become a very important part of the 
label, and yet few people, comparatively, know that 


they stand simply for “Very Old,” “Very, Very Old,” | 
“Very Special Old,” and “Very Select—Oldest Pos- | 


sible.” 


A.R.—Always Reliable,” “Y.D.D.”—Your Dependable | 
Dealer; “F. & S’—Fair & Square; “W.A.T.P.”—We Aim | 
to Please” are other possibilities. But be sure that | 
the slogan represented by the letters is one that is | 


good advertising when it is told. 
ok * * 
“Neat Tricks For The Busy Executive,” read the ad- 
vertisement of a western office appliance dealer. Below 


were listed time- and temper-saving accessories to | 


speed work, reduce mistakes, cut labor costs. 

Later advertisements featured, “Neat Tricks For 
Your Stenographer,” “Neat Tricks For The Businesslike 
Housewife,” “Neat Tricks For The College Student,” 
each with appropriate items appealingly described, and 


sometimes pictured. 
* * * 


“Get some SELL into your copy!” advised a prom- | 


inent advertising man. “Customers can get their liter- 
ature out of books.” The latter inference seldom 


applies to the office appliance dealer, for his adver- | 
tisements are generally primer simple. But—get some | 


SELL into your copy! Plenty of office appliance dealers 
need to look at their ads with the eyes of a buyer not 
yet a customer of their store. A good plan is to take 
a bunch of recent newspapers with you to your easy 
chair at home, and there, in the quiet of an evening, 
read ad after ad of yours and see if they consistently 
Strike a spark—or whether there’s not a thing about 
them that would send you to your store. Have you 
listed some new item, and described it in a way to 
make a person want to try it out? Have you men- 
tioned your service which you feel is the best there is 
in town? Have you pounded home the advantages of 
buying quality merchandise such as you sell? And, 
since you can’t sell a person in print until you first 
have his attention, have you done anything to set 
your ad apart from all the others on the page, any- 
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Some just gave up | 











Boosting KIL-KLATTER 
sales from coast to coast... 
this is one of a series of 
advertisements appearing 
every month in leading 
office equipment magazines 


> ‘ 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 






RETAILS 
FOR 


$]00 














(Dealers: attach this coupon to your letterhead} 


AMERICAN HAIR & FELT COMPANY 
Dept. B-8, Merchandise Mart, Chicago $4, Ill. 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
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DESIGNED FOR 
= DIVIDENDS 








Highest engineering skill, proven production | 
methods go into the designing of CRAMER | 


CHAIRS it’s a design for comfort. More 


than that, CRAMER CHAIRS are a design for 


dividends .. . for you and your firm! 


Employees cannot possibly do their best without | 


proper working facilities. When people suffer in 
uncomfortable chairs, their work suffers too. 


thing to bring his eye to your particular little paid- 
for spot? 

But, being clever, don’t overdo it and create a “white 
elephant” ad—one that is looked at, but is really of 
no use to anybody. We’ve seen office appliance dealers 
use such ads in an attempt at originality. An ad that 
doesn’t sell appliances must sell the store, else it is a 
white elephant. Be clever, be original, try new things, 
but keep always uppermost in mind that advertising 
money is spent to create sales or build good will. 


* * * 


Does your store have any identifying mark that can 
be used in your advertisement? For instance, in our 
town is a merchant named Valentine. His daily ad- 
vertisement is rimmed with a border of tiny hearts, 
and his signature is on a banner between two larger 
hearts. 

Another store in a near-by city is identified by a 
tall Neon sign. The proprietor had a cut made from 
a picture of this sign, and uses it always as the left 
quarter of his daily ad. It is pulled down to occupy 
about four inches of space. 

Another store, during the brownout, used an old- 
fashioned lantern in the entrance. It has continued 
to use it for advertising purposes, for it has become 
known as “The Store with the Lantern Light.” 

The more times an identifying name or slogan or 
other “landmark” can be used—about the store, in 
windows, on stationery, in advertising—the more times 
it is seen and the more people come to recognize it 
as belonging to your store. 

* * * 


“Expansion begins with one’s customers” is a truth 
too often overlooked. All the advertising, all the pro- 
motions will come to little if your customers aren’t 
your best advertisers, your best promoters. Once you 
get a good customer, bend over backwards in your 
efforts to keep him! Never forget that if he likes 
your store, likes your service, likes your merchandise, 
he’ll be a better advertiser, a better promoter than 
you, yourself, can ever be. 

* *” * 

You’ve heard the saying, “God couldn’t be every- 

where, so He made mothers.” Well, the proprietor of 


_an office appliance store can’t be everywhere, so he 


Chairs which cause improper posture produce | 


fatigue. This means lost efficiency .. . less profit. 


Insure your firm against this loss: Provide every 
seated worker with the solid comfort of a 
CRAMER CHAIR. The perfection of posture that 
is part of our design helps banish fatigue... 
increases speed and accuracy. This business of 
seating comfort is our specialty .. . OUR design 
produces greater efficiency on the part of your 
employes ... that’s YOUR design for dividends, 





























1205 CHARLOTTE STREET ® KANSAS CITY 6, MO. 


CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, 
SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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hires clerks. If he is a wise merchant he will hire 
men and women who will faithfully represent him and 
his ideals in every customer-contact. He will try to 
develop self-control when disagreements arise—and he 
will expect the persons he hires to exercise the same 
control. One hot-tempered, ill-mannered, careless 


| salesman can lose more customers in a month than 


the proprietor can put on the books in a year. So, 
in picking the new employee, always think: “How 
will he represent my store? Will he give it a good 
name or a bad one?” 

* * * 

In these times, an office appliance dealer never 
knows when an order will be received. An order for 
merchandise needed during the cold winter months 
may arrive with the birds that foretell the coming of 
spring. So what? Laugh it off! Do like the hardware 


| dealer who received his order for snow shovels in May. 


| phis, Tenn., by the Underwood Corporation. 


He announced the arrival of the shipment in humor- 
ous manner in his advertising space. “Of course,” he 
said, “they’re no use to you now. But if you want 
them, here they are!” The forehanded cleaned out 


the stock in jig time! 
9 


UNDERWOOD PRESENTS MOVIE AT MEMPHIS 

“Typing Tips,’ a motion picture with sound, was 
presented in July at the Miller-Hawkins School, Mem- 
Typists, 
stenographers, businessmen and women were invited 
to see the movie in which George L. Hossfield, Under- 
wood champion at 147 words a minute, is the leading 
character. Reorganization of the Mid-South Typist 
Club followed the movie.—GET. 
1945 
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FAIR CHAIR CUSHIONS 







All cushions are made with fibre matting (on one side) and 
gabardine (on the other) and are available in brown or green. 


2" CUSHIONS fas shown at right) 


De luxe Line (50% genuine flaked foam 
rubber and 50% cotton felt) 


Pewee deseceeee 


: | FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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When the overseas veterans reach the good old 
U. S. A. their number one ambition is to tele- 
phone home as quickly as possible. No wonder 
the telephone companies urge the public to 
give service men "‘first call." The lines outside 
telephone booths may be long . . . the boys 
may be weary waiting their turn but they're 
willing to stick it out to say “hello Mom." Try 
and sell a G.I. the idea that his long distance 
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call isn't ‘WORTH WAITING FOR." 


We'd like to furnish our trade with all the 
JACKSON DESKS they need; we know that our 
dealers are anxiously waiting for deliveries. 
Under these circumstances, we again ask your 
understanding of a difficult problem and sug- 
gest that you borrow a lesson in patience from 
our boys-in uniform. Remember . .. when you 
do receive your JACKSON DESKS, you'll be 
proud of them... they're definitely ‘worth 
waiting for.’ 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
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1945 PACKAGING CATALOG OFFERS GUIDE TO 
THE REBUILDING OF POST-WAR MARKETS 

The new 1945 Packaging Catalog, published July 12, 
accents the rebuilding of competitive markets. De- 
signed as the encyclopedia for every industry offering 
packaged goods for sale, from tools to tooth brushes, 
from perfumes to plasma, this single encyclopedia 
has been completely revised and reoriented to assist 
production and merchandising executives to rebuild 
competitive markets. 

For the first time since 1941 the Packaging Catalog 
offers a section on “Decorative Packaging”. A number 
of brand new special articles were compiled for this 
section by the editors with the assistance of leading 
members of the field. Inclusion of the “Decorative 
Packaging” articles is typical of the new viewpoint of 
the 1945 Packaging Catalog, which, section by section, 
points up the new trends of packaging. 

The entire first section of the book is completely 
new. Under the title of “Rebuilding,” it offers the fol- 
lowing articles: 
1—Trends in Package Design, a symposium of leading 

designers surveying trends in color, type, copy, illus- 

trations, and so on, by such prominent designers as 

Loewy, von Miklos, Arens, Bach, Cruze and others. 
2—War Lessons Which Will Last—an important review 

of battle experience. 
3—What’s Ahead in Materials—a symposium by four 

leading package production men from four indus- 
tries, food products, drugs and pharmaceuticals, 
toiletries, soaps and cosmetics, photographic sup- 
plies, and so on. Other key articles in the first sec- 
tion are: The Place of Research, Unsatisfied Mach- 
ery Needs, New Shipping Practices and Conditions, 

Back to Competitive Markets, Rebuilding Markets 

for Packaged Goods, Back to Tested Merchandis- 

ing. 

The section on package planning is almost complete- 
ly new, designed to help the executive plan his recon- 
verted and new containers. It contains 11 highly 
important articles as well as a chart for color stand- 
ards. Articles are as follows: 

Package Functions, The Packaging Department, 

Hazards Encountered by Packages, Testing Pack- 

age Materials and Packages, Consider Production 

When Designing, Selecting Package Colors, Pre- 

paring Art for Reproduction, New Developments 

in Inks, Methods of Reproducing Designs, The 

Artistic Element, Contract Packaging Service, 

Chart: Standards for Color Identity. 

A detailed chapter by chapter analysis of the Pack- 
aging Catalog would be too long and intricate to. fol- 
low. Some highlights from the new edition are: com- 
plete revision of illustrative material, enlargement of 
charts and tables, including special tabular material 
on adhesives, coatings, properties of materials, color 
and many more. 

The section on “Cartons and Boxes” has been thor- 
oughly overhauled and four long and illustrated ar- 
ticles on set-up paper boxes are included. 

The section on “Coatings” and the one on “Adhe- 
sives” are much expanded to include the great prog- 
ress made in these materials to meet wartime neces- 
Sities. 

The section on “Plastics” is enlarged to reflect the 
growing interest of packagers in these modern mate- 
rials. All of the material in this section is brand new. 

The section on “Packaging for Shipment” includes 
the many advances created to carry every type of 
goods safely overseas to fight a global war. These 
shipping advances are expected to play a large part 
in America’s expanded export trade to meet the needs 
of rebuilding war-torn countries all over the world. 

Other important sections of the catalog include 
“Wraps and Laminations”, “Cans and Tubes”, “Glass- 
Pottery-Closures”, “Machinery and Equipment” and 
“Merchandising”. 

Noteworthy of comment are the specially designed 
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MEILINK 
SAFE 
PRODUCTION 
UNLOCKED 


—We are starting the production lines again— 
and as fast as our skilled workmen can get 
them ready 


MEILINK FIRE-RESISTIVE SAFES 
SURETY CHESTS 
and Other INSULATED PRODUCTS 











will be shipped 


Every effort to “hurry up” the deliveries of 
your orders is being made. 





¢ Send in 
Your Orders 


Be first in line with 
Meilink Insulated 
Products. 








MEILINGS Steet 


TOLEDO OHIO 


eevee CO. 


CHICAGO 
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Long 
Life 
(0 
the 
Office 
Staff 


Productive days 
—health and 
progress for all 
who serve at of- 
fice desks—who 
sit in 











NEW INDIANA OFFICE CHAIRS 


RESUMPTION of all steel swivel installations is 
now an accomplished fact, which we expect to be 
followed by important advances in other details 
of design and construction. For the present, how- 
ever, remember the vital needs of the war indus- 
try ... mark all available priority on your orders 
and enable us to give effective, full powered sup- 
port to this most important job of winning the war! 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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directories. Here, for the quick reference of buyers, 
everything from adhesives to wraps is indexed with 
names of all known suppliers. Indexes are broken 
down into four general headings—Materials and Sup- 
plies; Container Manufacturers; Machinery and 
Equipment; Services. The directory of trade names 
contains the hundreds of specialized brand names, to- 
gether with a brief description of each and the name 
of the manufacturer. 

A special feature of the 1945 Packaging Catalog is 
the placing of the advertisements. In order to make 
the valuable data which advertisers offer as easy to 
find as possible, advertisements are broken down into 
sections relating to the editorial sections and all of 
the advertisements in a particular section are grouped 
together. 

The 1945 Packaging Catalog is considerably larger 
than any previous edition. Percentagewise, it repre- 
sents almost 33 1/3 per cent more pages than the 
1944 book. Total pages folioed 957, case bound. The 
price per copy is $4.00 in the United States and $5.00 
in Canada and foreign countries. 

eR 
PUBLISH NEW “WHO’S WHO” FOR NOMDA 


In a spirit of service to its members and the office 
machine industry, a second edition of “Who’s Who” 
has been issued. A change has been made from last 
year’s procedure, Victor Mosel, executive secretary 
of NOMDA, announces. Listing of members is done 
by firm names, grouped by states, with a cross refer- 
ence listing by individual’s name representing the 
firm. This is arranged in alphabetical order. Where 
the name of the individual was not furnished, the 
name of the firm only is indicated. 

= 2 —_—_____ 

IMPROVED BRUSH DEVELOPED BY CARTER’S 


The Carter’s Ink Company announces development 
of an improved brush for No. 845, four-ounce synthetic 
rubber cement, and No. 635, four-ounce superior ce- 
ment. By making the lower half of the brush stem flat, 
Carter’s claims that when the brush is removed from 
a full bottle, less excess cement is drawn up on the 
handle. Another advantage is asserted in the fact that 
the flat section makes it easy to wipe off excess cement 
on the edge of the bottle neck. Between sticking oper- 
ations, the brush may be tilted on the edge of the 
bottle. 

9 
CHICAGO STATIONERS’ BOWLING LEAGUE IN 


READINESS FOR OPENING OF 1945-6 SEASON 

Twelve teams, twice the number that lined up for 
the start of the 1944-45 season of the Chicago Station- 
ers’ Bowling League, will face the starter when the 30- 
week marathon gets under way in mid-September at 
the Arena Alleys, Erie and McClurg streets. 

As during the past year, the teams will meet each 
Tuesday evening at 5:45 p.m. Chicagoland stationers 
interested in serving as team alternates are asked to 
communicate with President Lud Singer, 420 South 
Wells Street, Chicago. 

ee 


BUSINESS NAME FILED FOR BUFFALO FIRM 
A business name has been filed by Charles W. 
Gossett in Buffalo, N. Y., for the Seneca Business 
Machines.—GET 
eB 
STEWART MANOR FIRM UNDER NEW OWNERSHIP 


Sam Flug, formerly of Williamsburg, Brooklyn, is 
the new proprietor of the United Stationery store at 
Stewart Manor, N. Y., the firm having been recently 
purchased from Irving Katz. 

a 

HANSON-FLOTTE INSTALL AIR CONDITIONING 


A system of air conditioning has been installed by 
Hanson-Flotte Company, New Orleans, La., stationers 
and office furniture dealers, for the comfort of cus- 
tomers and employees. 
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“Build-Up” Sectional 





Both styles have these 
and many more— 
selling features 

























Victor 


Sectional 


and 


Book Visible 


Record Equipment 


Increase Volume 
Create Confidence 


Multiply the volume of small record sales with 
the simple 2-minute demonstration of Victor's 
over-the-counter units. You'll find it easy to 
convert many a user of blind-filed records 
to visible efficiency with these convenient 


demonstrators. 


There’s Money in Better Records 


Small visible sales breed big ones. Far too 
few office workers know the savings in time 
and money visible records can bring. Even 
your small unit sales produce a large per- 


centage of repeat orders, all at full mark-up. 


The Book Visible Demonstrator with more 
than 100 stock forms, and the “How To” 
folder give the whole story. The folders 


Light, Convenient Books 




















r ° * . 7 
are available in generous quantity to in- 
clude with every Victor Visible sale. 

: eepbinibatsiin te Write Today for Details 

5 ABOUT THE SUMMARY 

) cUusTOmER 

1 

5 

g ilies the 

S 

t 

y Combined Records For the Professional Man In the Field 








THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA, NEW YORK 


, VIC TOK 
CONSUMER APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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ST. JOHN JOINS ACME VISIBLE RECORDS 
K. K. Knickerbocker, president of Acme Visible Rec- 
ords, Inc., announces the appointment of W. M. 
St. John as vice-president. Well known throughout 
the office equipment and system business, Mr. St. John 





WILLIAM ST. JOHN 





| LY RE 
brings to his new position the knowledge founded on THE Y 


over 26 years’ experience in this field. He was associ- | 
ated, in various capacities, with Yawman and Erbe 
Manufacturing Company as a territory salesman at | 
Pittsburgh, as assistant manager of their New York | 
offices, manager of the New York offices, eastern dis- 
trict sales manager, and for the past 15 years acted 


as a home office executive. 
>? 


REMINGTON RAND EXECUTIVE NAMED DIVISION 
HEAD OF DISABLED VETERAN SERVICE FUND 


John Adam Zellers, vice-president of Remington 
Rand, Inc., has accepted the chairmanship of the 
office equipment division of the National Service Fund 
of the Disabled American Veterans, 41 East 42nd 
Street, New York City, which is raising a fund of 
$10,000,000 to expand and maintain the DAV’s setup 
of National Service officers to assist the large numbers 
of returning disabled veterans in their rehabilitation 
problems. 

In statement of acceptance, Zellers said: 

“IT am proud to accept the obligations of chairman 
for the office equipment division of this fund drive. 
Leaders in our industry realize that the proper care 
and rehabilitation of our handicapped ex-servicemen 
constitutes one of the most important problems now 
confronting our industry and the country at large. 

“As an indication of our industry’s interest in this 








work, I am happy to report that contributions have | 


already been received from several of our leading 
firms: $5,000 from International Business Machines 
Corporation, and $1,000 each from Remington Rand, 
Inc., and L. C. Smith & Corona Typewriters, Inc. 

“I am confident that our division will fully support 
the program of the Disabled American Veterans which 
for the past 25 years has been most effective in assist- 


ing disabled veterans in the prosecution of just claims | 


for governmental benefits such as_ hospitalization, 
disability compensation, vocational training, and job 
placements, and in the solution of other rehabilitation 
problems such as insurance and civil service examina- 
tions.” 











WEOODLN €5 


Miss Sue Nell Stone, Jackson, Tenn., was married 
to Corporal Ollin Burford Williamson, Jr., son of 
Mr. and Mrs. O. B. Williamson on June 16 at Jackson. 
Corporal Williamson is a junior member of the firm 





of O. B. Williamson & Son, Underwood Corporation | 
dealers at Fort Smith, Ark. The newlyweds are making | 
their home temporarily at Dyersburg, Tenn., where 
Corporal Williamson is stationed with the U. S. Army 
Air Forces. 
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900 East 95th Street 


COMING 
BA Ch eee 


But Slowly? 





For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 
making friends. 


Conditions are changing. Production 
restrictions have been removed and 
there is some measure of satisfaction 
in this fact. However, we are still 
faced with a manpower shortage 
which will continue for some time to 
limit our ability to render service. 
Quantities allotted must’ necessarily 
be limited until the condition is re- 
lieved. 


Orders will be scheduled for delivery 
in sequence of receipt — degree of 
service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


Chicago 19, Illinois 
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BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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...and Value, Too 


beat Nev-R-Kurl Carbon Paper for 


making distinct, readable extra copies of letters, 


You can't 
statements or orders. Many offices tell us they 
make as high as 8 carbons without a smudge, 
tree or wrinkle. Just as users get extra service 
out of every sheet of Nev-R-Kurl, dealers get 
more orders out of every buyer because of these 


features. 





NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50% more copies per sheet 
by actual tests. 








Universal adaptation—same sheet 
works on standard or noiseless typewrit- 
ers, billing or bookkeeping machines. (jai 


Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 








a 


ROCESS Co. Inc 


TREET 
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~ SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 


For the ultimate in economy, we continue to make handsome 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A. 








INTERNATIONAL BRONZE TABLET COMPANY, INC. 
36 East 22nd Street, New York 10,N. Y. 










No. 1509 (illustrated) 


@ Capacity, 5 Ibs. by 
YZ ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required. 
Accurate and durable. 
List $7.75 





SPECIFICATIONS 


Dial: 614” diameter, glass 
covered. Red and black 
figures on white, red for 





postage, black for 
weight. 
Platform: 51” square. 
Dimensions: 612” x 614” 
x 914”, PARCEL POST SCALE 
No. 1515 


saat One to a carton, 

Weight packed 6 Ibs, @ Capacity 50 Ibs. by 1 
cunce, Computes postage 
for merchandise up to 50 
Ibs. for all postal zones, 
Dial 8” diameter. Plat- 
form 7” square. Overall 
dimensions 8” x 742” x 
10”, Weight packed 9 Ibs. 


List $9.50 


See your supply house. 





























HANSON 
SCALE Co. 


525 North Ada Stree? 





« Chicago 22, INlinois 
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FOR 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 


SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y.4,N. Y. 


Bowling Green 9-8231 

















—— 





sure-fire 








mie aioe seller for 
COMPARE-A-DAY | stationery 











RECORD BOOK [L—_Steres__| 


Here's a bombshell for your business. A six year record 
book with 1001 uses! Adaptable to practically any business 
—the Compare-A-Day Report Book is ideal for salesmen, pro- 
fessional men, merchants, manufacturers, individuals. Sales, 
cost, production, expense, tax, automobile and other busi- 
ness records can be accurately kept for 6 consecutive years. 


CONTAINS HANDY TABLES 


Practically all the tables required 
by the average business or in- 
dividual from time to time are 
also included in the Compare-A- 
Day Record Book—making it a 
valuable reference as well as 
record book. 


ORDER NOW Erapares-oay pets 
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POST WAR GOODS... NOW! 


LUCITE-PLEXIGLAS 


Plastic ALMAC DESK SETS 


Complete with Fountain Pen 





Brand NEW! Year ‘round demand! Adds new VARIETY to your 
school goods stock. These original Desk Sets are timely and priced 
low! Display ‘em... SELL ‘em! 

Model L (Illustr.), 7 pieces, Retails at $8.50. Model KID, 6 pieces, 
Retails at $7.50. Both Models in Crystal, Amber, Rose, Blue, Green. 
15 Other Complete Desk Sets. 100 ... More Attractive Items. 


Write for Catalogue and Liberal Discounts 
Represented Nationally by LEWIS SALES CO.., 322 E. 23rd St., N.Y.C. 


ALMAC PLASTICS Inc. 


NEW YORK, NEW YORK 











POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 





Bo 


30 SOUTH JEFFERSON STREET, CHICAGO 4, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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PRODUCTS 
GENERATE PRIDE ON THE JOB 
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IN 30 SECONDS... AUTOCOPY CLEANSING CREAM ; 
Removes Hours of “Copy Machine Stain’’ From Hands! e 
fi 
The most frequent complaint of copy machine operators—stained 
- hands—is simple to eliminate. For in only 30 seconds, Autocopy 8 
‘tt Cleansing Cream removes the stain acquired on hands in hours of ‘4 
Cig ANGENG crea” work. With all its speed and Positive action in removing Hectograph, h 
a FZ Mimeograph and other ink stains, and grease or oil, too, this all- a 
>>, 
: - purpose cleansing cream acts gently; leaves hands soft and smooth; Yu 
does not mar nail-polish. a 
C) 
a 
AUTOCOPY GELATIN ROLLS FOR BRILLIANCY ir 
OF COPY ... AND LONG SERVICE LIFE a 
By our exclusive formulas, Autocopy Gelatin Rolls are compounded 
to insure longest efficient use under varying climatic conditions. No 
bubbles, dents or waves on Autocopy rolls. Autocopy rolls consist- pi 
ently produce clean, bright and perfect impressions. Autocopy Gel- Pp} 
In 


atin Rolls are available for all makes of duplicators—are ‘‘standard 
material’’ with many of the Nation's largest users. 


OTHER “uéicopy PRODUCTS 







Autocopy Spirit and Hecto- 
graph Carbon Paper. Avail- 
able in purple, blue, green or 
red; soft, medium or hard 
finishes. 








* DIRECT rt less Vin 98 
Autocopy Master Sets SPIRIT Lim cators: 1 


(Plain). For all spirit dupli- itt 
cators. 





* 
Autocopy Ribbons, made 
of the finest cloth, in semi or 
full inkings. Colors: Purple, 
Purple and Red. Copying and 
in combination with Record 
Inking or special purposes. 


WRITE FOR LITERATURE 
AND PRICES. 162 West Superior Street CHICAGO 10, ILLINOIS 
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RETAIL TRADE OPPORTUNITIES FOR VETERANS 


“Merchant instinct” is a most necessary asset to | 


the returning soldier who intends to enter a retail 
trade, reports Dun & Bradstreet, Inc., in a 40-page 
study of “Opportunities in Retail Trade for Service 
Men” just off the press. The brochure is largely an 
answer to hundreds of inquiries from service men 
looking toward the future, many of these letters com- 
ing from battle fronts during the past year. Dun & 
Bradstreet offices, particularly in the larger cities, 
have offered guidance to discharged veterans contem- 
plating a retail enterprise based on its understanding 
of the requirements of successful management. The 
purpose of the brochure is not only to help the veteran 
and the war worker returning to business, but all 
small business ventures. 

The brochure stresses the need for realism in con- 
sidering the number of available opportunities and 
the necessity of training or previous “know how.” “To 
be successful, the ex-service men entering trade needs 


more than an opportunity—he needs to know how to | 
buy, sell, and manage. If he can acquire a going | 


business in a good location, he will overcome many 
obstacles of the pioneer: If he can acquire an experi- 


enced partner so much the better, for lack of experi- | 
ence is the most serious of all handicaps during the | 


first three years of a business enterprise. 


“The returning veteran who is willing to accept | 


guidance has more than a sporting chance of getting 
over the hurdles of the first year’s operations, but 


if he isn’t willing to submit to a training discipline, | 


he may be out of business before the second year 
comes around. One of the accidental benefits of a 
war is that it breaks patterns, creates new techniques, 
and establishes new products and methods of mer- 
chandising them. With his combination of military 
and business training, the returning veteran will find 
in future retailing an incentive to win a good living 
and the satisfaction that goes with a job well done.” 
= > 

L. C. HILL NAMED OFFICIAL OF ASSOCIATION 

L. C. Hill, works manager of the Eagle Pencil Com- 
pany, New York, N. Y. on June 24 was named vice- 
president of the American Management Association 
in charge of its production section.—BJ 





EFFECTIVE VISIBLE RECORDS WINDOW:—At the back of 
this display in the store of A. Pomerantz & Co., Philadelphia. 
is the background piece furnished by the Victor Safe & 
Equipment Co. It will be transferred to the selling floor 
when the window is changed. The display shows cabinets, 
sections, book visible, forms and literature. A cabinet sale, 
many leads for larger installations, and a good volume 
of books, sections and supplies resulted from this showing. 
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ere’s 
a Berkshire extra 


‘ine Air Mail stationery, with the 
paper—as well as the envelope 
marked with special air mail design 
to assure letters preferred attention, 
even after the envelope has been 
discarded. 

Point out to your customers this 
important feature of Eaton’s Berk- 
shire Air Mail Papers. 


<7 
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EATON PAPER CORP., PITTSFIELD, MASS. .. 


Fine Papers for business and social use ma 1 


















signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
operations. 


GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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LITTLE THINGS thatcount! 


Office Efficiency depends upon 
perfection in every detail... 
That’s why so many dealers sell 
BARKLEY Filing Supplies 


Patent No. 2248355 and D 12818 


Ask any G.I. what it takes to 
put over a "big deal'’ with the 
<= little girl and he'll tell you, 
"flowers or candy will do the 
job." Of course, it's a little ges- 
ture but interestingly enough, 
it's the little things that matter 
both in business and social cir- 
cles. No wonder then that 
DURABILITY Filing Supplies, 
wherever installed, warms the 
hearts of those men and women 
_¥j responsible for office efficiency. 
VERTICAL These filing supplies click be- 
FuS PULSER cause they render day-in, day- 
out filing efficiency. That's why 
we say, ‘Selling BARKLEY is 
business efficiency in every fil- 
ing department." Dealer in- 
quiries are invited. 











VERTICAL 
FILE GUIDES Established 1921 


LL. BARALEY & CU. 


Manufacturers of Filing Supplies 


JEFFERSON STREET CHICAGO 7, ILL 
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C. B. LYNHAM TO AID SURPLUS DISPOSAL 
In specific charge of the disposal of surplus office 
machinery, Cameron B. “Cam” Lynham was recently 


| appointed Merchandising Chief, Office of Surplus 
Property, Department of Commerce, Washington, D. C. 


Intimately connected with the production and allo- 


| cation of office machinery for the prosecution of the 
| war, Mr. Lynham is now intensely interested in formu- 


lating plans for the peacetime utilization of the war 
surplus. He states, “I believe that I will be the first 
man to have a ringside seat for the round trip.” 

Mr. Lynham first became interested in office ma- 
chines during World War I, when, in the U. S. Navy, 
he had charge of a service duplicating unit consisting 
of a battery of Multigraphs and Mimeographs. He 
started selling office machinery in 1924 and has been 
connected with the industry ever since. He was a home 
office representative for L. C. Smith at the time of the 
typewriter and office machinery “freeze” in the spring 
of 1942, at which time he joined the War Production 
Board and served as a chief industrial specialist for 
office machinery until June 5, 1945. He was adminis- 
trator of Order L-54-c (controlling the production and 
distribution of office machinery other than type- 
writers) at the time of its issuance June 1, 1942, and 
administrator of the typewriter Order L-54-a after 
typewriter production was resumed in the fall of 1943. 

In May, 1945, Mr. Lynham was loaned to the Office 
of Surplus Property by the War Production Board and 
transferred to such duties on June 5. 

Mr. Lynham states, “All policies for the disposal of 
surplus office machines must be in harmony with the 
provisions of the Surplus Property Act of 1944 and as 
the provisions of the Act are fair and reasonable it is 
hoped that the disposal of the office machinery surplus 
can be effected in a manner that is fair to all.” 


ee 


REMINGTON RESUMES PORTABLE MANUFACTURE 

Reconversion at the Syracuse, N. Y., plant of Rem- 
ington Rand, Inc., is well under way for the production 
of portable typewriters. It is expected that the first 
machine will be produced in September. 

Remington Rand will concentrate manufacture of its 
portable typewriters at the Syracuse plant and, accord- 
ing to Glenn E. Bauder, plant manager, some type- 
writer parts are already being made. Although re- 
conversion did not begin until July 11, when the 
plant’s war contract ended, Bauder estimated that 
1,200 employees would be at work before the end of 
the year. 

From May 22, 1942, when the first Government con- 
tract was signed, until last July 11, the Syracuse 
plant of Remington Rand was engaged in making .45 


| caliber automatic pistols. The plant broke all pistol 


manufacturing records by turning out 877,058 weapons 
with a cost reduction of 71 per cent per pistol. 
By July 11, when the last pistol was completed and 


| tested by Army inspectors, some typewriter machinery 
| had already been installed and 50 employees were 


producing parts. 
a 


BACON ELECTED HEAD OF SIKES COMPANY 

Announcement was made recently that H. W. Koehn, 
formerly president of The Sikes Company, Inc., Buf- 
falo, N. Y., has been elected chairman of the board 
and that Francis B. Bacon was elected president and 
treasurer, effective May 1, 1945. Mr. Koehn will con- 
tinue his active association with the company. Mr. 
Bacon severs his connection as assistant secretary of 
the Manufacturers and Traders Trust Company after 
24 years of continuous service with that institution. 
He has been prominently identified with civic affairs 
and with numerous organizations including the Ameri- 
can Institute of Banking, Buffalo Real Estate Board, 
Niagara Frontier Builders Association and Home Plan- 
ners Institute. He is a member of the Greater Buffalo 
Advertising Club, the Kiwanis Club and the Buffalo 
Chamber of Commerce. 
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@ Of course these youngsters don’t know that A-S-E is 
the trademark of the All-Steel-Equip Co. ... makers of a line 
of files that’s famous throughout America for improved 


features, rich good looks, and durability. 


Get acquainted with the A-S-E Aurora Line... note the many 
quality features! It’s the quick-turnover line, the profit line, the 


luxury line—the line that’s easy to sell and hard to sell against! 


Let us tell you more about A-S-E Aurora Files—about 
the smooth-action drawers, improved locking 
mechanism, rugged heavyweight steel construction, 
trouble-free follower ... and extra filing capacity 


—actually 26% inches of clear filing space! 


It’s a “whale” of a story, a vital story to you 


We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 


—write today. 











ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 








Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further -Try 





Sinclair and Valentine Co. 





and be convinced! 


Sinclair and“Valentine Co. 
611 W. 129th Street vINKS) New York 27, N. Y. 





Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 














° . 
New York 7 


Sc TANTEY 
wsTAN 























—If you feature 
Catalog Covers 


Most manufacturers are now interested in 
Loose Leaf Covers for Post War Catalogs, 
Sales Manuals, Price Lists and other sales 
literature. In the Cesco Line there are many 


styles and types to choose from. 


Here is an active profitable market—Litera- 


ture on request. 


(ces) The C.E. SHEPPARD CO.., 


44-01 21% Street,- LONG ISLAND CITY, N.Y. 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 


THE ANSWER is “VES” Sold right. Here’s a ribbon and 


carbon proposition you can 


Patent No. 2,185,985 





Not right away—but in about 60 days, or perhaps less—we : . . 
will be able to ship those PRECISE TRIMMING BOARDS turn into real profit. You can 
you have been waiting for. Ever since the Pearl Harbor alwavs count on our coopera- 


tragedy we have been devoting our facilities to Government 
work. Pre-war service was out. But now there is a 
Government let-up. It may be only temporary—we don’t 


for PRECISE TRIMMING BOARDS we can deliver them in EXCLUSIVELY for 
about 60 days. 


We have a new shop—new machinery—new ideas—so DEALERS ANp STATIONERS 


that PRECISE, which has been the leading trimmer of the 
past, will now be better than ever. Complete details on request 


May we suggest that you make that order out to-day. 
ALLEN & COMPANY 


DEPT. M 


Precise DEVELOPMENTS CO. 11-13-15 VANDEWATER ST. | 


NEW YORK 7, N. Y. 


tion. 

















‘STEEL S<tRONG 


















1100 W. Washington Blvd., Chicago 7, Ill. * 
givesea Se= 
‘b e 4 


= wy Of Visibilit 
Dy 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 

Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 


Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 





























THE C. L. DOWNEY CO. HANNIBAL, MO. 
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HERE'S THE 
FIRST PLACE TO LOOK 
FOR OFFICE CHAIR 












OFFICE CHAIRS WITH BOLENS CHAIR 
ACTION CONTROLS ARE ENGINEERED FOR 


SAFETY, COMFORT AND LONGER SERVICE 


LOOK FOR these exclusive Bolens quality features in 
the lines of office chairs you plan to offer. Safety from 
tipping, comfort through proper back support, and 
more satisfied customers from long, trouble-free service. 


Golens Designers 


improvements for chair action controls that 


continually seek 


permit chair manufacturers to provide greater 
office efficiency, comfort and value in their 


chairs. 


Tell Your Salesmen about the 


important competitive advantage in selling 
chairs with BOLENS “Orthopedically Cor- 
rect” chair action. It will mean increased 


sales of quality office chairs. 





(DEPENDABLE CHAIR IRON CONTROLS 
| ty Se Ss ous ae 
| BOLENS PRODUCTS CO. — 

| ee Division Automatic Products Company : 


216 Park Street 
Port Washington, Wisconsin 
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UNIVERSAL ANNOUNCES SYSTEMEERING 

Following hard on the heels of Universal’s Mod- 
erneering, which covers store planning, Landers, Frary 
& Clark will shortly present to dealers, “Systemeer- 
ing,” a streamlined, scientific approach to the control 
of retail operation designed to help dealers evaluate, 
modernize and control the everyday functions of their 
selling operations to conserve profits. 

Dr. O. P. Robinson of New York University’s school 
of retailing, nationally-accepted and well-recognized 
authority on the subject of retail management and 
operation, and author of many books dealing with 
every phase of this subject, has been retained by Lan- 
ders, Frary & Clark to co-ordinate the vast amount 
of material to be worked with and to present it in an 
interesting, readily understandable and thoroughly 
unbiased manner in a 40-page portfolio available to 
dealers. 

Co-operating with Universal and Dr. Robinson are 
the Burroughs Adding Machine Company, Moore Busi- 
ness Forms, Inc., and Shaw-Walker Company, who will 
supply vital information and co-operative counsel re- 
lated to their products and services in the over-all pic- 
ture of a successful retail operation. 

Systemeering, like Universal’s Moderneering, is an- 
other seven league step in the “march to market” that 
started with the inauguration of Universal’s “U” Plan. 
While Moderneering’s pattern of merchandising pro- 


| vided retailers with a second sight permitting them to 


“see themselves” in the light of what may be accom- 
plished for increased volume and greater gross sales 
through store planning, Systemeering will deal with 
the fundamentals of retail operation, such as purchas- 


| ing, selling, operational and administrative functions 
| through the most efficient use of modern methods. 


| The result will be a picture story of retail business 


broken into separate operational brackets, (1) the 
small business operation requiring a minimum of con- 
trol, (2) medium-sized business and (3) the large 
business. 

In discussing Systemeering, W. J. Cashman, director 
of promotion and publicity and author of the plan 
said, ‘“Universal’s Systemeering is designed to handle 
the vitally important subject of retail operation and 
do it in a way that should lay low for all time the bug- 
aboo of business detail and control, lack of which 
causes many retailers to trickle away the dollars that 
spell the difference between surplus and deficit. Sys- 
temeering is to be ‘business-illustrated’ developed by 
a plan board of business experts chosen to present 
practical thinking born of long experience under the 
guidance of Dr. Robinson. Systemeering will be a 
graphic simplification of retail operation and control. 


| The technique that has been determined upon will be 


a startling ‘first’ in its field. 
ee 


MELIND RETURNS 2400 “BACK ORDERS” 

Two weeks after V-E Day, the Louis Melind Com- 
pany, Chicago, returned over 2400 “back orders” to 
some 1600 dealers. The dealers were asked to either 
cancel, reinstate, or change the orders to fit their 
current needs. It was thought that some dealers might 


| have marking equipment on order for which the need 


no longer existed due to cutbacks. Also, it was thought 
that some of the orders were so old the dealers might 
have forgotten about them or had overordered. 

The total number of orders which were cancelled 
amounted to approximately ten per cent; another 
eight per cent was cancelled through the dealer not 
having replied within ten days. 

—_——— oe 


COAST FIRM TAKES EXCLUSIVE EXPORT AGENCY 

Coast Industrial Supply Company, manufacturers 
and exporters at Los Angeles, Calif., advises that the 
company now functions as the exclusive export de- 
partment for the Lightning Calculator Company. Con- 
tact is already being made with firms abroad looking 
to post-war business. 
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_J/METHODS\/OF\/INDEXING\_ 
J 


The principal methods of indexing most commonly used are the 
Alphabetical, Chronological (according to date), Geographical, 
Numerical, Functional and the Decimal system. 

Any one of these Indexing systems may be used, or a com- 
bination of several, depending on the nature of the material to 


FRA EBA ZEA (DA ZEA 


Alphabetical System 
The familiar A to Z Indexes will be used when the material to be 
referred to can be divided into groups having the same first 
letters of the name. This system can then be further sub-divided 
by second letters, thus Aa, Ab, Ac, Ad, etc. It is used wherever 
a wide variety of names or titles must be provided for. 


Bray = fecielers 

























Numerical System 


When the information to be indexed is identified by number, this 
system is used. Indexing may be by tens, hundreds, thousands, 
depending on the range of the numbering system. 


| MAR.| | APR. | 











JAN. | | FEB. 














Chronological System 


Where material is most naturally grouped by date, a monthly 
(Jan., Feb., March, etc.) and daily (1—31) indexing system is 
used, with which the material is first divided according to months 
and then by days of the month. 


__JALABAMA\ JARIZONA\ /ARKANSAS\ /CALIFORNIA\ _ 
A le 











Geographical System 
Where the material can be naturally grouped into territories, 
the geographical system of indexing is used, and divided by 
city, county, state or country. Such indexes are then arranged 
alphabetically. 
Territorial sales records, population data, etc. would naturally 
fall into this classification. 


stationers only. 
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Function of an Index 


The fundamental purpose of an index is to enable anyone to find data or information more quickly and 
conveniently. To do this it is essential that this data or information be filed according to some orderly 
system or combination of systems, of which there are several. This applies to any type of information, 
whether it consists of loose sheets in a file, loose-leaf books or ledgers, or a bound volume. 








CASH RECEIVED | [CASH DISBURSED| | PURCHASE JOURNAL] 














Functional System 


With this system the data is divided into logical functional 
groups, which will vary with the type of business or information 
to be indexed. Index titles should be simple but worded in such 
manner that there is no question as to the meaning. Examples 
of functional indexes follow: 


For the Accounting Dept. 


Ledger Subdivisions, Journal Account Breakdowns, Account 
Number Listings, Daily Sales Records, Budgetary Control Rec- 
ords, Security Listings, Accounts Payable Records, etc. 


For the Sales Executive 


Sales Manuals, Catalogs, Price Lists, Dealer Training Program, 
Sales Presentation, etc., etc. 





Decimal System 


Where data or information is filed covering a very wide range, 
the decimal system of indexing provides a very accurate method 
of grouping material. 


All data is first grouped into 9 or less divisions which are 
then numbered | to 9, to divide the information in broad groups. 
Each of these groups is again divided into 9 divisions and then 
again divided to provide an infinite precision in grouping. Each 
of the first division is numbered with decimal point following, the 
next group takes the first decimal position, the next the second, 
etc. Major headings are whole numbers and subdivisions are 
decimals. From 9 broad groups, this can be carried out in- 
definitely to provide very accurate indexing. A master identifi- 
cation chart showing the division of data is needed with this 
system of indexing. 


The G. J. Aigner Company has been manufacturing indexes of all kinds for over 35 years, and may logically assume 
the title of Index Engineers. Its staff can be consulted on any indexing problem, and, through its many years of 
specialized experience, can offer sound and practical counsel. Stock indexes for stock purposes are sold through 


Whenever you think of Indexes—think of AICO Indexes! 


AICO-GRIP TABBING 


LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


PROTECTIVE HOLDERS 
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“SYMBOL OF QUALITY” 


DEALERS and STATIONERS 


have found profit and satisfaction 
in* representing the Bucki line of 


CARBON PAPERS and INKED RIBBONS 
for 50 years 


QUALITY 2 PROMPT SERVICE 


has earned this recognition. 


Samples and prices gladly furnished. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 


EASY SALE i 
CONSTANT TURNOVER 


equals = 


BIGGER PROFITS 



















No. 40 LAMP 


All metal, Fluorescent, AC, 
6-foot silk cord. Beautiful 
bronze _ finish, Executive 
type. Heavy, cast-metal 
base and column. Ap- 
proved by Underwriters 


Lists at $23.00 


Model 75 

ASH STAND 
Beautiful bronze finish, all 
metal. Glass ash tray that 
is sturdy, easy to clean 
A handsome addition to 
any office. Packed 2 in a 


carton 
Lists at $10.80 








Limited supply ... order today AT USUAL 
DEALER DISCOUNTS. Ask for illustrated 
catalog supplement of other fast-selling 
lamps and accessories. 


Century Associated Products Co. 


213 GREENE STREET NEW YORK 12, N. Y. 
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ORDER 
GLOBES 
Nou 
FOR EARLY 
CHRISTMAS 
SELLING 


CRAM’S Sel/-Reuising GLOBES 


In A Wide Range Of Styles, Sizes And Prices 


From the modest-priced models selling as 
low as $2.45 to the deluxe illuminated 
models selling up to $90, Cram's self-revising 
globes are popular, fast-selling holiday gift 
merchandise. Cram Globes are recognized 
for their accuracy, convenience and com- 
pleteness. They combine the ultimate in 
geographical information with fine furniture 
mountings. The Cram prediction—"A Globe 
In Every Home''—is rapidly being fulfilled. 
A Cram Globe is an ideal gift for every 
home that has a boy or girl serving overseas. 
Order now for early Christmas selling. Send 
for Catalog No. 4. 


THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St. Indianapolis 7, Indiana 


























ALL METAL 'TECHNYSCOPE 











THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 

The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 


(Slightly 
igher west 
of Rockies) 


TECHNYGRAPH CO. recuny, su. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 
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METAL “UNITSQUARES” 
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Seating America’s 
Office Workers 
Correctly 


is a responsibility that 
Jasper Seating Co, 
knows how to accept 





Jasper Seating Co. 
JASPER, INDIANA 


REPRESENTATIVES 


Farber, 30 E. Congress St. Phone WEBster 3217 
Office Furniture Warehouse Co., 573 Broadway 


CHICAGO: L. H. 
NEW YORK: 


























DRAWING AND TRACING PAPERS. 


PENCIL POINTERS 





CARDINELL CORPORATION + MONTCLAIR, NEW JERSEY 
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Here is definitely a new and improved blackboard. 
An unusual writing finish has been applied to 
SERVICE PLASTIC FIBRE BOARD. Guaran- 
teed not to peel, splinter or warp. 


Number Size Price 
801 a i) Sage + yy $1.10 
802 18” x 24” 1.35 
803 24” x 36” 2.60 


Each size packed 6 to carton. 


Each blackboard has a sturdy twelve inch grooved 
trough for chalk and eraser. There are two holes 
at the top which are reinforced with metal eyelets 
for hanging on the wall. 


Write for descriptive circular, 


SERVICE PRODUCTS CO. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 








CARDS 
GUIMES 
FOLDERS 


With Extra 
Refinements that 


Cost No More 


* * * * 


WRITE FOR 
CATALOG 

































This is still the season for... 


ALL -WEATHER 


STAMP PADS 


(LL-WEATHER 
FT sos SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 




















oe 
No Typewriters yet! 


SU. . 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 
Carbon Papers 
Typewriter Ribbons 
yao (ob belo mm \/Cocotebbel- mm atlejeley et: 
Tote) 4 <-1-) o} bole mm \/Cocoleb balm att elore) st; 


HEADQUARTERS . 


Royal Typewriter Parts for Dealers 


NOW ... 
You should try REVIVO; it renews 
jo) Coit set Mme tele Mel (-retsl- Mma gol-Mmeteelersbelen hia. 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
lb el ce OM Bdocol-Dbet-M-JeColi (eM el-Mea desl (ote) (- 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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K. A. ADAMS ELEVATED BY VICTOR 
K. A. Adams has been appointed as central regional 
manager for Victor Adding Machine Company, Chi- 


| cago, announces M. S. Bandoli, vice-president in 
| charge of distribution. 








Mr. Adams, formerly a district manager and special 


| assistant to the vice-president, has more recently 














K. A. ADAMS 


handled special sales assignments. In his new capac- 
ity, he will supervise all branch managers, district 
managers and specialists in the central region. 
Before joining Victor flve years ago, Mr. Adams was 
associated as a distributor and as a field executive with 
manufacturers in the home appliance field. 
ee 


SMALL SIGNS HELP STATIONER KEEP CUSTOMERS 
GOOD WILL IN DAYS OF SHORT STOCKS 
Much potential ill-will and disagreements between 
customer and store have been eliminated by Ken- 
dall’s, Stockton, Calif., by small signs everywhere 
among the merchandise which point out some of the 

difficulties in maintaining stock. 
In the office supply section, for example, where re- 


| strictions have cut down the inventory on almost 


everything from typewriter paper to staples, a small 
sign reads “Please Make Your Selection Carefully! 


| Due to the war emergency and shortage of goods, we 


cannot guarantee merchandise. No Cash Refunds.” 
Similar cards appear on most of the shelving and 
display tables in this section, all aimed carefully at 
reminding the customer that the store wants to serve 


| him as well as it is able, but must do so under a num- 


| ber of limitations. 


Before this was done the store experienced several 
unpleasant occasions when customers normally buy- 
ing one brand of supply had to take another and 
were displeased with its performance—and, of course, 
wanted to bring it back. Forms, paper and office 
machine supplies all fell into this category. In self- 
protection, after making several adjustments which 
involved a loss to the store, the stationery house was 
forced to adopt the “reminder sign” policy to warn 
the customer well in advance of his purchase.—RAL 

—— 


| INDIANA AND ILLINOIS OFFICE MACHINE DEALER 


GROUPS TO MEET AT FRENCH LICK IN AUGUST 

The Indiana Office Machine Dealers’ Association will 
hold their next meeting on August 19 and 20 at the 
French Lick Hotel at French Lick, Ind. The Illinois 


| Office Machine Dealers’ Association has accepted their 


invitation to attend this meeting and it is expected 
to draw a large number of both Indiana and Illinois 
members and their wives. The facilities of the hotel 


| and the inspiration of this meeting should put those 


in attendance in first-class condition to go after 
business with renewed vim and vigor. Reservations 
can be made with A. B. Connolly, secretary-treasurer 
of Indiana Office Machine Dealers’ Association, 311 


| Sycamore street, Evansville 8, Ind. 
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Better Office F urnishing 
in the Jasper Chair Co. 
Office Chair Series 


To Come 





from time to time. The prospects of 
a running start are good. Just now, 
however, there are very many ques- 
tions still to be answered. 


Under present rules and conditions, 
we are making the JASPER CHAIR 
CO. 600 series here illustrated, all 
pedestal chairs of which are equipped 
with all steel chair irons—and we 
are making deliveries in accordance 
with priority and end use shown in 





When materials and manpower are % : 
ts the orders. So that we may give your 
released by the successful termination ae ; 
: order earliest and fullest attention, 
of the war, our plans and preparation ee 
please be sure to identify clearly, all 
to resume manufacture of our most : : . 
: orders destined for warplant use. 
popular numbers will be ready to go 


in effect. 


Grades of lumber essential to manu- 
facture of satisfactory parts, improved 
upholstery materials, new, more dur- 


able and attractive finishes, more 
comfortable and convenient designs- 


will combine to supply you greater a 
office furniture values for American 
business. 
Definite details must await further g 
changes in the production picture; 
JASPER, INDIANA 


rudiments of progress by some of the 
material suppliers can be observed 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 
James S. Fowls, (Southern) S. H. MacDonald, (West) 
327 Sunset Drive, North 405 Orpheum Bldg. 

St. Petersburg, Florida Seattle, Wash. 





W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 


6708 Glenwood Ave., Chicago 383 Madison Ave. 
(Phone ROGers Park 3644) New York, N. Y. MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Now Available 
in STEEL! 


for early fall delivery 

























a's ale 


baad 
in new modern, streamlined de- tan 
signs and beautifully finished 
with all of the patented PETER- 
SON efficiency features of: 
Spaced coat hangers, where 
wraps are kept dry, aired and 
“in press. Individual ventilated 
hat spaces, space-saving effi- 
ciency—accommodate 3 or 4 
persons per sq. ft. of floor 
space. And, where desired, lock 
boxes, umbrella racks and over- 
shoe shelves. 


- 
WRITE FOR CATALOG SHEETS 


and begin taking orders now for 
early fall delivery. 


. 





®: 


VOGEL-PETERSON COM 
“The Checkroom People” 
624 So. Michigan Ave. Chicago 5, Ill. 








ASK ADIRONDACK ! 


FOLDING 


AND TABLET ARMCHAIRS 


Many Styles 


Don’t Turn Down 
Chair Inquiries! . 
All styles —. Chairs, Bent- 
wood Folding Chairs. Tablet 


Armchairs —ideal for class- 
rooms, cafeterias etc. 


State whether or not 
priority rating is avail- 
able. 


IMMEDIATE SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y, 
Corner 26th Street 
Telephone: Ashland 4-1385 








AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE Ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper" 
oA efe 


Dee inc 





1888 Factory, Rochester 8, N. Y. 1945 








FOR 
IMMEDIATE 
) DELIVERY 
| 7 \ : 36x48 
: & NATURAL 
COLOR 


4 IN A CARTON 








ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY MFG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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INK 


Our 45 years’ experience in the 
poate sett bo Coidttd-MmmNo) MMe Lt) o)bLeredebete! 
inks enables us to offer you the 
SteXct=1@ 0) dole blo (Mo) olictbelode) (-meseh ee 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 


paper. The finest ink made for 
oh a=} Mod Co C= ME=1 1 =) oCon Mo bbb 0) plore catete! 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
vootbebbecltbeeie) Moles 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO, INC. 


919 N. HALSTED ST. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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THE ORIGINAL 


NORTA | 


PLASTIC | 
TYPE CLEANER 


EQUAL TO PRE-WAR QUALITY | 


MR. DEALER .. . 


This attractive display container on your counter megns ready 
sales. 


To see—is to buy this popular cleaner . .. no dirty, inky hands, 
no soiled clothing, no brushing, scrubbing or rubbing. 


It can be recommended with confidence. 


Unlike other cleanezs NORTA is clean, efficient and quick; just 
press, roll gently back and forth and the job is done. 


Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 


Excellent value ... Fast seller 


Order today—Reorder tomorrow 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., NEW YORK 18, N. Y. 











CHICAGO 22, ILL. 








People are saying, "The RUSH-FybRglass- 
ERASER is the finest eraser for ink and type- 


writer ever made!" 


That is why dealers are selling thousands 
of Rush-Erasers and FybRglass Refills in Ice- 
land, South Africa, Portugal and New 
Zealand. 


You can sell them locally for a quick, easy, 
double profit. 


Order from Your Wholesaler or Direct 


Free Stuffers and Mat Service 


THE ERASER COMPANY, INC., Mfrs. 


Syracuse 2, New York 
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BUILD GREATER SALES-THE FEDERAL WAY 





ENDURING QUALITY BASKETS 


For Office, Industry and Home! 
2 + pce modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
. WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1%. Y. 








INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all 
steel and nickel, Numbering 
Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*%* UNCONDITIONALLY 
GUARANTEED. 
Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue’ Brooklyn 8, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Illinois 
593 Market St., San Francisco 5 
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IBM ASKS FOR RADIO RELAY 

The International Business Machines Corporation, 
New York, has applied to the Federal Communications 
Commission for permission to build terminal stations 
for a radio relay connecting San Francisco and Los 
Angeles. This is part of the plan to create a nation- 
wide network which would carry television, facsimile 
and FM programs as an adjunct to a business machine 
(radiotype) service. 

Phil S. Hanna, in the Chicago Daily News, points out 
that the proposed system between California’s two 
largest cities would be another leg of the network 
nucleus which has been started between New York and 
Schenectady and between New York and Washington. 
The New York-Schenectady leg is expected to be com- 
pleted by the end of this year. 

The significant part of the IBM program is that 
while its radio relay network primarily will serve 
business machine customers over the country, connect- 
ing them by a new, faster and more commodious com- 
munications system than any now in existence, its 
network also will carry two-way television programs, 
four full-fidelity sound channels for FM broadcasting 
and two radio photo or facsimile channels. 

A significant feature of the plan is that a chain store 
system, for example, wil be able, by using the IBM 
television system, to keep track of a central office on 
an hourly basis if desired, of such items as inventories, 
cash and sales. Keeping track of freight cars and their 
movements is another field of great potentialities. 


——_—_—=>—9 —____ 


CHARLES C. FISKE RETIRES FROM FIELD 

Charles C. Fiske, proprietor of a well-known office 
equipment agency in San Francisco, is retiring from 
the business field. For more than ten years he has 
represented the Commercial Controls Corporation in 
the sales and customer service of its line of mailroom 
equipment in that area. 

Concurrently, the company has announced the open- 
ing of branch office distribution at the same location, 
593 Market Street, San Francisco 5. Frank G. MaclIlroy, 
a veteran of more than 20 years in the industry as 
Rochester zone manager in the dictating machine 
field, has been named branch manager. Mr. MaclIlroy 
took over his job on July 15 to formulate plans for the 
marketing of Commercial Controls’ expanding line of 
mailroom machines and systems, Ticketograph pro- 
duction controls system, and Endorsograph check- 
endorsing machines. 


——_-—_—_9-— 9 


VICTOR BRANCH HEADS MEET IN CHICAGO 

Midwestern branch managers of the Victor Adding 
Machine Company, Chicago, gathered in the com- 
pany’s home city in June to discuss the now fast- 
approaching return to peacetime selling. Plans for the 
post-war distribution of Victor products have long 
been established and amendments have been made as 
indicated by current events. 

Following a policy of keeping field supervisors fully 
informed on sales planning, Victor displayed post-war 
models of the line and the home office executive group 
gave presentations on service, advertising, marketing 
and sales. 

Branch managers present were R. L. Dadisman, Day- 
ton; H. O. Bentley, Cleveland; H. S. Dunn, Detroit; 
C. E. Brown, Omaha; E. L. Mueller, Milwaukee; J. H. 
Hendricks, Kansas City, Mo.; M. D. Hagen, Minne- 
apolis; and J. E. Spurtly, St. Louis. 


——_=a 


CONTINUES BUSINESS OF LATE HUSBAND 
Mrs. Fred Herbener is continuing the book and sta- 
tionery business of her late husband, Fred L. Herbener, 
at Kewanee, Ill. A veteran stationer, Mr. Herbener 
died last May. A complete line of office supplies is 
carried by the store. 
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TWIN MODEL—2400 Cards 












ee 
PATS. 








File 


~~ SELLS ON SIGHT... 


(All Models Available Now) 


SINGLE MODEL 
—1200 Cards 


4x6 and 5 x 8 sizes. 


LETTER AND LEGAL ROCK-A-FILES 








Most dealers tell the same story ... “They sell on 
sight!” When ROCK-A-FILE is displayed with 
contents—in window or interior—or shown to a 
customer—there are sales. It’s amazing how many 
customers appreciate ROCK-A-FILE advantages 
like space-saving and instant accessibility.. Sales 
come easily—single units to small customers, mul- 
tiple units to big companies. 

Get your immediate profits on ROCK-A-FILE 
by displaying it NOW! ORDER AT ONCE, or 
send for complete information, prices, etc. today. 


INDEX CARD FILES 


These quick-selling, profitable ROCK-A-FILE Improved Card Files 
are available for immediate delivery. Backed by National Advertis- 
ing, they move fast for dealers who display them. Professional and 
small business men as well as large companies buy on sight—the 
latter often in large quantities for each desk, dealer or agent. Models 


illustrated come in Standard Green or Genuine Walnut in 3 x 5, 





ROCK-A-FILE Model 222-W (at left). 
“The PERFECT PRIVATE OFFICE 
FILE.”” One of the fastest selling of all 
ROCK-A-FILES. Every executive and 
private secretary needs one—also many 
uses in the home. Users report, ‘‘Can’t 
understand how I ever got along with- 
out it.” Comes with or without lock in 
walnut finish. 


ALL MODELS NOW AVAILABLE 


ROCK-A-FILE Model 4129 (at right). 
Four compartment (also two or three 
compartment) models now come in both 
Walnut or Standard Green finish with or 
without lock. These Letter and Legal Up- 
right RO€K-A-FILES with their numer- 
ous advantages are revolutionizing filing 
habits. The perfect answer for customers 
requiring additional filing space now. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE 





. CHICAGO 1, ILLINOIS 





Illustrating one of many advantages. 
TWO OR MORE CAN WORK ON 
ONE OR ALL COMPARTMENTS 
AT THE SAME TIME. 
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1, The best shipping tags are made from 
A—Thin sheets of oakum fibre 
B—Specially selected rope stock 













C—Balsa pulp, cured in vinegar 
D—Lignum vitae, plus cochineal 


2, Pullout strength is the number of pounds 
required to 
A—Extract one tag from a carton 
B—Overcome force of gravity in a nose dive 
C—Pull tag off its string or wire 
D—Detach tag from package by breaking 
string 
Turn the page upside down and figure 
your score. Three right answers put 


you in the expert class. Four place 
you definitely as a Dennison dealer. 


“anay Helper's ¢-Question Quiz 


SHIPPING TAGS 








3, The term “PATCH” on a Dennison Tag 
refers to 

A—Scientific strengthening of hole with glued 
fibre washer 

B—Quick repair for travel worn tag 

C—Address area 

D—Supplementary gummed label marked 

*"RUSH” or “FRAGILE” 


4, Quality of shipping tags is determined by 
A—Barometric pressure in the paper mill 
B—Theageof thetreesfrom which pulpis made 
C—R. P. M. of pulp beaters 

D—Nature of tag stocks and their thicknesses 


And in that case you already know 
that “Dennison” on a Shipping Tag 
means real satisfaction for your cus- 
tomers and for you. 


Dennison 
FRAMINGHAM, 
THE SHIPPING TAG IS JUST ONE ITEM IN THE DENNISON LINE OF ESSENTIAL 


MASS. 


STATIONERY SUPPLIES FOR COMMERCIAL AND SOCIAL USE 





MAPS ARE IN DEMAND 












NOW CHECK 
YOUR ANSWERS 


i 
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MAPS 


OF ALL 
DESCRIPTIONS 


creasing demand for maps. 


MAPS 


FOR EVERY USE 
AND EVERY WHERE 


DEALERS! Be prepared to meet the ever in- 


When You're Asked 


2} oor EON on 





721 


Reconversion from war to peace time busi- 
ness will demand a greater use of maps. 


American Map Company’s Maps are known 
throughout the country for their accuracy and 
attention to detail. 


SCHOOL — BUSINESS — TRAVEL 
CLEARTYPE MAPS 


BLACK AND WHITE 


COLORPRINT MAPS 


COMBINATION 
RAILROAD — AUTO MAPS 


DEALERS! Check your stocks. Keep a supply on hand! 
Display them prominently. 








Conditions are changing daily. Are YOU keeping pace with | 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 
"The information your Service Bureau gave us was just | 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you : 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 
Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 


Send for catalog and prices 





AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N.Y. © MU 2-7581 
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For home, office, workshop, too— 
Carter’s sales mean cash for you 














iv the jingle of the kitten be 
the jingle of cash profits for 
you! Take a tip—stock Carter's 
quick-selling items. Their popu- 
larity over a period of years is 
your assurance of big volume, 
fast turnover. 





























MUTSCHLER BROTHERS aS Ce 
A. 


NAPPAWNEE InD ee 





DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities. THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 
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‘THE CARTER’S INK COMPANY 


Boston, Massachusetts 


ee nn 








FOR THOSE WHO 
MUST MAKE 
BEST IMPRESSIONS 


TENCILS 





mMnOvVQrerat 











OFFICE APPLIANCES, 





August, 1945 


MADE OF PRE-WAR IMPORTED 
TISSUE—six words tell you why 
Shallcross Stencils are superior. 
Add to this 32 years experience 
in the manufacture of better du- 
plicating supplies—and you have 
the reason why users prefer 
SHALLCROSS DOUBLE-COATED 
STENCILS. 


CUSTOMER SATISFACTION PLUS 
OUR UNQUALIFIED GUARANTEE 
ASSURES YOU OF LASTING PROFITS 


PRICE-LIST 
AND SAMPLES 
ON REQUEST 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbon-s-Stencils-Paper, 
FOQTY CIGHTH and GRAVE FERRY RORD 
PHILADELPHIA 43, PENNA 
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PLAYS LEAD PART 


On any office stage Error-No line-by-line copyholders 
play the lead part with typists and stenographers. Error- 
No’s are always a hit because they banish eye strain 
and fatigue. 
Error-No all-steel 
copyholders will be back 
,, ! N in the spotlight as soon 
-NO as they tell us our war 
job is done. 

In the meantime or- 
ders are accepted with- 
out promise of specific 
delivery dates. 











THE DAWN WEG. conr. 
ean = 
DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. tide ef i L 











\ 







Automatic’s Wartime production 
of rapid fire ammunition for air- 
craft ‘“‘cannon’’ requires high 
precision manufacture and more 

: volume than ever. Only a fraction 
of normal production of Sharpeners has been 
authorized. Many of these are delivered on priority 
orders to the Armed Forces. Your patience and con- 
sideration during this period have been most 
appreciated. 

Dexter, Giant and Draftsman Sharpeners are the 
only models now in manufacture. Cutters and other 
replacement parts are available for prompt ship- 
ment. You may obtain improved service from your 
present Automatic Sharpeners by installing new cut- 
ters. Folder with full instructions on request. 


AUTOMATIC PENCIL SHARPENER COMPANY - 


Division of Spengler Loomis Mfg. Co. 58 E. Washington St. Chicago 2, Ill. 

















































designs for Post- 
3 | War. 











He DEXTER . DRAFTSMAN 


Aristocrat of hand ¢ 7 . Vy. 
*feed sharpeners. # ¢ : Special 
Excels both in 
appearance and 
erformaace. 


Equipped with special 
ground Cutters which 
remove wood, but 


Double Bearing, YS leave large exposure 
Point Adjuster, of graphite to be 


pointed as desired 


Steel Pencil Stop, 
with sandpaper, etc. 


large receptacle 
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H I G G I n S AMERICAN DRAWING INK 


The Foremost American Art Medium 


rg 1 = 
\c chniques Don’t let the word “art” fool you, for most Higgins drawing 


inks are bought by the general public who are not’ trained 


artists or draftsmen. 






\\ THE ALL AJMERICAN ART 


| Sa) OONING 





Properly displayed Higgins Inks have sold themselves for 





65 years. 








Couple Higgins Art Books with your display of Higgins 
American Drawing Inks. The more books you sell, the 
more inks you sell. The more inks you sell 


the more books you sell. 


THE INTERNATIONAL STANDARD OF EXCELLENCE 
SINCE 1880 


- SEND FOR A COLOR CARD 


HIGGINS HIGGINS 1a co. 1Nc. 


4 yy 
“ana omen 271 NINTH ST., BROOKLYN 15, N. Y., U.S. A. 
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Visible Record Depts.— System Men 


Get Information About Handifax Selected Dealer Plan 








Join cards 
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Handifax Ring Binders 
for 100 to 500 cards 





—— 





Instant Reference File 
Pull Out—See—Push Back 


OFFICE APPLIANCES, 


Easy to sell. Price complete in 
Steel Equipment is half usual 
price for visible records. You 
can sell along with your other 
visible equipment. Make sales 
100 cards to 100,000 cards. 
Liberal discounts. You find 
prospects; send us forms they 
now use or tell us what they 
want. We help work out plans 
to sell installations. 


10 Years National Use 
Ask for Catalog 
ROSS-GOULD CO. 


313 N. TENTH ST., ST. LOUIS 1, MO. 


Saves Executive Time—2000 to 
6000 conveniently at hand 


August, 1945 
















together, 
file in 
letter 
folders, 

or on 
card sheet 
backs in 
steel 

files. 








PS Yl 






ad 


Saves Clerical Time—20,000 cards 
for quick reference or posting 


HANDIF AX Visible Records -- St. Louis 





171 








relate! 


TYPEWRITER RIBBONS 







WRITE way 
to gain more 
customers 


People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 
making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons . . . 
ferred for sharp, legible originals. 


pre- 
Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 
Send TODAY for Samples and 


Discounts. 
Immediate Deliveries—No Delays 


420 Lexington Avenue 
New York 17, ae 


WRITE 


INCORPORATE 





CARBON PAPERS 













FACTORY: Bridgeport, Conn. 

















MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and : 
labor. Figured to the near- ¢ 
est half cent, clear and di- 
rect, simple and easy. 






Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke Systems, Inc. 3458 North Clark St. 


Chicago 13, Illinois 














Seeneeeaee ' 
eee ee ee A 


In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 


Changeable letter signs 
for every purpose. Send 
for new edition of our 





20-page catalogue. 


37 East 12th St. 
New York 3, N. Y. 
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RIN hal. Oba le 


PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 














BEST PRICES PAID 


Set Our Bid Before You Sell” 


& 

Addressographs Multigraphs Folders 
Elliotts Mimeographs Sealers 
Kardex, Acme and Rand 
* 


All Office Machines Now Available 
"Get Our Bid Before You Buy” 


MAILERS’ SERVICE & EQUIPMENT CO. 
38 W. 15th St. (Mailers Bldg.) New York 11, N. Y. 























CLEANS TYPE 


. ca 

The cleaner fluid is in the with a whisk of a brush! 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 





RIVET-O MFG. CO. 


96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 














Have You 


a Friend—. business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 
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Vane 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, III. 














Nation-Wide Office - Aides 








Easy . . . Simplified . . . Payroll 


CALCULATION 


Just Copy the Amounts 
No Calculations Necessary 


WAGE TABLES 
40c to $1.50 Per Hour 


Pre-calculated in '/, hour intervals 
Includes Daily and Weekly W.th- 
holding Tables 


PAYROLL BOOK 


No. 5001 provides a complete 
year's record for 25 employees 
with 5 weekly periods for each 
month. Employees’ personal 
history records, cumulative 
wage and tax data, Federal 
and State payroll tax computa- 
tion, quarterly and annual wage 


° 50 hrs. Straight Time and tax recapitulation, weekl 
© 20 hrs. Time and Halt 99 99 Ce aha. Y 
+ Ok, eke tae List withholding tax tables. 


Sixe 7 x 81/2, Plastic Bound, 

136 Pages, Brown Ink oe 00 
White Ledger a 
Send for Catalog Illustrating Other Payroll, Employee and Time Records 


The Colonial Co., 2954 Ave. Q, B’klyn 29, N. Y., Dewey 9-2844 


No. 5000. A 72-page book, 5 x 7, 
Spiral Bound 













LIST 
F.O.8. 












PREWAR 
QUALITY 


e Constructed of 30-pt. red press- 
board 


e Definitely first in quality and 
long service 

e Immediate delivery 
EVERY MODERN 
FILING NEED " Retail 
listed in latest wize 12 sets & up 
1945 catalog. 1100 Letters, A-Z $3.00 per set 
items. Ask for Legal, A-Z 3.55 per set 
your copy! Invoice, A-Z 3.00 per set 














Quality Filing Specialties Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 














= 14S SS 
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POT ILL WALAES 
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Save Strain — Speed Work 
SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 





ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 











I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 








NON-RUBBER 


Typewriter 
Keys 


a 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


335 Columbus Piace 











| 
Speed Key Mfg. Co. 


Brooklyn 33, New York 
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When the happy day arrives, we will 
be ready with New Ideas for the 
steel office furniture of tomorrow. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 


























offers easy-fo-sell features, 
to keep up your volume... 


Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction. 
Choice of ivory, black or crystal glass. 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item... 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 






Glass indestructible by 





Wood-fibre base — ink acids. Set holds ‘ 
brown grained finish. two ounces of ink — Sengbusch Self-Closing Inkstand Co. 
fills from any bottle. ’ 
308 Sengbusch Bldg. Milwaukee, Wis. } 
OFFICE APPLIANCES, August, 1945 OF 


174 





- s 











It's probably no news to you that Triumph Self-Inking Band Daters 


sell at three times the price of simple rubber stamps. But maybe 
you haven't thought about it this way—each Triumph Self-Inking 
Band Dater you sell in place of a rubber stamp adds up to three 
times the sales total and three to five times the profit! In addition, 
you make a friend of your customer—Triumph Self-Inking Band 
Daters give him instant action, less waste effort, greater efficiency. 
Sell Triumph Self-Inking Band Daters . . . you GIVE more and you 
GET more! 


The War isn’t over until our 


last Mother's Son is safe from 


TRIUMPH 
Self-Inking 
BAND DATERS 


A snap of the wrist does the - 
complete marking job. Unex- 
celled quality and sturdiness 
are built into this efficient 
time-saver. 


harm. Buy more Bonds. R U B B 3 R Ss T ya M P 
MANUFACTURERS 










The Dealer says: 


— 


EM Pe 


aa 





_ 
— 
=— 
- 


STENCILS 
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“When we took on the Tempo Film Stencils we knew we had 
a product with certain desirable features. But — we did not 
realize how valuable it was in building customer satisfaction 
and repeat business. The Tempo Film Stencil sells itself — 
and we have found that once a customer uses Tempo Film 


he is never satisfied to go back to ordinary stencils.” 


@ TEMPO offers the most complete line of stencils 
with or without film — WRITE FOR CATALOG. 


MILO HARDING COMPANY 


432 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURGH 


Makers of the famous TEMPO FILM STENCIL 
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. . The 
Permanent 
Successor 


ee TL LS To Rubber 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 














Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 














Provides for all legally required 
income Tax Records, Federal and 
$5 State, under one cover. Place 
RETAIL PRICE samples of all Income Tax Records side by 
Di t side, regardless of price, and 9 customers 
fanigh Mork-up, out of 10 will BUY the LIBERTY. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 








WRITING INK 


Gor Ouerseas or Travel 


Meet the huge demand for this compact 
overseas item. Can be mailed with a 
letter. Simple to use - just mix with 
water. Fully guaranteed. Retails 25c 
per package. Usual trade _ discounts. 
Open account. - - - ORDER TODAY! 


A. C. Spencer Company 


RIVERSIDE, CALIFORNIA 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 














Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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BLUEBONNET 


TYPE CLEANER 


GIANT DOUBLE- 
SIZE BOTTLE 


30< 


Delicately Scented! 
Thousands of Delighted Users. 





AT LEADING JOBBERS EVERYWHERE 
Product of System Service Company, Paterson, N. J. 
















Out He 
from wants 
VICTORY Beach’s 
steps “Common Sense” 
the Expense 
Salesman Books 








Beach Publ. Co. Detrcit 2, Mich. 











Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 











Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
‘—o” MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 
DEALERS: Write for prices and 
illustrated folder “’F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 

















HONOR ROLL PLAQUES 
of GENUINE BRONZE! 


Available again—due to 
relaxed W.P.B. rulings! 


Your customers are in the market for 
Honor Rolls of real solid Bronze—a de- 
mand you can now meet! Let us show 
you the way to increased sales and profits 
through these fast-moving items. Let 
“Bronze Tablet Headquarters’’ also supply 
you with memorials, testimonials, Bronze 
tablets, doorplates, signs—all in gleaming, 
solid Bronze. No investment on your part; 
full cooperation extended on all inquiries. 


WRITE TODAY FOR ILLUSTRATED CATALOG 
ct + ai SELLING INFORMATION TO 


UNITED STATES BRONZE SIGN CO. INC. 








“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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S0-EASY 
MOISTENER 


NO PRIORITY REQUIRED 


You can buy moisteners with- 
out priority now. Send me 
your orders. Free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 


For moistening . stamps, 
envelopes, gummed 
labels. 











\ CSE 
WAN ceo pgooucss 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
e} Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 





PEN DAFLEX: Pat ofF 
new’ style rs. foam apal HA NG! 


OXFORD FILING super co. New York BROOKLYN St. Lo 





New Wartime 
Emergency Location 


UNTIL THE 
VICTORY IS WON 








EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
| BROOKLYN, N. Y. 
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DAYTON STENCIL 
"Fela Gm @ DAYTON 


. OHIO 








STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 
3800 Agnes Avenue Kansas City 3, Mo. 


SPRING 
BINDERS 2 


ROUND BACK STYLE 


Spring back, durably constructed, 
black levant-grained imitation leather 
over stiff boards. Complete with inner 
folder. Stock sizes 4%” to 2” capac- 
ities. All sheet sizes. 















Prices and Illustrated Circular 
On Request 


MAJESTIC LOOSE LEAF INC. 


122 SPRING STREET N. Y. 12, N. Y. 


QUALITY ITEMS 
FOR THE STATIONER 


e Line Daters 
e Die Plate Daters 


e Self-Inking Stamps 
CONSOLIDATED STAMP MFG. CO. 


SPRING VALLEY NEW YORK 
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Wr. Dealer... 


Today's expenses and profits are in wood files while waiting for 
steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright cards files 4 x 6 and 5 x 8 double compartment. 


Fairly prompt shipment. 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES 
BOX 258 D SKOKIE, ILL. 




















GUMMED CAUTION LABELS 


DESPITE MATERIAL SHORTAGES, RESTRICTED MANUFACTURING SPACE AND OTHER WAR- 
TIME HANDICAPS WE ARE CONSTANTLY STRIVING TO IMPROVE OUR DEALER'S LINE. 
HERE IS ANOTHER OF OUR IMPROVEMENTS; NEW CAUTION LABELS, PRINTED BRILLIANT 
RED INK BACKGROUND WITH MODERN, EASY-TO-READ WHITE LETTERING. STRONGLY 


GUMMED TO “STICK WITH THE PACKAGE”. 











NOW! 
THEY’RE BETTER 





SCONTINUED 


THE D! 
THIS !S 20€. 


CAUTION LABEL 


OUR NEW STYLE CAUTION 
AND MAILING LABELS ARE 
AVAILABLE IN TWENTY-ONE 
NUMBERS, EACH PACKED 50 
IN A BOX, 12 BOXES INA 
CARTON, OR IN BULK 1000 
IN A BOX. 


WRITE FOR OUR 
COMPLETE LIST. 






“BUY REYBURN’S — AND YOU BUY THE BEST”’ 


THE REYBURN MANUFACTURING CO., 
PHILADELPHIA 32, PA. 


WAREHOUSE 1100 SO. WASAse AVE., CHICAGO 5, ILL 
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Woldon Rofeits Gnonaw 


GRAY RUBBER PERFECTION 
ERASES INK, PENCIL, TYPEWRITING 


NO. 121 ELLIPTIC NO. 900 SUEDE 


Handy shape for ver- Soft gray texture 
satile uses in Office, Dakeleibil-teMmolageletolalel| 
Drafting Room, School shape. A typists 


& Home. favorite 


Part of the complete quality line of 


Weldon Roberts &nabend 
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7. Newark 7, New Jersey 
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WELDON ROBERTS RUBBER COMPANY 


seomm—m @ es 





CIVILIAN 
PRODUCTION 


ORDER NOW! 


During the past years, we have been 
manufacturing Duplicating Machines and 
Supplies for Army and Navy needs. Now, 
we have been authorized to make, for 
civilian use, our famous quality precision 
=| Duplicating Machines and Supplies—per- 
| fected by our 45 years of continuous re- 

BECK search and progress. 


5 tencils 





Order your Duplicating Machines and 
Supplies today. 


Dealers’ inquiries invited 





Write for our new and exciting 
three color brochure, and price list. 


DUPLICATOR CORPORATION 18 WEST 18 STREET © NEW YORK 11, WY. 
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DON’T BLOW IT 


Oh, workman or scholar, 
Hang on to your dollar 
And do not spend it soon, 
For every cent 

Unwisely spent 

Infiates the price balloon. 


IT MAKES SCENTS 


To market (black market) to spend lots of jack 
Careless of how many ceilings you crack, 

To market (black market) where prices are dear, 
—Gosh, there’s a terrible smell around here. 


If you can keep your head and calmly ponder 
How silly spending drives the prices high; 
If you can save the cash you’d like to squander 
And only buy the things you need to buy; 

If you can do your part to fight inflation 
By simply being thrifty with your pelf, 
You'll do a vital service to the nation 
And—furthermore— you'll benefit yourself. 





Bonds you buy with payroll earnings, 
Help fulfill your future yearnings. 











NO GAMBLE 


When the war is over, will the prices 
rise or fall? 

We do not know the answer, and 
nobody does, at all. 

But this much we can prophesy— 
whichever way they go: 

You will find it more convenient if 
you’ve saved a little dough. 


* * * 


Money in your pocket, 
Take it out and sock it 
Into War Bonds, which 
Help to make you rich. 





DOUBLE AND NO QUITS 


When you boost your paycheck quota and allot it 
To another bond—it’s pretty soft for you! 
For, although you’ve spent your money—you 
have got it, 
And the Interest is interesting too. 


A United States War message prepared by the War Advertising Council; approved by the Office of War Information; and contributed by this magazine in 
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POINTED RHYMES 
FOR 
TRYING TIMES 


by 
Berton Braley 


Here is wisdom by the peck 
Versified to save your neck! 





@ | 


WHO? ME? 


WW 
4 


There was a little dope with a fat 
pay envelope 

And she spent every cent that 
was in it 

And she wondered, by-and-by, 
why the prices rose so high, 

But she didn’t blame herself for 
a minute. 


INFLATIONARY MARY 


Inflationary Mary spills 

This silly kind of chatter: 
**My little teeny-wee bills 

And spendings do not matter. 


‘**And if I cheat a little bit 
On rationing and ceilings 
The Nation’s welfare isn’t hit 
By my small lawless dealings!”’ 


Inflationary Mary’s wrong. 
For she’d be much to blame 
If people in a mighty throng 
Should say and do the same. 


Small spendings, in the aggregate, 
Reach sums extraordinary, 

So let’s not try to imitate 
Inflationary Mary. 


ADVERTISERS, PUBLISHERS—NOTE: 


You are welcome to use all or 
any part of the material on this page to aid 
the fight against inflation. 
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SNAKE IN THE GAS 


teen 


There was a crooked man and he 
lived in crooked style, 

He dealt at crooked markets with a 
smugly crooked smile. 

He viewed himself as clever with 
his crooked ration book, 

But everybody knew him for a 
crooked little crook. 


> Rc a case 


THE GANG'S ALL HERE 


You may ask, “Why should my spending 
Cause inflationary’trending 

Though I squander every penny I have got?”’ 
—If you’re joined by sixty millions 
Of civilians blowing billions, 

You’ll discover that it matters quite a lot! 


a\ 
sS — % Of 
BESRES 
YOU CAN LAY TO THAT 


As the best egg for a nest-egg 

Buy a War Bond—buy a batch. 
But you gotta keep ’em settin’ 

Or they ain’ta gonta hatch! 





Save your pay 
Here’s a way— 
Bonds and savings and insurance | 
Give your future more endurance. 
Mrs., Mister, | 
Brother, Sister, 

Don’t compete in buying things 
That is whence inflation springs. 











HELP 


US 


KEEP 


—<—s— 
PRICES N 
ONE PERSON CAN START IT! 


You give inflation a boost 


—when you buy anything you can do without 

—when you buy above ceiling or without 
giving up stamps (Black Market!) 

—when you ask more money for your services 
or the goods you sell. 


SAVE YOUR MONEY. Buy and hold all the 
War Bonds you can afford—to pay for 
the war and protect your own future. 
Keep up your insurance. 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 











SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 
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She 


Ball 


TECHNIQUE 


You'll agree 50 years is a long period of time—after all, it's a 
half century —and during that period we have followed the 
"straight ball technique" of selling our products. 


Like straight talk, a straight ball gets to the point quickly, 
without any foolin' twists or wrinkles. And 50 years of steady 
growth proves the soundness of this technique in dealing with our 
customer-friends. 


At your convenience, may we give you the straight facts on ‘an 
interesting inked ribbon and carbon paper proposition, Mr. Dealer 
. it's an attractive one! 


fA 


U. 5. Typewriter / Cl Ribbon Mfg. Co. 


al > | i)» 1 } } ) 
Filbert at Tenth St. +,” ORY, Philadelphia, Pa 


Established 1895 


WARSHAW fotpers 





MEET THE TEST 
ROLL LABELS 
GUIDES They stand up remarkably under the 
heavy handling they get nowadays. 
INDEX CARDS Dealers are supplying satisfied cus- 
FOLDERS tomers every day with these sturdy 
PROTEX filing folders. 
N 
cans oad Made by WARSHAW of sound paper 
Bespin stock, on fully automatic machinery 
th i * “ 
INDEX TABS ey give long and faithful service. 
AN OUTSTANDING VALUE! 











THE WARSHAW MBFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
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ee ... we hope not far 

















away... the implements of war 
will surely be replaced by the 
pleasant things of peace. Then 
Royalchrome, the Furniture Line of 
Tomorrow, will be on its way to 
you once more. And in lots of 
little ways we’re planning to make 
Royalchrome even better than ever 
before .. . so we know you'll be 
glad you waited! The Royal Metal 
Mfg. Co., 175 North Michigan 
Ave., Chicago 1, Illinois. 


LINE OF TOMORROW 


Metal Furniture Since '97 


Py \\gip! f/f 7, 
Royal Steel Folding Chairs « * = © Royal Housewares 


Diifomeclive tyaurtuas 
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Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 40 years of experience could accomplish. 


, The Most Complete Line of Duplicating Equipment 


Heyer 


ALWAYS Fs VAl iss) SATISFIES 








As you sit down wan and weary, 
With the outlook far from cheery . . . 

Your book loaded with dictation notes and such . . 
It is mighty comfy knowing 

That the rest is easy going... 


On your Underwood, 


with Keys you love to touch! 


You'll find ev’ry key you're striking 

Has a touch that’s to your liking, 

In these days when working comfort means so much. 
Without pounding, fuss or worry, 

You can type things ina hurry . 


On your Underwood, 


with Keys you love to touch! 


-- TYPEWRITER LEADER OF THE WORLD! 


Copyright 1945, Underwood Corporation 





It’s a “smooth-as-velvet” feeling, 


\nd your neat work is appealing 

To the Boss, you want to please so very much. 
For his picture’s in each letter, 

And you'll make that picture better . . . 


On your Underwood, 


with Keys you love to touch! 


—$—$—$—— 


—— 
—— 


Dear Boss: | 
It will pay you to buy her “ m 
Underwood. Not only eee “ e 
‘ é ™ 
l , job. but she lt be able 
happier on the job, _ 
2 avs nea 
oe out letters that are alu ce ¢ 
; ) ye a 
and accurate... letters that wl 2 
] “eC FOO 
credit to your firm, and make a g 
ry » sent. 
ression wherever they are sé 
™ ~ e« 4 yn 
Underwood Cor porate : 
One Park Ave. New York 16, Ni; 
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